








Self-supported VERTICAL installation 


of Brodie BiRotor Meters 
SWIVELS with loading arm 










ARAN NA HAMAR 


FULL DIRECT READING 


VISIBILITY FROM 
ANY LOADING POSITION 


















@ What could be simpler than to install Brodie BiRotor Meters 
in-the-line, vertically or horizontally 


@ Double case construction avoids stresses or strains on meas- 
uring chamber 


@ Rigid all-welded steel housing permits meter to be supported 
in and by the line, with no further mounting required 


@ Meter can be quickly and readily inspected, serviced or 
cleaned without removal from line or disturbing existing 
line connections 
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The Line For 
QUALITY— 
ECONOMY— 
SERVICE! 


COMBINES 
ALL 
THREE! 


WHERE PRICE 
iS OF PRIME 
CONCERN— 


Molded 
Rubber 
Jaw Type 
—Fits all ‘ 
jaw type hub blower 
wheels. Also available in 
Dupont Nylon. 

QUALITY STANDARD 

OF THE INDUSTRY @ 







Splined Nylon Coupling Above. Extended Alumi- 
— Splined Coupling with ‘'Silent Tension,"' 
elow. 


ULTIMATE IN ANGULAR AND 
LATERAL MISALIGNMENT & 


Set Screw 
y| Type Coupling 





ONLY Guardian COUPLINGS OFFER 

1. Dyna-Line Fabrication—Exclusive roll-spin- 
ning method joins all components while 
running true. 

9. One Piece Design—No fumbling with extra 
parts. Easily assembled in close quarters. 
Flex-Rubber Element to give you TRUE 

> flexibility. 

Guardian SERVICE 

COUPLING KITS 

Both Standard and Economy 

Sizes fill 95% of existing 

coupling requirements in 

the field. 


Write for new Coupling 
Catalog Sheet C-106. 





De you know about 
Guardian's line of 
oll tank valves? Ma- 
chined from brass 
ber stock, Available 







PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-25, 1231 E. Second Street 
Michigan City, Indiana 
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Names in the News 


Maxwell F. May has been appointed 
vice president and general sales man- 
ager of the Fitz- 
gibbons Boiler 
Co., Inc., New 
York. He succeeds 
John A. Darts, 
who recently an 
nounced his re- 
tirement after 43 
years with the 
company. May, 
who will make his headquarters in 
New York, has been the Fitzgibbons 
Metropolitan Chicago District Sales 
Representative since 1948. 





Andrew F. Ward has been pro- 
moted to the post of sales manager, 
Packaged Prod- 
ucts, for the 
Worthing- 
ton Corp., Har- 
rison, N. J. In his 
new post, Ward 
will direct the ac- 
tivities of the dis- 
tributor - develop- 
ment group and 
product-section managers of the com- 
pany’s packaged commercial and resi- 
dential airconditioning products. Prior 
to his new appointment, Ward was 
staff assistant to M. M. Lawler, vice 
president of airconditioning and refrig- 
eration, and before joining Worthing- 
ton, he was general sales. manager of 
the Williams Division, Eureka Wil- 
liams Corp., Bloomington, III. 


Louis M. Marks has been named na- 
tional sales manager of Timken Silent 
Automatic Division, Jackson, Mich. 
Marks has more than 24 years’ experi- 
ence in the sales divisions of heating 
and airconditioning firms, including 





management positions on manufactur- 
ing, wholesale and retail levels. 


Harry F. Heinzerling, vice president 
and general sales manager, OPW 
Corp., Cincinnati, O., has retired after 
more than 35 years in the valve indus- 
try. He had been a co-owner of the 
Eureka Brass Works and came into the 
Eureka Division of OPW in 1930. He 
will continue to act as a consultant 
to the company. Succeeding him as 
general sales manager is Roy W. Gro- 
nauer who joined OPW in 1950 and 
became assistant general sales man- 
ager in 1952. 





Heinzerling Gronauer 


John Belham has been named sales 
manager, General Fittings Co., Provi- 
dence, R. I. He 
has been with the 
company for the 
past three years 
during which he 
has been responsi- 
ble for sales in the 
Southern New 
England area and 
engaged in prod- 
uct development and promotion. Pre’ 
viously Belham had been with Chase 
Brass Co. John J. Cotter will succeed 
Frank E. Johnson, recently retired, as 
sales representative in Maine, New 
Hampshire and parts of Massachusetts. 





Mrs. Alice Holton has been pro’ 
moted to director of public relations, 
Perfection Stove 
Co., Cleveland, 
O. For the past 
eight years she has 
been the com 
pany’s publicity 
director. She has 
been associated 
with newspaper 
and public rela- 
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Now! from —fiestel heat-. : 


An Add-On Air Conditioning Unit for 
any home heated by forced warm air! 


Heore teulitrec: 


e Central, conversion type, 3 H. P. 
(34,000 BTU/Hr. A.S.R.E.) 















e Hermetically-sealed at the factory 


e Extremely compact: 26” wide, 2614” deep, 
51” high 


e Operates in temperatures up to 125° F. 
e Air-cooled—requires no water 


e Drip collectors of non-corrosive metal. 


Unit is dehydrated at fac- 
tory and charged with the 
exact amount of refrigerant 
required. Evaporator coil 
can be placed in the supply 
plenum of any forced air 
furnace, thanks to flexible 
refrigerant line exclusive 
with Fluid Aire. Saves time 
and money on installation 
because present plenum and 
duct work can be used. 
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Anchor Post Products, Inc., Fluid Heat Div. 
6700 Eastern Ave., Baltimore 24, Md. 


Gentlemen: Please send me complete details on your new Air 
Conditioning Unit. 





Firm Name——— <a 


fluid aire 














me cooLNG svsTem aa ; 
0 Zone—___State___ a 
A product of the Fluid Heat Division, ti Sil. hae ee 


Anchor Post Products, Inc., manufacturers of a 
complete line of oil- and gas-fired heating equipment 


@®@e@eev7Eerneeeeeee 


7 











—> A Completely NEW Line of Service Bodies with 


25 FEATURES 


to help you do every job fastor... esi 


1. Models to fit 40 different Chevrolet, Ford, 
International, GMC, Dodge and Studebaker 
chassis .. . single or dual wheel. 

2. For 4 - 34,-1-and 114-ton trucks. 

3. 18 different compartment arrangements. 

4. Exclusive 4-point coil spring body mounting. 

5. Complete line of Service Accessories. 

6. Bonderized, all-steel welded construction. 

7. Double lap-type joints. 

8. Extra-wide doors for easy access. 

9. Larger, greater capacity compartments. 

10. Embossed door panels for rigidity and 
appearance. 

11. Fully recessed door handles. 

12. All doors keyed alike. 

13. Tumbler-type locks at no extra cost. 





























Model 900 D 
with upper structure 








14, Full bolt-action locking bar. 

15. Weatherproof compartments . . . lap- 
seal and gutter drain on all doors. 

16. Raised bottoms of all vertical com- 
partments provide extra protection 
for tools and supplies. 

17. Heavy-duty reinforced 16-gage 
bulkheads. 

18. Outside compartment headers 
14-gage steel. 

19. 4-way, 12-gage, safety tread 
non-skid floor. 

20. From 25 to 35 sq. feet of floor 24, 
loading area. 

21. Through wheel housings for 
universal dual wheel application. 25. 

22. Reinforced tailgate. 


For Better Service and Greater Utility . . . Specify 


<Movuson cervice bodies 


eS ee reer een erare 








Model 1050 D 


23. Extra strength, bridge-type construc- 
tion with interlocking lateral and 
longitudinal reinforcements. 

Side boxes supported by one-piece 
cross members, reinforced at 
mounting holes, 

Beaded fender panels hinged for easy 
access to wheels and spring shackles. 


a 
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M. ison Service Body Div., a Name COS00S0 Sebo coesescdeCenedsninsdébebeoneseconeenendsteoonce Title PPPTTTTYTT TTT Tite 
Morrison Steel Products, Inc. S Piem 
694 Amherst Street, Buffalo 7, N.Y. J FEM sesesseresseresesesessenssesesesessnsisssssssssencsssnssnsssnssseesseessatesses 
Send us complete information on the : SURI sls is <cbesasvacsussebacauconei castes uses o ee o mn TWee ovinasaoisns teenies 
NEW Morrison Service Bodies and i 
Accessories, § CitY.......--crcsseecerersrcerscsoseservesseorsee ZOD socsas DOUG civesshinccouse 
L 


@ Also manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel Garage Doors. 


Morrison Service Bodies are carried by leading Truck Equipment Distributors in all principal cities 








. . « « Names in the News 


tions work for 17 years, and at one 
time was an editor and writer for an 
oil industry publication. 


Charles A. Wolff has been promoted 
to advertising manager, Weil-McLain 
Co., Michigan City, Ind. He joined the 
company in 1951 and has been instru- 
mental in developing the company’s 
national advertising and trade sales 
promotion program. 


Smith Freber has joined the Ray Oil 
Burner Co., San Francisco, Calif., in 
the capacity of ad- 
vertising manager. 
Until his appoint- 
ment with Ray, 
Freber was assist- 
ant promotion 
manager of the 
“San _ Francisco 
Chronicle,’ and 
before the war he 
was office manager for a general con- 
tracting firm in Salt Lake City, Utah. 





John Burrowes, chief engineer, will 
work solely with sales representatives, 
Lau Blower Co., Dayton, O., and 
William Wentling has been appointed 
chief project engineer, in full charge 
of all development and_ production 
work. These two new positions have 
been created to step up field and con 
sumer cooperation. Burrowes has been 
with the company since 1941 and 
Wentling since 1948. 


Robert J. Callahan has been made 
district sales manager in the Cleveland: 
Pittsburgh area, Century Engineering 
Corp., Cedar Rapids, Iowa. He will 
cover eastern Ohio, western Pennsyl- 
vania and part of West Virginia. 


R. H. (Hank) Jacobs has been ap 
pointed to the newly created position 
of sales manager, Merchandising Dr 
vision, Minneapolis-Honeywell Regu 
lator Co., Minneapolis, Minn. Since 
1950, Jacobs has been market devel: 
opment manager for the company $ 
Commercial Division in charge of 00” 
ordinating sales activities. In his new 
position, Jacobs will be responsible for 
sales of Honeywell Equipment to the 
home builder market. 
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WHV USE 2 


ORDINARY TRUCKS 


Here is the White Model 3022 which replaced two ordinary 
trucks for Wright Coal & Fuel Co., Indianapolis. The 2100 
gallon 2-compartment tank equals combined capacity of both 
the trucks replaced. 


SMART truck operators have a really modern 
way to keep delivery costs under control and 
speed deliveries. 

It’s the White 3000, of course! This pioneer 
Indianapolis firm replaced two small trucks 
with one modern White 3000 engineered to 
his exact needs. 

Results: Better service to customers, fewer 
refueling return trips, lower operating cost. 

And President Charles P. Wright knows he 
can depend on White mechanical features—he’s 
used Whites in his business for years. 

Why not have your White Representative 
help you streamline your fleet this modern way 
—with the White 3000? 


THE WHITE MOTOR COMPANY 
Cleveland I, Ohio 
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Look ot the Jacke! 


when ONE 
WHITE 3000 


will do? 
































WHITE 3022 PREVIOUS TRUCKS 
xs 
y PAYLOAD 2100 GALLONS MUCH LESS 
y WHEELBASE 127" MUCH LONGER 
POWER WHITE MUSTANG LESS POWER 
LIGHTER 
FRONT AXLE WHITE 116D CONSTRUCTION 
WHITE 89C 
REAR AXLE 6.17 to 1 RATIO LOWER RATING 
CAB Patented Power Lift | NOTHING LIKE IT! 





FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 





TRANSPORT, TOO! 


For fuel oil and all other 
petroleum services requir- 
ing tank trailers, the White 
3000 has exclusive ad- 


vantages in payload and 
economy you will want to 
hear about. Ask your White 
Representative today. 

















& ditorial Ze aks 


UNDER THE HEADING, “Little Things 
Count,” Standard of Indiana tells a 
story of an unexpected blessing from 
fueloil additives. Their particular 
brand is called “Sta-Clean” and while 
they knew it was good before they put 
it on the market they didn’t know how 
good. 

It was left for the traffic department 
at the company’s Sugar Creek refinery 
to make the final appraisal. When the 
refinery ships a close-cut or highly fin- 
ished kerosene in a tank car it must be 
sure that the interior of the car is spot- 
less. This has often been accomplished 
through sand blasting. 

But to the amazement of the crew 
of cleaners, when they recently started 
to clean a car they found it not only 
spotless but shining like stainless steel. 
A little investigation and experiment- 
ing uncovered the reason. That car had 
been carrying distillate treated with the 
Sta-Clean additive. Presumably it does 
the same for the inside of an oil tank 
in your customer’s home. 


\2 
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WE WOULDN'T be printing this item if 
it described a condition at all common- 
place. We offer it as a “horror story” 
to show that such situations are possi- 
ble even in the best regulated indus- 
tries. 

Hiff Horning, maestro of the North- 
west Petroleum Assn., Minneapolis, 
was startled to get this letter in his 
morning mail: 

“T recently received a folder from 
your research division describing the 
advantages of oil heat, with all of which 
I heartily agree. 

“We have had an oilburner since 
1930 and our house has been perfectly 
and economically heated. We have had 
friendly, understandable credit service 
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and until the last two years excellent 
burner service. We do not like cold 
basements, and we do know what we 
pay for fuel, which none of our friends 
who use gas do. 

“In view of all this you may be in- 
terested to know why we are going to 
install a gas burner. We cannot get our 
burner serviced and we were surprised 
to learn that most of our friends 
changed to gas for the same reason. 
They tell us that they get excellent 
service from the gas company. 

“It seems to me that it would be 
worth while, or probably it is too late, 
for the oil companies to see that their 
patrons receive as good service as the 
gas company gives.” 

In some spots like Minneapolis if the 
oil companies do not seriously under- 
take the servicing of all oilheating sys- 
tems . . . the answer is inescapable. 
Fortunately for the oilheating public 
in most communities, oilburner servic- 
ing is in good hands. 


>, 
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IN EARLY November we were visiting 
in the office of the Missouri Valley Oil 
Co. in Kansas City. One of the men 
from the bulkplant yard stepped into 
the office of the president, Rankin, and 
laid on his desk seventy-five cents. 

A little startled, Rankin asked what 
it was all about, and why give it to him 
instead of the cashier. The yard man 
just wanted him to know that they 
were launched into a new business. 

It seems that a man had come into 
the yard with a five-gallon can and 
bought a filling of No. 2 oil. A slightly 
unorthodox incident, the yard man had 
asked ‘““how come?” 

The buyer explained that he used it 
for anti-freeze in his car and his truck. 
Said he had done it for years with no 
bad effect. 

Look out Prestone . . . here we come! 

And since this is a Missouri incident 
we now recall that when we were being 
raised out in that state there were 
times when we were dosed with a few 
drops of kerosene on a spoonful of 
sugar to break up a chest cold. 

John Schulz, our engineering pro- 
fessional, just stuck his head in to add 
a couple more unusual applications of 
our favorite fuel. He uses No. 2 oil to 
keep the weeds out of the gravel drive 


at his home in New Jersey. Then he 
has a friend who uses No. 6 oil as a 
preservative by painting it onto the 
wood shingles of his farm buildings. 

The moral of this recital is probably 
that if our growth rate in heating 
doesn’t keep up its present speed, we 
haven't scratched the surface of our op- 
portunities in other applications—a 
gallon here and a quart there. 


o, 
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IN THE Cities Service’ employee maga- 
zine Service we learn that “they” have 
made an important archeological dis- 
covery, a papyrus scroll containing a 
2,200 year old letter from Limnus Aris 
tander, sales manager of the Phoenician 
Oil Co., Carthage, to his Rome distrib- 
utor. On that date, Julius 12, 300 BC, 
things were surprisingly the same as 
today. 

Taxes were soaring, the galley-slaves 
were getting another cost-of-living in- 
crease, the Persian wars were stimu- 
lating a big building boom, the govern- 
ment was busy fixing the price for 
caulking boats, Phoenician Oil was just 
as busy free-loading Caesar’s purchas 
ing agents, and an Oil Industry Infor- 
mation Committee was girding itself 
for an all-out scrap with the olive oil 
crowd, particularly for the heating 
market. 

V. F. Burgess, discoverer of the “‘let- 
ter,” admits it may be slightly apochry- 
phal but it demonstrates the shrewd: 
ness of the early Phoenicians in the oil 
business. 

So 
HERE'S A SMALL but bright spot that 
should have been mentioned in our De- 
cember issue article about Myles Hall 
and his oil business in Duluth: 

Myles, in building his oilburner busi- 
ness and also his fueloil gallonage, has 
successfully used attractive university 
girls for door-to-door solicitation to un 
cover prospects. 

This has probably been done by 
other fueloil companies but we hadn't 
run into it. The practice is not uncom 
mon in the gas industry, where the 
utilities have used “home economics” 
students to discuss a family’s problems. 
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_ VENTALARM 
the O 


WHISTLING TANK FILL SIGNAL 





TRADE MARK REG. U. S. PAT. OFF. 


ginalaud DO 





have been installed on household fuel tanks by more than 4,500 
major and independent fuel oil companies. 


4, Underwriters’ Laboratories Listed 


VENTALARM Signals Type LA (14” x 1%”), #220 (14” x 14” compression 
top), #521 (2” x 1%”), #270 (2” x 2”), #271 (2” x 2” with half union top), 
#275 (2” x 2” with compression top); VENTALARM GAUGE combinations 
Type VG-A (2” x 14%”) and VG-B (1%” x 14”); SCULLY GAUGE Type GA 
(for 2” tank opening) and Type GB (for 1%” tank opening) are listed by 
Underwriters’ Laboratories. 


1, Over 4,000,000 VENTALARM Signals 


PPS CULLY 
VENTALARM 
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Just One Direction 
“Fill while the 
Whistle Blows” 


Canadian Licensee: 


EMPIRE BRASS MFG. CO., LTD. 


London, Ontario 


© 1954 Scully Signal 






Co. 


in a variet 


Contact your 


REGULAR SU ; 
for VENTALARM® Signal 


PPLY 





y of sizes. 


/ | Seully Products are 
manufactured under U.»9- 


and Foreign Patents or 


Patents Pending. 


HOUSE 


3. Universally Approved by Leading Fire 


and Safety Authorities 
Such as New York Board of Standards and Appeals, Commonwealth 
of Massachusetts, Cities of Washington, Baltimore, Philadelphia, 
Detroit, etc., according to the individual models which fulfill their local 
regulations, 


4.Complete Merchandising Support for the 
Fuel Oil and Oil Burner Dealer 


Proven Oil and Burner Sales Plans utilizing VENTALARM Signal 
and supported by tested promotional literature available at cost. 


5. Full Variety of Models to Satisfy Every 
Tank Condition, New or Old 


6. FULL PATENT PROTECTION 


U. S. Patent Nos. RE22391, RE21930, 2,143,476, 2,143,492, 2,143,706, 
2,212,620, 2,227,322, 2,227,323, 2,249,180, 2,257,656, 2,276,798, 2,328,686, 
2,330,983, 2,429,280, 2,531,950, DES. 164,453, 2,617,303. Other Pats. Pend. 
Foreign Pats. Issued. 


The Scully Signal Company intends to protect its property rights 
in its patents. 


SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 
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Shipments of Oilburners and Units 
(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELom &@ Or Heat's estimates of shipments are: 
OCTOBER TEN MONTHS 


Percent Percent 
1954 1953 Change 1954 1953 Change 

Conversion fy AeA 74,357 ey ay) 446,208 502,493 — ll. 
Boiler Units 8,546 9,457 —- 9.6 57,388 60,519 — 5.2 
Furnace Units 22,420 20,871 + 7.4 164,112 162,073 + 1.3 
All Domestic 103,288 104,685 — 1.3 667,708 725,085 — 79 
Commercial 3,992 4,255 — 6.2 32,030 35,925 — 10.8 
Total 107,280 108,940 — 1.5 699,738 ‘761,010 — 8.1 
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1949 1950 1951 1952 1953 1954 
December Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS — BOILER-BURNERS FURNACE-BURNERS 
December Aver. $317 $702 $597 
November Aver. 316 700 601 


Price Index: Conversion Burners: January 1940 is 100%, 


WHOLESALE RETAIL 
December 135.0 Six monthsago 138.3 December 127.6 Six monthsago 127.3 
November 133.7 Yearago 142.7. November 130.7 Year ago 130.6 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


OILBURNER PRICES- RETAIL CONVERSION BURNER - JAN. 1940 = 100 








INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS ~ 1939 =100 ---e-e-----n= ° 
CONSTRUCTION COSTS — RESIDENTIAL~ DEPT OF COMMERCE -1939 = 100 ——-———=- —= = 
COST OF LIVING - BUREAU OF LABOR STATISTICS ~ 1935-39 = 100 sevvevecceceesececeeees 
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Oilheating Trends 


ESTIMATED INSTALLATIONS of domestic 
oilburners and units in the closing 
month of 1954 were 59,312 or about 
3% below the 61,158 installed in De- 
cember 1953. This makes the estimated 
total for the year based on the individ- 
ual monthly reports 768,060. This is 
fairly close to the preliminary estimate 
for the year of 766,796 published in 
the January issue of FUELOIL & OIL 
HEAT. That figure had been based on 
eleven monthly estimates plus a projec 
tion for December derived from a prob- 
ability chart. 

Of course, we will again publish a 
final estimate in the April issue along 
with a state breakdown. 

The December installations were di- 
vided: New Homes, 26,645; Replace’ 
ments of old oilburners, 10,875; Con- 
versions from other fuels, 21,792. 

BURNER STOCKS: Stocks of conver’ 
sion burners and units in dealer hands 
on January 1 are estimated at 80,185 
or almost the same as the 80,408 the 
previous month. However, they are 
considerably higher than the 69,207 on 
January 1 a year ago. 

The December 31 stocks were div 
vided: Conversion burners, 45,497: 
Boiler-burner units, 18,077; Furnace- 
burner units, 16,611. 

Factory stocks at the end of October, 
the latest available data were 54,245 
compared with 73,896 on the same date 
of 1953. The October 1954 stock fig’ 
ure is the industry’s lowest in 22 
months. 

TANK STOCKS: At the end of Decem’ 
ber dealers had on hand approximately 
39,940 consumer oil tanks, almost iden’ 
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AUTOMATIC SHUT-OFF NOZZLE 
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No, 620 HI-PRESSURE TYPE 


OPW has designed these liquids dispensing 
nozzles in a wide variety of sizes to assure 
you of having the right nozzle for a fast, 
fully-controlled, dependable operation re- 
gardless of the delivery condition. 


EACH engineered for high capacity, wide 
flow range with minimum turbulence; easy 
shut-off, with no product surge . . . ALL, for 
minimum weight, perfect balance, durability 


and long service life. 
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tical with the 39,696 the previous 
month, and again very similar to the 
38,592 a year earlier. 

The December 31 tank stocks were 
divided by sizes: 220-275 gallon, 33,- 
589: 550-675 gallon, 4,397; 1,000 gal- 
lons or larger, 1,954. 

During December dealers paid an 
average of $30 for 275 gallon tanks 
and this was up one dollar from the 
previous month. By sections of the 
country the average price paid by re- 
porting dealers was: New England, 
$24: Mid-Atlantic, $31; Midwest, $29; 
Pacific Northwest, $39. 





Special Study 
of the Month 











FARM OILHEATING: There has been 
a fairly strong feeling in the indus- 
try that we are neglecting our oppor- 
tunities to sell oilheating equipment 
and fueloil to the rural areas. Obvious- 
ly, this is quite true in some regions, 
less so in others. 

This month, then, we have made this 
the subject of our special study in an 
attempt to put a yardstick on what is 
actually happening in the heating of 
farm homes. 

Our first question asked the report- 
ing companies to estimate the percent 
of farm homes in their communities 
that are heated by various fuels. In- 
cluding all sections of the country the 
estimate was: Oil, 50%; Gas, (natural 
or LP) 4%; Coal, 38%; Wood, 8%. 
Naturally there was a little miscellane- 
ous heating such as electric but we in- 
cluded this in the wood percent. 

The table shows this by areas: 


Oil Gas Coal Wood 

New England 66% 1% 29% 4% 
Mid-Atlantic 47 3 45 5 
Midwest 38 9 46 7 
Pacific N.W. 51 4 ee 45 


Naturally, these figures apply to the 
primary oilheating areas. We do not 
include the general South and South- 
west because we did not have enough 
returns from those areas to be repre- 
sentative. In the broad area from Ala- 
bama to southern California there 
would be considerably more natural gas 
heating, although most of it on farms 
would be in space heaters. 


From the next question we learn 
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Oilburner* and Building Permits 





————_OILBURN ERS -———_——_DWELLINGS——— 
December 12 MONTHS December 12 MONTHS 
1954 1953 1954 1953 1954 1953 1954 1953 
1 16 167 307 Albany, N. Y. ai ate ap ae 
56 88 892 1395 Baltimore, Md. 397 118 2783 3820 
aye se a om Binghamton, N. Y. 4 9 182 137 
Bloomfield, N. J. 3 14 103 317 
- ans ae Ge Boston, Mass. 29 37 618 391 
114 113 1266 1471 Bridgeport, Conn. =i she a 7 
Bis ‘ re my Buffalo, N. Y. 18 D4 511 510 
4 61 232 590 Columbus, O. tg pre sim a 
‘ és 5% ae Des Moines, Ja. 82 404 4207 4942 
ay si ae me Detroit, Mich. 164 77 3111 3001 
30 48 487 588 Elizabeth, N. J. 6 0 67 37 
20 41 468 405 Freeport, N. Y. zs i ye 8 
ais ce oF a Greenwich, Conn. 34 18 418 320 
‘i ne Be Hackensack, N. J. 5 5 86 68 
239 a6 ny Hartford, Conn. ‘ Bee aus ne 
‘ibe os ‘i ‘ Hudson County, N. J. ere ae ee a 
10 10 341 447 Irvington, N. J. 1 1 Ze 29 
se ue me te Lynn, Mass. 12 51 198 174 
37 27 747 451 Meriden, Conn. Og ae a sda 
459 438 6674 fig 89) Milwaukee, Wisc. 345 260 3966 3684 
20 26 210 408 Minneapolis, Minn. 49 60 1149 1049 
16 13 226 256 Montclair, N. J. ax a te es 
on es 97 He Morristown, N. J. 0 0 45 85 
21 3 341 364 Mt. Vernon, N. Y. me ~ a3 ue 
61 68 1474 1906 Newark, N. J. 
80 69 547 157 New Bedford, Mass. 
35 37 497 502 New Haven, Conn. 
ae a ie a New Orleans, La. Ss as a a 
S55 26 350 403 New Rochelle, N. Y. 29 23 398 453 
ae 2616 es ; New York City (total) ae she oe e 
1099 1844 11090 os Brooklyn-Queens 
a 772 - 7183 Manhattan, Bronx, Rchd a ae ws os 
a2 134 615 805 Norfolk, Va. 30 19 456 604 
sie 7. ve Si Oakland, Calif. ae a Ss = 
11 2 71 449 Omaha, Neb. 86 39 1364 1521 
9 9 173 207 Orange, N. J. 0 0 13 24 
10 8 162 223 Passaic, N. J. "sp re ¥s ae 
46 11 413 628 Paterson, N. J. 24 9 282 152 
483 535 4715 6481 Philadelphia, Pa. ss ss sed Pe 
ie s - ie Plainfield, N. J. 20 6 151 130 
62 53 27 720 Portland, Me. 9 18 152 198 
283 204 4411 3874 Portland, Ore. 97 105 1647 1926 
11 6 222 229 Poughkeepsie, N. Y. sie sts 0s ee 
PP 87 - 1264 Providence, R. I. 13 12 te 208 
on se oh oh Reading, Pa. 3 y} 49 400 
33 66 381 403 Richmond, Va. 29 32 439 527 
53 32 ae 597 Roanoke, Va. es me A sig 
71 243 1951 3131 Rochester, N. Y. an ou ee a 
9 ZZ 140 207 Rockville Center, N. Y. 9 8 78 92 
36 53 471 452 Salem, Mass. 8 5 69 79 
147 176 2117 1995 St. Louis. Mo. 27 20 528 341 
11 18 104 247 St. Paul, Minn. 42 > 1129 1106 
3 8 196 180 Schenectady, N. Y. ee i ce +r 
se Ete sc ae Seattle, Wash. 181 105-2518 1632 
267 547 2292 2195 Spokane, Wash. 7 a he re 
4 gs - ee Springfield, Mass. 118 115. 1279 = 1035 
28 42 310 426 Stamford, Conn. en a ee es 
sa se uA eke Syracuse, N. Y. me 3 
Trenton, N. J. os 3 es 155 
ie ne ee ie Wticaso IN, -Y.. 22 9 194 128 
38 89 684 871 Washington, D. C. re ae ey, es 
she he sr oe West Orange, N. J. 22 8 337 280 
17 19 333 331 White Plains, N. Y. 3 19 169 269 
20 35 529 894 Wilmington, Del. 0 0 49 151 
128 177 1512 1549 Worcester, Mass. ste is ar 
96 76 767 908 Yonkers, N. Y. ee Ss re o- 
3759 5018 33426 39184 Totals 1899 1720 27325 27999 
—25.1 —14.7 es Percent Change +10.4 —2.4 «. 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu’ 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 
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that where the farm homes are heated 
by oil approximately 57% have central 
heating plants, 32% use the oil in space 
heaters, 11% use it in floor furnaces. 

There was some geographic varia- 
tion on this. Central heating scored 
73% in New England; 53% in the 


eoeoereer eee eer eres eeeseeseesesereereree® 


Mid-Atlantic states; 52% in the Mid: 
west; and 25% in the Northwest. 
The group was next asked about 
what percent of the oilheating dealers 
in their markets they believed are mak- 
ing any special effort to sell farm jobs. 
The answer is approximately one: 
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More and more servicemen are finding that Super’s 


KA-2 Transformer Replacement Kit fills the bill when 


it's time for transformer replacement. 


Everything needed has been included with this kit: 
2 transformers; 3 interchangeable plates; 8 screws to 
fasten plates to transformers; 2 studs for stud mounted 
transformers; 2 Rajah adapters; 2 Spring Clip adap- 
ters. The interchangeable parts will fit most standard 
oil burners, permitting easy and speedy replacement 


REPLACEMENT KITS 


o° I 


ganged 


TRANSFORMER 


J vu 


ea Canadian Standard Approval and 


Underwriters’ Laboratory 


without having to go further than your own car. 


The Super KA-2 Kit will service approximately 500 
different models. For complete list, send for Sheet 
KA-2. 


In addition to the KA-2 Kit, Super has in stock 7 
other standard replacement transformers that will 
service approximately 800 different oil burners. Trans- 
formers to fit any make, model or year can be made 
up to your own particular specifications. 


Write today for Super’s new Transformer Replacement Catalog, No. TR-55 
for complete specifications and data. 
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INSTALVELOPE 


ENDS BUDGET ACCOUNT | 


HEADACHES FOR YOU— 
AND YOUR CUSTOMERS! 


Speeds Budget Collections: 


Payment Coupons with envelope attached | 
are bound in Customer's Payment Record | 


Book and provide immediate and positive 
identification of account and excellent posting 
medium. 


Experience has proved use: 
1. Increases payment on due date by average 
of 3 days per payment. 


2. All information 
sccount, 


3. Eliminates correspondence and errors. 


4. Customers like courtesy, 
convenience. 


available for crediting 


Advertises Your Products: 


| 


| 
| 
| 


efficiency and | 


| 
| 
| 
| 
| 


Provides powerful and economical means of | 
advertising your other products and services | 


to a known and complete "captive" audience 


at pre-determined intervals throughout the | 


year. 
Thousands of Instalvelopes in use from coast 
to coast! 


Write or wire us for sample Book and 
complete information: 







EFFECTIVE TOOLS FOR EFFECTIVE MANAGEMENT 


WASSELL ORGANIZATION, INC. 


owesTeorT s+ CONNECTICUT: * 


Please send me without obligation, sample 
book and complete information. 


COMPANY. ..... ccc cccccccccccccccccccccces 


ADDRES@ PR ee eee Re 


CITY & STATE 


See ee eee eee eee eee e neers eses 
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fourth of them. There is not much 
variation by sections of the country. 
New England was lowest at an esti- 
mated 19% of the dealers and the Mid- 
west was highest with about 30%. 

Of course, many of the reporting 
companies are located in large cities 
where they would have little inclina- 
tion to try for rural business. 

The next question asked the group 
why they believed the oilheating indus 
try does not put more effort into farm 
business. We gave them four rather ob- 
vious reasons to check off and then 
asked for others. The vote on the four 
main reasons as to why dealers don’t 
put more effort into farm business was: 
Lack of salesmen, 36%; Don’t want re- 
mote oil accounts, 34%; Farmers lack 
money, 7%; Too busy with town busi- 
ness to bother about farms, 23%. 

Then we asked them for other rea- 
sons and the following few are typical: 
“Too scattered for good selling and 
servicing” ... “Bad roads in cold 
weather” . . . “Too much time con- 
sumed on service calls”... “It is hard 
to sell them big tanks which they should 
have”... “I’m too lazy”... “Most 
farmers have lots of wood and are hard 
to sell oilheat” . . . “The typical heat- 
ing dealer in our community does not 
go out after business—three oil com- 
panies have sold some equipment to 
farmers.” 


Oilheating Displays 


Next we asked the group if they are 
accustomed to displaying oilheating 
equipment at a county or state fair. A 
little under one-fourth of the report- 
ing companies do provide such displays. 
New England was lowest on this with 
13% and the Midwest was highest at 
45%. There is a good possibility here 
that some dealers may have had in 
mind local home shows as well as typi- 
cal fairs but in any event they felt that 
they were displaying to farmers. 

A little under half of the dealers re- 
port that they got a substantial number 
of leads at these fairs from which they 
were able later to sell farm oilheating. 

Now we come to one rather signifi- 
cant point about farm work. We find 
that on 57% of farm installations the 
dealer sells a complete heating job. By 
that we don’t mean simply a complete 
oil furnace or oil boiler but he also has 


to put in a heat distribution system 
with pipes or ducts. In other words in 
almost three-fifths of farm homes where 
oilheating is installed by our reporting 
dealers we find that the residence was 
formerly heated with only space heat- 
ers or perhaps a floor furnace. 


Installation Problems 


In a field study on farm heating 
some few years ago the editor learned 
that in a good number of instances the 
dealer had to excavate a basement un- 
der the house and then put in a heat- 
ing plant. With that particular dealer 
his average farm heating sale was over 
$1,500. This, of course, included base- 
ment excavation on some of the jobs 
and a complete heating system on most 
of them. 

As a final question in the series we 
asked the dealers if they don’t believe 
that the oilheating industry should im- 
portantly step up its farm heating sales 
activities particularly in view of the 
fact that so few farms have access to 
natural gas and LP gas for heating in 
most areas is pretty expensive. The re’ 
turns on this question were about what 
would be expected with 95% voting 
“yes.” It’s about like a preacher asking 
a congregation if they don’t think they 
should do better in the future, but in 
any event this question did cause each 
reporting dealer to think about it for 
a minute. 

DEALER COMMENTS ON FARM OIL’ 
HEATING: “This is a very good poten: 
tial field for oilheat and we intend to 
concentrate on it this coming Spring— 
thank you for reminding us” . . . “For 
get about farm or city areas; let’s beat 
gas everywhere”. . . “The only farms 
in our town (New York) are pent 
houses” . . . “No real farms in our 
area; we are heating and drying a pig’ 
gery with a Lennox Prairie Schooner” 
... “We cannot make profitable rural 
oil deliveries yet and we are ashamed 
to charge what it costs for rural serv 
ice; most farmers in our area are tink 
erers and they are really desperate 
when they finally call for help” . . - 
“Farm oilheating is very good business; 
farm people don’t shop around much” 
... “Oil is the best for farms, both in 
homes and brooding systems. We sell 
the Tinker airconditioner to poultry 
ther... 


February 


1955 

















































Every 
bond | 
Surfac 
cause 
mitere 
10% | 


MAXI) 
LOWE 











Another typical example of Dodge truck’s extra-value engineering 


USABLE 
THICKNESS 


x O CYCLEBOND 


USABLE 
THICKNESS 


More usable surface. 
Every square inch of Cycle- 

nd lining area is braking 
surface. Riveted linings, be- 
cause of rivet holes and 
mitered ends, have up to 
10% less braking surface. 


MAXIMUM THICKNESS 
ER 


(JE = 


More usable thickness. 


Dodge truck Cyclebond 
brake linings can be used 
virtually through their full 
thickness. This gives the 
linings many thousands of 
miles of added life. Riveted 
linings should be worn only 
to rivet heads. 


CYCLEBOND RIVETED 


igs 


1 e s 
ALL BRAKING § MUCH “LOST” 
SURFACE 4 SURFACE 


Tapered for easy stops. 
Cyclebond lining is more 
tightly compressed at ends, 
gives a gradual taper. Thick 
center of lining makes first 
contact...increased pressure 
brings the ends into contact. 
Braking is smooth, even. 


Why you go more miles 
before relining with 
Dodge truck brakes! 


You can be sure of lower brake maintenance, more miles 
before relining, with Dodge truck brakes and famous 
Dodge truck Cyclebond linings. And that’s in addition to 
the quick, positive stops, the smooth action, for which 
Dodge truck brakes are famous. 

Long-lasting, reliable brakes are just one example of 
the extra-value engineering that means more for your 
money when you buy . . . more money saved over the life of 
your truck. Get the facts on how extra-value engineering 
saves you money; see your dependable Dodge Truck dealer. 
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HEATING OIL prices on the Eastern 
seaboard continue firm in most cities, 
however, there are two important 
changes in prices over last month. 
Portland, Maine, went to 15.7¢ from 
a previous 14.1¢ and Syracuse rose 
from 14.3¢ to 16.3¢ on their tank 
wagon prices. 

Demand for heating oil on the Gulf 
is reportedly strong, and some observ- 
ers have expressed the opinion that the 
possibility of another increase on light 
oils on the East Coast should not be 
discounted if prices for heating oils 
advance on the Gulf. 

A tight market situation prevails 
in the Midwest with important tank 
car price raises in six cities and tank 
wagon price raises in two. The slack 
has been taken out of the market in 
the Midwest following the East Coast 
changes last month. 

This situation apparently has re- 
sulted in jobbers and distributors be- 
ing anxious to keep storage at high 
levels, pending any further upward 
movements in these products at the 
wholesale level. 

Colder weather, which has spread 
generally during the past week, has 
spurred light oil demand. 

We are experiencing a normal win- 
ter degree-day-wise in the 13 Eastern 
cities in our table as temperatures co- 
incide to the letter with normal figures. 
However, the season to date has been 
17% colder than the previous year. 
In the Midwest temperatures are 4% 
below normal, and 13% colder than 
1953. 
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Portland, Me. 
Boston 
Providence 
Springfield, Mass. 
Hartford 

New Haven 
Syracuse 

Albany 

New York 
Newark 
Philadelphia 
Harrisburg 
Baltimore 
Wilmington, N. C. 
Washington 


*Delivered. 








Tank an 
Car Wagon 
10.4¢ 15.7¢ Richmond 
10.37 14.0 Chaileston, S. C. 
10.3 14.0 Chicago 
a, _ Detroit 
10.55 14.0 Cleveland 
10.2 1357 Minneapolis 
ip ipod 16.3 St. Louis 
10.5 13.7 Indianapolis 
10.2 14.0 Milwaukee 
10.2 13.7 Des Moines 
10.2 13.6 San Francisco 
ae 14.2 Portland, Ore. 
10.2 13:77 Seattle 
10.3 13.6 Spokane 
os 14.2 Los Angeles 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per _ as of January 15, 1955 


Tank 
Car 
10.6¢ 
10.45 
10.7* 
11.65* 


1} 


ST 


10.75 
10.5* 
11.125* 
12.0* 


10.15 
10.75 
10.75 
10.15 

9.65 


+Price subject to .15¢/gal. vol. allowance. 


Tank wagon prices shown are for maximum one-time delivery discounts. 


Tank 
‘agon 
15.5¢ 
I Ze | 
13.8 
14.2 
13.7 
3.3 
13.4 
14.1 
14.5 
13.5 
27 
53.3 
1333 
1s in 
12.2 
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DEGREE DAY TABLES 


—ONE MONTH ONLY. 


December Percent 
Normal 1953 1954 Change* 
1197 973 1142 — 4.6 
611 659 6524 + 6.7 
812 686 924¢ +13.8 
998 761 941 — §.7 
1116 937 1117 + 0.1 
1147 1022 1020 —11.1 
880 843 923 + 4.9 
995 863 1014 + 1.9 
518 594 461 —11.0 
958 1032 934 — 2.5 
1203 1103 1094 — 9.1 
1101 964 1088 — 1.2 
1107 978 1077 — 2.7 
1082 862 1014 — 6.3 
1311 1032 1295 — 1.2 
321 422 260 —19.0 
986 936 1010¢ + 2.4 
970 890 864 —-10.9 
253 188 213 —15.8 
871 883 862 — 1.0 
1184 1086 1137 — 4.0 
1414 1329 1281 — 9.4 
283 358 270 — 4.6 
908 746 898 — 1.1 
1166 1013 1025 —12.1 
856 716 857 + 0.1 
924 827 952 + 3.0 
1237 982 1160 — 6.2 
701 610 692 — 1.3 
1035 817 976 — §,7 
806 796 865 + 7.3 
893 798 850 — 4.8 
995 1024 1070 + 7.5 
406 301 462 +13.8 
1398 1253 1351 — 3.4 
679 617 645 — 5.0 
1119 983 1072 — 42 
837 739 857 + 2.4 


*Compared with normal. 





——SEASON TO DATE—— 


Sept. through Dec. 
Normal 1953 


Albany AP 2559 2202 2406 
Atlanta CO 1127 1104 12577 
Baltimore CO 1541 1298 1849+ 
Boston AP 2008 1596 1968 
Buffalo AP 2423 2028 2299 
Chicago AP 2352 1904 2046 
Cincinnati CO 17. 1574 28597 
Cleveland AP 2002 1703 2050 
Dallas AP 876 962 802 
Denver AP 2157 1979 2016 
Des Moines AP 2454 2072 2212 
Detroit AP 2325 1939 2214 
Grand Rapids CO 2362 1991 2217 
Hartford AP 2269 1884 2150 
Helena AP 3247 2479 3039 
Houston AP 521 603 447 
Indianapolis CO 1933 1746 2065+ 
Kansas City AP 1875 1253 1596 
Los Angeles CO 458 303 324 
Louisville AP 1733 1636 1714 
Milwaukee AP 2488 2077 2360 
Minneapolis AP 2991 2509 2764 
New Orleans CO 437 500 8483 
New York CO 1771 =6F4TL «O24 
Omaha AP 2368 1882 1995 
Philadelphia CO 1624 1341 1627 
Pittsburgh CO 1890 1642 1890 
Portland, Me. AP 2776 2377 2624 
Portland, Ore. CO 1600 1326 1471 
Providence AP 2195 1845 2036 
Roanoke, Va. AP 1633 1503 1798 
St. Louis CO 1710 1424 1640 
Salt Lake City AP 2100 1832 2183 
San Francisco CO 882 7154 939 
Sault Ste. Marie AP 3340 2864 3153 
Seattle CO 1682 1444 1527 
Toledo AP 2364 2022 2221 
Washington AP 1630 1410 1661 


+Airport. 


Percent 


1954 Change* 


— 60 
+118 
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PRIMARY STOCKS* 


(Thousands of Barrels) 


East of Rockies 


East Coast 
Midwest 
Gulf Coast 


Total 


*American Petroleum Institute. 


Jan. 7 
1955 
40,087 
30,414 
20,676 


91.177 





Distillate Fueloils 


SECONDARY STOCKS** 


(Thousands of Barrels) 








Nov. 30 

1954 

Jan. 9 East Coast 10,908 
1954 Midwest 5.947 
42,586 Gulf Coast 708 
29,021 Mountain 513 
19,240 Pacific 1,110 
90,847 Total 19,186 


**Bureau of the Census. 


February 
1955 


Nov. 30 


1953 
11,819 
6,579 
844 
504 
1,554 


—_— 


21,300 
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SUN-RAY 


SERIES “VS” 


VERTICAL FLAME | TWGynnn( 
BURNER SAN Wii 
Say ah . me 





= The New 
)y Addition to the 
: Great Sun-Ray 

“’Shell’’ Head 

Burner Family 


1—Burns less oil—500° to 600° F. hotter © 6—Delivers heat directly to boiler sections or 
flame. furnace heat exchangers. 

2—No combustion chamber required. 

3—No complicated hearth to build. 

4—No moving parts in combustion area. 8—Easy to install—requires less service. 


7—Built-in delayed action oil brake. 


5—Burns catalytic oil cleanly and completely. 9—Tops in consumer appeal. 





Models for Every Heating Need in Sizes from 0.5 to 22 g.p.h. ~ 


SUN- RAY BURNER MANUFACTURING CORPORATION 


139-22 QUEENS BOULEVARD * JAMAICA 35, NEW YORK 
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by 
Milburn Petty 


WASHINGTON-— Testimony of oil im- 
porters, opposed by domestic produc- 
ers, with independent marketers in re- 
buttal, has touched off the 1955 battle 
over limitation of imports. 

Oil producers are proposing limita- 
tion of oil imports, generally, while the 
coal people are seeking restrictions on 
residual imports, specifically. 

If legislation sponsored by the coal 
interests were enacted, it would cut 
imports of residual at least 75% below 
present levels. 

Oil marketers are pointing out that 
many fueloil distributors along the 
eastern seaboard are dependent upon 
imports for most of their supplies of 
residual. With domestic refineries un- 
able to meet demand, imports are 
needed as a supplementary source. 

Debate on the pros and cons of oil 
imports started with opening of hear- 
ings on the bill (HR-1) for a three- 
year continuance of the authority to 
negotiate reciprocal trade agreements 
and to reduce tariffs by another 15% 
during that period. 

At present, the odds seem against 
Congress enacting any legislation to 
reduce imports. 


Talk Voluntary Import Curbs 


While the White House is unalter- 
ably opposed to any legislation restrict- 
ing oil imports, there may be some 
effort made to have the importers hold 
imports at current levels. 

This stems from the Cabinet-level 
fuels policy committee’s feeling that 
excessive imports “could” hurt the do- 
mestic oil industry. It was felt that 
current (1954) import levels were not 
“excessive.” Top officials are sounding 
out major importers on the idea of vol- 
untarily adopting a hold-the-line pol- 
icy on imports. 


Gas Price Issue Comes Up 


On natural gas, there is a fair chance 
that Congress will enact legislation to 
free independent producers from con- 
trol by the Federal Power Commission. 
But it will require united action by all 
elements of the petroleum industry. 
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Government Influences on Fuels 


One threat to industry solidarity is 
a possible split over the imports issue 
which, according to some producer 
spokesmen, is “not secondary” to any 
other issue. 

Oil jobbers have endorsed legisla- 
tion to lift FPC controls from gas pro- 
duction—but they would like assur- 
ances that no “deal” for the coal peo- 
ple’s support will involve limitation of 
residual imports. 


Gas Distributors Protest 


Gas distributing companies have told 
the Federal Power Commission that, 
if field prices for natural gas continue 
to increase as in recent years, they will 
soon “be priced out of the market.” 

Several distributing companies said 
they were seriously considering step- 
ping up their manufactured gas op- 
erations. 

A representative of Consolidated 
Edison said his company will not again 
come to the FPC for additional alloca- 
tions of naturzi gas unless the prices 
paid to producers by the pipelines are 
strictly regulated. 

Without exception, the gas distribu- 
tors urged that the Commission outlaw 
all so-called “favored nation” escala- 
tion clauses in producer contracts. 

This testimony was given at a three- 
day hearing held by the FPC to obtain 
views of all interested parties as to 
how the Commission should implement 
the Supreme Court’s decision in the 
Phillips Case as to regulating inde- 
pendent producers and gatherers. 


Producers Hit Price Control 


For their part, gas producers urged 
that the FPC accept all purchase con- 
tracts that have been negotiated in 
“arm’s length” bargaining between 
pipelines and producers until proved 
otherwise in specific cases brought on 
the Commission’s own motion or upon 
complaint by any interested party. 

Any other method would be im- 
practical and work against the con- 
sumer’s best interest in the long run, 
they said. 

Regulating prices of producers on a 
rate base formula would act as a price 
depressant, minimize the incentives to 
find new gas reserves, and dry up sup- 


plies available for interstate pipeline 
movement. 

Arguing against the need for regu- 
lating prices of producers, it was 
pointed out that the field price for 
natural gas, sold in New York for 
$2.37 per thousand, was 7.7¢; in Bos- 
ton, $1.44 and 9.9¢; and Washington, 
$1.37 and 10.3¢. 


FPC Counsel States His Views 


Concluding the hearings, Willard 
Gatchell, FPC’s general counsel, said: 

“Regrets will be of little avail if 
producer prices soar to a point where 
ultimately distributing companies will 
find it dificult to maintain areas of 
service which they now maintain and 
lessening markets increase the prices 
which they must charge.” 


Drops Lay-Up of MSTS Tankers 


Defense Secretary Wilson has de- 
cided against laying up any more of 
the war-surplus tankers—now oper- 
ated by the Military Sea Transporta- 
tion Service—until new tankers be- 
come available from the “build-and- 
lease” program voted last year by Con- 
gress. 

At one time, during the past year, 
the MSTS was operating about 50 T-2 
tankers while about that same number 
of commercial tankers were laid up for 
lack of business. Now, the MSTS is 
operating some 30 tankers. 

Reason given by the Defense De- 
partment was that during the present 
period of “international tension” it 
would not be safe for the military to 
rely solely on chartering commercial 
tankers on a spot basis. 


Coal Men Talk Minimum Prices 


There is talk among some coal lead 
ers of seeking re-establishment of mini 
mum prices on bituminous coal, if 
Congress fails to enact any legislative 
restrictions on imports of residual oil. 

Apparently, the idea is that the fix: 
ing of minimum prices—by the govern 
ment—would tend to squeeze out un- 
economic operations which have man- 
aged to hang on through cutting prices 
and other disruptive practices. 

Without cut-price competition, the 
more substantial coal operators could 
take over a larger share of the dwin 
dling market. 
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GENERAL FILTERS 


ORIGINAL DEPENDABLE 
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TWO VENT SCREWS* 
necessary in many cases;for proper 
venting of the filter. 





INTRODUCED 

16 YEARS AGO 
as the first depth-type 
fuel oil filter with a 
replaceable wool felt 
cartridge ‘element. 





NEWLY DESIGNED 
GASKET SEAL 

for positive protection 
against oil leakage. 


NEW BUNA GASKET 
COMPOUND © 

completely impervious 
to the new type fuel 
oils — Nos. 1, 2 or 3. 


DURABLE CAST 

IRON AND STEEL 
construction built to with- 
stand an indefinite number 
| of cartridge changes. NO 
| SOFT METALS USED. Filter 
will not crack, stretch or 
wear out. 





“STEP DESIGN” 
CARTRIDGE 

exposes greatest filter- 
ing surface — removes 
finest parti¢les and 
harmful moisture. 


FINEST: WOOL FELT 
cartridge, bonded to a 
wire mesh screen core, 
cleans oil again and again 
as it passes through entire 
depth of element. Special 
treatment of the fine mesh 
: core positively preyents 
any lint from escaping into 
the fuel line. 


LARGE SUMP AREA 
at bottom of filter 
traps water, scale, etc. 


BOTTOM DEEPLY RIBBED 
for added strength. 


«| Be a ee a tee [ee 
Basic Features | fj * 
j 


theo" + 43800 GRAND RIVER AVE. @ NOVI, MICHIGAN 


Choose 


GENERAL! CANADIAN GENERAL FILTERS, LTD., 39 Crockford Blvd. (Scarboro) Toronto, Canada 
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OILHEATING MEN 


make MARKETS 





whi 


Front row from left to right: Julius Seiy, Lake Shore 
Oil Co.; Pirie Benson, Oil Heating Sales Co., vice 
president; Harold M. Mottram, executive secretary; 
Alfred Hegeman, Wauwatosa Fuel & Supply Co., 


retiring president; John Weiler, treasurer; Emery 


McNeil, McNeil Fuel Co. 


Second row, left to right: Thomas Ash, Thomas 
Ash Co.; Thomas Weidemann, Schaetzel Oil Co.; 
Lavern Schaetzel, Schaetzel Oil Co.; Jack Berg, 
Commercial Filters Corp.; Lawrence O. Woehrer, 
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WISCONSIN loves OIL HEAT 


Harold Mottram 
Executive Secretary 


ie WISCONSIN Ojil-Heat Associa- 
tion Inc. is the oldest local oil- 
heating association in the country. 
Seven firms supplying fueloil and oil- 
burners to users in the face of seem- 
ingly insurmountable opposition were 
the organizers. Now 32 years later, the 
use of fueloil is so thoroughly popular 
that it is the heat producer of the 
greatest output. The oil inquiry: 
‘Have you tried heating with fueloil?” 
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Wisconsin Oil-Heat 
Association, Inc. 


has now changed to “What type of oil 
heat do you have?” 

The original seven founding firms 
were all exhibitors at the Milwaukee 
Real Estate Board’s 1922 Home Show 
in the Milwaukee Auditorium. They 
knew then that without an industry 
association the various burner compa- 
nies would each go his own way, helter- 
skelter, without purposeful direction 
and, in the end the public would suffer. 


Socony-Vacuum Oil Co.; Joe Hunt, Hunt Oil Co.; 
Jack Hayden, Commercial Loan Dept., Marshall & 
Ilsley Bank; John Eagle, Thermal Co., Inc. 

Top row: James Beckmann, Cities Service Oil Co.: 
John Kish, Fellenz Coal & Oil Co.; Walter Landry, 
Fellenz Coal & Oil Co., vice president; Charles 
Stoffel, Fuel Oil Heat, Inc., president; Robert Mar- 
quis, Minneapolis-Honeywell Regulator Co.; C. 
Harry Adams, Cities Service Oil Co.; Jerry Svehlek, 
Elm Grove Fuel & Supply Co.; Fred Pfister, Elm 
Grove Fuel & Supply Co. 


NO. 2 


Wisconsin 





% 


United action was needed to clear 
the way for more general acceptance 
of this new fuel. Up to this time it was 
so completely misunderstood that it 
had even been proposed by the Mil 
waukee Common Council that an or’ 
dinance be passed which would pro 
hibit storage of fueloil for any home or 
commercial enterprise closer than 50 
feet from the nearest building. 

It also faced attack from a thorough’ 
ly entrenched coal and coke industry, 
but through the devoted leadership of 
men who knew this fueloil industry, it 
was determined to acquaint the public 
with the facts of safety, convenience, 
availability and economy of oilheating. 
Large newspaper ads telling this story 
for the first time appeared in Milwaw 
kee papers, with the cost underwritten 
on a cooperative basis by the few stout’ 
hearted members of the new group. 

The more than 90,000 Milwaukee 
County homes heated by oil today 
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know that fueloil is safe, and rarely 
give that factor a second thought. 

Results from this advertising became 
noticeable almost from the start, and 
by the spring of 1930 the Association 
membership had grown to 21. By 1935 
the Association widened its activities 
beyond Milwaukee and many firms 
throughout the state joined up to boost 
the membership to 31. 


Industry Rally 


Despite the vast quantities of petro- 
lum products poured into the war 
machines during World War Ul, and 
the strict controls placed on home con- 
umption, the Association members 
put up a good fight so that not a single 
homeowner who was using oil to heat 
his home went without. In 1944 the 
Association staged a state-wide indus- 
try rally of oilburner and fueloil com- 
panies to pep up enthusiasm for the 
industry. It was attended by 88 firm 
representatives. The 11th such rally 
was held on June 4, 1954 and nearly 
300 attended. 

One of the major activities of the 
Association indicating an earnest ap- 
preciation of the problems of individ- 
val users occurred in the winter of 
1947 when the “big snow”’ practically 
tied up Milwaukee. Impassable roads 
and snow covered fuel tank fills could 
nave resulted in shortages by the in- 
dividual homeowner. But cooperation 
among Association members resulted 
i their supplying each others cus- 
tomers with sufficient fuel to take care 
of them while roads were being cleared. 

The biggest test upon the Associa- 
tion's ingenuity and strength came 
atly in 1948 when natural gas began 
0 show “its ugly head.” The utility 
‘upplying manufactured gas for home 
‘eating began to propagandize home- 
owners with their natural gas program 
and what it would mean when it finally 
came available. Promises of savings 
ip to 25% were made; better heat 
‘taturally”; and the low cost of instal- 
lation and service. 

The Wisconsin Oil-Heat Associa- 
on Inc. promptly collected a “war 
chest,” by assessing its members double 
the amount of their previous annual 
‘ues, and an extensive advertising 

“ampaign was begun. Speakers went 

“ut to tell the story of oil heat, and a 





eloil 


great volume of publicity was obtained. 
But “lightning” finally struck in De- 
cember 1949, Natural gas was made 
available in unlimited supply to all who 
wanted it—and nearly 23,000 in Mil- 
waukee County alone did want it, or 
were made to believe they did, while 
only 8,000 wanted oil heat during the 
same period. 

An effective Association advertising 
campaign met the claims of the natural 
gas utility and the two fuels slugged it 
out. Prices of natural gas did not prove 
to be 25% cheaper, some did not like 
the higher cost of heating with natural 
gas, the supply ran short, and some 
reconverted to oil. The Association 
continued to advertise state-wide .. . 
and in no time the sale of oilburners 
started a very decided upward trend. 

Where oilheating in Wisconsin 
would be today if it had not been for 
the Association’s aggressive advertis- 
ing, public relations, and legislative 
program is a moot question. But it 
seems safe to say that privately man- 
aged business, operating in a single line 
of endeavor, has to organize with a 
common purpose if it is to remain 
strong and prosperous, and meet the 
challenge of monopolistic enterprise. 
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First British oil heat Show 
in 20 Years held in London 


THE FIRST BRITISH exposition of oil- 
heating equipment in 20 years was held 
recently in London. During the war 
and postwar years oilfired equipment 
was concentrated in industrial appli- 
cations, but now oil is available for 
both domestic and commercial use. 

The show was organized by Shell 
Mex and B.P. and indicated that the 
years between shows have been used 
by British companies to improve de- 
sign. Nearly 30 firms showed products 
ranging from domestic to commercial 
burners. 

According to industry sources the 
real importance of the event is that it 
emphasizes the start of a drive to have 
fueloil used on an increasing scale in 
competition with gas, electricity and 
solid fuels. The expanding British in- 
dustry is determined to increase its 
market as increasing supplies of oil 
become available. 





New Yorker 


HORIZONTAL BOILER 


... offers you top 
efficiency and economy! 
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The NEW YORKER “ 
horizontal tube boiler provides 
top heating efficiency because 
of its scientific "three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing surfaces. 
Beautifully jacketed in blue- 


\, and-gray hammertone finish. / 
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@ Oversize, large capacity 
tankless water heater. 


@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


© Fire-tubes easily accessible. 


— Se me a en a nem ene coe ene weananmenes 4 


I 
New Yorker Steel Boiler Co., Inc. | 
Colmar, Penna. [ 
Gentlemen: | 
Please rush me full information and prices i 
on the New Yorker horizontal tube boiler! 
Mame ccccccccccece seccceccceccceccees § | 
Stree? Seeeteee ewe eeeeeeeeeeeeeeeeeeee 
GG crnvendnvacnnsas I i vatines os 
Type of Business ......... ccccee ccevce i 

















Hannay Hose Reels have earned their reputation 
for absolute dependability from more than twenty 
years of actual field service. They are backed by an 
organization devoted exclusively to the manufacture 
of the best hose reels it is humanly possible to make. 
Your oil and gasoline deliveries can be made more 
profitably when you use Hannay Hose Reels. 


wANNAy 


1G. U.S. PAT. OFF, 


HOSE REELS 


CLIFFORD B. HANNAY & SON, Inc. 
SteRLo, new YOR 





© 1955 C.B.H.8S., Inc. 
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QUICKER DELIVERIES, LONGER HOSE LIFE, 
MOST DEPENDABLE SERVICE WITH HANNAY REELS 


Explosion-proof heavy duty motor speeds rewinding. More 
deliveries per day. 
Air motor or hand rewind models also available. 


Full-flow hub assembly assures rapid oil delivery withou! 
turbulence. 


Forged brass, precision machined swing joint. 
Rugged construction throughout. Tru-circle drum preserves hose. 


Positive sprocket and chain drive— always properly engaged: 
No clutch or gears to shift. 


Ball-bearing or standard threaded swing joints also available. 
Wide range of sizes to fit any side cabinet or bucket box. 
Hose size range from %4"' to 3’’ 1.D. 
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HOSE REEL 
with the NEW 


HANNAY SWING JOINT 
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VICTAULIC 
COUPLINGS 


When space is at a premium—when every inch in 



















the hose cabinet counts—this new forged brass 





Hannay Swing Joint, grooved for Victaulic couplings, 
provides another important reason why Hannay Hose 
Reels are preferred by fuel oil dealers and distribu- 
tors, and tank truck manufacturers. 


The space-saving qualities of the Victaulic system of 
coupling are now added to all the well-known advan- 
tages of the Hannay Swing Joint—rugged, forged 
brass body and gland—Du Pont Teflon® packing — 
precision machine work—leak-proof trouble-free service. 


Not only can Hannay Hose Reels with Victaulic 
grooving be fitted into the most restricted spaces, but 
they can be installed more easily and quickly than is 
possible with conventional threaded couplings. 


The Hannay Swing Joint grooved for Victaulic 
coupling helps to give you—at no additional cost— 
more of that extra quality, dependability, service and 
convenience that has characterized Hannay Hose 





Reels for more than twenty years. 
Rugged, yet precision made, the forged brass 
Hannay Swing Joint is leak-proof under speci- 


fi d i ° . r 
s hose. ae erty perating to parteat saat tu For complete details and further information, 
yoged- ask your oil equipment jobber or write to us. 
lable. 


sai .-eGreatest Name in Hose Reels 
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OHI & Underwriters’ group 


reviews inside tank Problem 


A CONFERENCE between representa- 
tives of the Oil Heat Institute of Amer- 
ica and the Underwriters’ Laboratories 
was held January 6, 1955, for the pur- 
pose of considering standards for inside 
fuel storage tanks. 

The Conference was the latest step 
involving investigations into the advis- 
ability of using bottom outlets in base- 
ment fueloil storage tanks in an effort 
to overcome the problem of water cor- 
rosion in this type of facility. 

W. A. Sullivan, chairman, Techni- 
cal Division, OHI, presented a report 
based on the tests unit conducted un- 
der simulated service conditions, sum- 
marized as follows: 


“1. Use of a bottom outlet and in- 
clination of the tank toward the 
outlet end as recommended in 
the present Standards does not as- 
sure complete removal of water 
from the tank and the desired 
protection from corrosion which 
was expected. 


“2. As little as one pint of water ac- 


* 


FF-530V 

(Metal Bowl 
‘ with Shut- 

Off Valve) 


CHEMISTONE 
ELEMENT... 
True Filter, 
not a strainer; 
long-lasting, 
cleanable... 
exclusive with 
Klemm. 





cidentally introduced into a tank 
with bottom outlet may constitute 
a safety hazard through extinction 
of the flame and subsequent atom- 
ization of oil into a hot combus- 
tion chamber before the burner 
control can shut the burner down. 
The quantity of water required to 
produce this effect when using a 
tank having a head outlet is much 
greater (114-2! gals.) depending 
on the distance of the opening 
from the bottom of the tank. 


Rate of loss of water-soluble cor- 
rosion inhibitors from tanks with 
bottom outlets is much greater 
than from tanks with outlets in 


the head.” 


As a result of the findings, the OHI 
section recommended that the use of 
end outlets for oil line connection be 
permitted and that bottom outlets be 
used for water drainage only. 

Karl Geiges, chief engineer, Under- 
writers’ Laboratories, suggested that 
since many tank manufacturers had 
gone to considerable expense in chang- 
ing the fabrication of head outlet to 





bottom outlet tanks, that a compromig 
in the form of returning to the old 
Standards be accepted. Those in at 
tendance agreed with Geiges, and als 
added that a 1/47” opening in the bottom 
instead of the 34” called for by the old 
Standard would be satisfactory. 

Also suggested by the Underwriters’ 
was the need for inclusion in the fuel. 
oil by the oilheating companies of a 
corrosion inhibitor, and to this end it 
was noted that the use of an appro 
priately worded sticker to call the in 
stallers’ or homeowners’ attention to 
this point might be helpful. 

Those attending the Conference 
were, in addition to Geiges and Sulli 
van: R. P. Gilmartin, chairman, Proj- 
ect 4 Committee on Tank Corrosion, 
OHI; H. W. Gwynn, Standards Engi- 
neer, Underwriters’ Laboratories; H. 
R. Heiple, Member of Project 4 Com 
mittee on Tank Corrosion, OHI; C. W. 
Lang, chairman, Laboratories Contact 
Committee, OHI; W. R. Reymer, asso- 
cite engineer, J. H. Witte, engineer, 
Gases & Oils, Underwriters’ Labora’ 
tories, and D. H. Bottrill, technical 
secretary, OHI. 








@16 MODELS-ONE FOR EVERY 
APPLICATION 


@ CHOICE OF GLASS OR METAL BOWLS 


@ BUILT-IN SHUT-OFF VALVES 


AVAILABLE 


@ EXCLUSIVE CHEMISTONE FILTER 


ELEMENTS 


No matter what kind of an oil burning installation you're 

selling or servicing, there’s a time-proved, customer- 
satisfying Klemm Fuel Oil Filter to keep 
it running .. . and running right. That’s 
why it pays to insist on genuine Klemm 
Filters — “Millions Since 1932.” 


Klemm PRODUCTS 


pivision of KLEMM AUTOMOTIVE PRODUCTS 


1722 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York 4 * CANADA, Elgee, Ltd., Toronto 
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One of your tank truck meters may be making 2800 fuel oil sales and handling 
$75,000 of your money every year! Your bulk plant meters are capable of 
delivering their own value in gasoline in less than half an hour! If a meter’s 
accuracy slips only a fraction between tests, you can't afford the losses you'll 
have. Neither can you afford to test the meter all the time. 

Maintenance costs are important, too, for every dollar spent on repairs 
means you lose the profits on many gallons sold. Sustained meter accuracy 
and low maintenance quickly outweigh all other considerations such as dif- 
ferences in initial price and pumping costs. Insist on the finest meters you can 
buy... Red Seals . . . for all your trucks and loading racks. 





Want proof of sustained ‘| drove a tank truck with a Red Seal meter for six 
accuracy? Read what these Y°2" Pu 13,000,000 gallons through the meter, with- 
out a single repair bill,"’ states a man in Texas. 


Red Seal users say: 

Another Red Seal user in New Jersey asked Neptune 
to modernize six 3” meters that had delivered more 
than 60,000,000 gallons apiece. Each measuring cham- 
ber needed only two inexpensive replacement parts. 


“We feel these meters paid for themselves within the 
first six months,” says a Minnesota oil company which aW 
has Red Seal Print-O-Meters in four bulk plants. 


NEPTUNE METER COMPANY 


50 WEST SOth STREET +» NEW YORK 20, N. Y. Branch Offices: 
ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO. « LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. « SAN FRANCISCO 
IN CANADA: neprunt METERS LTD., 

WC 2430 LAKESHORE RD., TORONTO 14, ONT. 
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Canadian gas Situation 
remains in clouded State 


ALTHOUGH year’s end reports showed 
that Canadian oil reserves had risen 
to around 2,500,000,000 barrels, most 
interest shown in the immediate future 
North of the border has centered on 
the development of the natural gas re- 
serves in the Western Provinces. 
With the announcement of the re 
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cent three-way agreement between 
Westcoast, El Paso Natural, and Pa 
cific Northwest Pipeline which calls for 
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the use of gas from the Peace River 
area, Alberta, it looks as though AL 
berta has decided to export rather than 
hold its natural gas for home consump: 
tion, although the general estimate 
maintains that Alberta will be able to 
export around 5 trillion cubic feet over 
the coming years and still hold on to 
enough for their own development. 


Has U. S. Gas 

Coupled with Alberta’s decision to 
export came the news that early in 
November the Toronto area got its 
first natural gas via a line from the 
United States, but a point which should 
be noted is that Canadian gas, if, how, 
and when it arrives at Toronto will 
get preference over the U. S. output. 

In the background of these develop: 
ments is the controversial issue and 
problem of the Trans-Canada pipeline. 
The 2,200 mile line running from Al 
berta to Montreal has hit snags similar 
to those met by the Pacific Northwest 
line, and these difficulties follow: 

1. The line’s route—The problem of 
whether or not the line should be erv 
tirely within Canadian territory has 
been largely eliminated by the deci 
sion that it should be all-Canadian with 

: ; . draw-off points along the route aimed 
That’s what you’ll be saying again and again when you | at supplying such areas as Duluth, 
advertise in the ‘Yellow Pages’ of your telephone directory | Minneapolis, St. Paul, Milwaukee, etc. 
‘,.. because 9 out of 10 people look in the ‘Yellow Pages’ The gas to the U. S. cities would be 
when they’re ready to buy. purchased by U. S. companies at the 


ae Nat: 
To reach more prospects, make more telephone and border, and recently the Northern 


: : : . al Gas Co.. Omaha, Neb., contracted 
“In § 3 nder all classifications = , , Neb., , 
walk-in sales, be sure to advertise und aC ee 


where people look for your prod- ( sca ea | for the foregoing cities. The deal must 


ucts and services. Biota still be approved by the Federal Power 
Get in touch with the Classi- In The Commission. 


fied Telephone Directory Rep- ‘Yellow Pages’ 2. Supply—Until recently, Trans 


‘ eee. Fe : sby it could 

resentative at your local tele- pe had no system whereby petal 

: collect gas > yarious prodgucills 

phone business office. > collect gas from the various p : 
: | wells, but the Provincial Governme 
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Gasaver Lo-Boy 


Assembled 
Gas Lo-Boy 


Gas Flo-Warm Lo-Boy 


Assembled 


Gas Horizontal 


Assembled 
Oil Lo-Boy 


Assembled 
Oil Hi-Boy 


Coal Flo-Warm 


Oilsaver Lo-Boy 


Assembled Oil 
Counter-Flow 


Assembled 
Gas Hi-Boy 


Oil Flo-Warm 
Hi-Boy 

















How to step up service 
and win new customers 


The 
Answer: 

















“Our slogan is ‘15 minute service 
when you need it’,”’ says William H. 
Sullivan, President and General 
Manager, Shore Gas and Oil Co., 
one of the largest independent dis- 
tributors in New Jersey. “‘With radio 
it is often possible to dispatch a truck 
while the customer is still on the 
phone!” No wonder business is 
booming for this firm. 


Their RCA 2-Way Radio is more 
than paying for itself, according to 
the record. Based on their expendi- 


For the Best in 2-Way, Say ‘‘RCA” 





tures for equipment and service, plus 
10-year depreciation, radio costs 
them 70 cents a day per truck. Fig- 
uring three dollars an hour running 
time for a truck and saving an aver- 
age of one hour each day per truck, 
radio is paying generous dividends. 


Attract business your way by install- 
ing RCA world-famous 2-Way Radio. 
Accident-proof 16-gauge steel case, 
housing the transmitter-receiver, 
withstands toughest shocks and jolts. 
Quality parts assure top performance, 
proof against gruelling weather con- 
ditions, whether intense heat or 
intense cold. Operating costs are low, 
servicing easy. 


The RCA Service Company is at 
your beck and call for installation 
and service wherever you are. Why 
not mail the coupon today? You’ll 
incur no obligation. 


RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT « CAMDEN, N. J. 


ae ee USE THIS HANDY COUPON FOR LITERATURE ~-————— "7 


Radio Corporation of America, Dept. N-252, Building 15-1, Camden, N. J. 
In Canada: RCA VICTOR Company, Ltd., Montreal 


|_| Have Communications Specialist call 
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. . . Canadian Gas 


in Edmonton has now authorized the 
Alberta Gas Trunk Line Co., Ltd., to 
build a gathering system costing about 
$30,000,000 to connect with Trans. 
Canada. However, there is considera, 
| ble opposition among gas well owners 
| to Trans-Canada’s 14-cent well-head 
price, and until agreement is reached 
concerning what Trans-Canada will 
pay, all other questions will wait. 

3. Buyers— At the present time, 
Trans-Canada has been unable to gain 
any contracts with Canadian distribu. 
tors since the company had not estab- 
lished a producing network, and was 
unable to name a price at which it 
would sell. In addition, the previously 








mentioned Northern Natural Gas deal 
has come under heavy fire from op- 
ponents who maintain that the Ca 
nadian gas is over-priced and that 
Northern Natural has, as yet, no real- 
ly sure supply commitments from 
Trans-Canada. 


Charter Questioned 


4. Legal — Canadian producers, 
United States interests, and the F.P.C. 


_are highly concerned over certain 


clauses in the Trans-Canada charter, 
in particular Clause #6. This section 
provides authority for the Canadian 
Conservation Board to direct Trans 
Canada to raise or lower the volume 
of gas it withdraws from allocated 


_ areas. The clause is dangerous since 


it puts the producers in the position 
of facing reductions in their gas vol- 
ume after they have spent large sums 
which could only be supported by in- 
creased volume. Such expenditures 
would include new drilling, gas gath 


| ering systems, connecting lines to Al 


berta Trunk, etc. The U. S. buyers, 
on the other hand, are faced with the 
possibility of having their supply cur 
tailed after they have made commit 
ments to the public, and in addition, 


| the U. S. purchasers also would have 
| no recourse to the Government. 


5. Financial—As a result of the dif 


| ficulties and the general unsettled con 


dition, financial interests have shown 
little enthusiasm for investment 1 
Trans-Canada. The company needs 


| $300,000,000, and although Clint 


Murchison of Texas is among the ma’ 
jor figures involved, much of this capr 
tal has not been forthcoming. 
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We have the know-how to help you launch 
this profitable off-season sideline 


Want to keep your men and trucks busy all 
summer —and turn a neat profit besides — 
spraying liquid fertilizer on lawns, gardens, 
trees and shrubs? 

Then let Carbola show you the way with 
its exclusive “Triple ‘20’ Liquid Fertilizer 
Plan?’ 

‘Tested and proved, it shows you how to 
avoid the pitfalls and errors that mean the 
difference between red ink and black. 

Made by the makers of world famous 
Carbola products, Triple “20” is an econom- 
ical lawn plant food concentrate in crystal 
form. You buy no liquid. Simply mix with 
water. You'll be amazed, yourself, to see how 
fast Triple “20” makes lawns greener, richer, 
healthier. Because, unlike ordinary fertiliz- 
ers, Triple “20” has an evenly balanced for- 


Become a Certified @°ryn 


Ug 8 Seer COUPON 
LAWN SPRAYMAN (ibe 


(ARBOLA CHEMICAL CO., INC. 


Natural Bridge, N. Y. Established 1912 





yn fr or Sway usihess 


Now! 


mula—20% nitrogen, 20% phosphorus, 20% 
potash. 

But of utmost importance is the knowl- 
edge Carbola offers to help you launch your 
own profitable fertilizer spraying business 
with its “Triple ‘20’ Liquid Fertilizer Plan?’ 
It tells you how to prepare your trucks, how 
to line up customers, how to schedule deliv- 
eries. It brings you cooperative advertising 
aids, consumer pamphlets, envelope stuffers, 
displays, and technical advice on fertilizing 
needs. It helps train your men. 

Get off to the right start in this growing 
field. Just fill out the coupon and mail. We'll 
send you full details free on our amazingly 
successful “Triple ‘go’ Liquid Fertilizer 
Plan.” You’ve nothing to lose, and much to 
gain! It’s a real profit opportunity. 


ye ee ee ee ee enw nr eer ee 


CARBOLA CHEMICAL CO., INC. 

Dept. M Natural Bridge, N. Y. 
Gentlemen: 

Please send me free at once details of the exclusive “Triple 


‘20’ Liquid Fertilizer Plan” 
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Reclaims 
heat being wasted 


up the chimney 


heats cold, damp basements, 
drafty attics, attached garages 


Install it 
in the 
Flue Pipe 
of any 
Heating System 


The Free Heater has been pre- 
sold via National Consumer Mag- 
azines. It’s wanted by home own- 
ers across the country! Get this 
new business by contacting your 
jobber today. 


Keeps the playroom, attic, workshop 
cozy without increasing home owner 


fuel bills. 





Write for detailed bulletin F-2 


FADoskinson Free SPLEATER 


248-47 JAMAICA AVENUE, 


BELLROSE. EF T..g.N. ¥. 
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Here are some more Helpful Ideas 
from Readers, reporting on methods, 
procedures or just plain gimmicks 
which have been found useful in every- 
day use. The ideas when published are 
worth money to the readers, too; each 
gets a minimum of $5 and more when 
the idea is judged to be more valuable. 

Why don’t you—-or someone in 
your organization—send in ‘your pet 
work-saver? Maybe it’s a little out of 
the ordinary or perhaps it’s just as 
obvious as can be, but if you're using 
it or have found it helped you out of 
a tight spot, send us a description of 
it. It’s not confined to burner service 
or installation, either. It can be about 
an improvement made in some part of 
your office administration, truck dis- 
patching or almost anything else that 
is workable and probably could be used 
to advantage by other dealers. 

Send the idea to the Editor, FUELOIL 
& Or Heat, 2 West 45th St., New 
York 36, N. Y., and get paid for each 
one that’s printed. Don’t worry about 
writing style, just make it legible and 
we'll put it in shape for the magazine. 
wore 
7 START WITH, we have an ex- 

planation and some samples to 
show how John C. Kirkpatrick, South- 
side Fuel Oil Co., Inc., Jacksonville, 
Fla., makes the Addressograph plate 
used for fueloil customers tell a lot 
more than just the name and address. 
He points out that the plates are sepa- 
rated by type of oil used, frequency of 
delivery, territory of drivers and com- 
mercial or domestic accounts. 

The code to the right of the sample 
name and address reproduced is the 


February 
1955 


key to the system. In this case the #] 
means it is a No. 1 oil customer; the 
200A signifies the size of tank and that 
it is aboveground, “U” is used for 
buried tanks; the 8-6088 is the tele 
phone number; the 9-1-Moth means 
it is a charge customer who gets 
monthly deliveries. Other delivery 
services can be indicated for one of 
two weeks, every ten days and twice 
monthly. 

Kirkpatrick explains that with the 
system his company can run off an 
entire month’s oil delivery tickets and 
set them up according to calendar days, 











James R. Brooks of Nassau Oil Co., 
Princeton, N. J., has sent us his solu 
tion to pulsation problems that aris 
from low draft conditions on burner 
starts. He obviously has in mind using 
a smokepipe draft inducer that does 
not interfere with operation using nat 
ural chimney draft. He says: 

I have an idea that is helpful on oil 
fired furnaces where you have trouble 
with bad starts, such as pulsation or 
minor puffs due to low draft or back 
pressure. You can connect a draft in 
ducer to your job and have immediate 
draft when the fire starts. 

If you find you have sufficient draft 
when the chimney gets warm, you can 
wire your draft inducer in series with 
the ignition transformer on intermit 
tent-ignition relays. When the trans 
former shuts down, so will the draft 
inducer, 

This method of wiring the inducer 
will prolong its life and also save " 
electricity. 
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Q. What features are new and better 
in Iron Fireman SelecTemp heating? 


A, (1) Thermostat in every room; 
2) modulated (not ‘‘on-off’’) heat; 
3) filtered warm air continuously circu- 
lated; (4) easily installed in new or old 
construction; (5) boiler can be located 
inywhere; (6) moderate operating costs. 


Q. How does SelecTemp provide in- 
dividual room temperature control? 


A, Each room heating unit has its own 
thermostat. Temperature in any room, in- 
cluding bathrooms, can be raised or lowered 
without affecting temperature in any other 
rooms, 


lron Firem ~4 


Why Iron Fireman’ Gelecfomp is the 


greatest advance in modern heating 


MODULATING ZONE HEATING 






This Quick Quiz Tells Story 


Features never before available help make 
SelecTemp heated homes highly salable. 
Installation cost, operating expenses are low. 


es ee ee es ee ee 


Q. What is meant by ‘‘modulating”’ 
heat? 


A. SelecTemp is not ‘‘on-and-off’’ heat- 
ing. Each room unit automatically modu- 
lates its own heat output. Steam turbine 
operated fan in each unit runs faster 
or slower, according to amount of heat 
needed, gently circulating filtered warm air. 


Q. What happens when there is a 
fire in the fireplace, or when warm 
sunlight enters a room, or a cold wind 
strikes the house? 


A. SelecTemp heaters in the rooms 
affected act at once—cutting down or 
stepping up heat output—just enough to 









ibae 


SelecTemp room units, only 18 
inches high, are recessed into 
wall between studding, and 
can be painted to match color 
scheme. Three sizes: 6,000, 
12,000, and 18,000 Btu output. 
12,000 Btu size shown below. 
No electric wiring or power is 
used. Small fiexible copper tubes 
carry steam to each room unit. 
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maintain the desired temperature in each 
room. SelecTemp units, mounted in outside 
walls, quickly sense outdoor temperature 
changes and automatically increase the 
room temperature to keep the comfort 
level constant. 


Q. Is SelecTemp reasonable in cost? 


A. Yes. The system is engineered for 
very economical installation and opera- 
tion, both in new construction and mod- 
ernization. SelecTemp, a new, different 
and revolutionary kind of heating, is one 
of the most powerful selling features you 
can put into a house. 


Q. Can SelecTemp heating be used 
in commercial buildings, too? 


A. Yes. The same advantages which 
make it desirable for use in homes also 
make it ideal for heating motels, apart- 
ment houses, schools, office buildings, hos- 
pitals; ANY buildings of any size or type. 
SEND FOR FREE SELECTEMP BOOKLET... 


Contains complete description, with specifications 
for builders and architects. Use coupon below. 


Iron Fireman Manufacturing Company 
» 3131 W. 106th St., Cleveland 11, Ohio. 


In Canada: 80 Ward St., Toronto, Ontario. 


Please send free descriptive booklet on 
SelecTemp heating. 


Name 


Address 


























HEATLOK 
BAFFLES 
CANNOT 
COLLAPSE 
/ 







Patent Applied For 





Exclusive locking lugs hold Kolb 
‘“Heatlok’’ baffles permanently in 
place. Each flint clay baffle unit 
is complete — 100% foolproof. 
Just install it and forget it. 


Check these ‘‘Heatlok’’ features: 


1. Exclusive locking lugs prevent 
collapse — eliminate emer- 
gency calls for service. 


2. Three baffle sizes—10", 12" 
and 14", 


3. Choice of four installation 
heights by turning or reversing 
lug posts. 


4. Increased combustion  effi- 
ciency—lower fuel costs. 


Kolb ‘‘Heatlok’’ baffles are your 
best bet if you want to save time 
on the job, save money and please 
your customers. 


Write, wire or call for details. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILADELPHIA 48, PA. 


KOLBKAST 
INSULATED 


CHAMBERS 











. . + Helpful Ideas 





The Oil Burner's Lament 





Solution: 


Jesse E. Terry's Service 
Contract - 


Elmwood 7-2200 









One day, Jesse E. Terry, Feaster- 
ville, Pa., asked two of his office help to 
work up an attention-getting mailing 
piece to sell annual oilburner tune-ups. 
The result is shown in the accompany- 
ing illustration. 

I asked Mrs. Rosemary Seiders and 
Miss Lois Pennypacker who represent 
my office force to give some thought to 


| a slogan or idea that could be used in 
_ conjunction with a summer clean-up 


program. 

They thought up and drew-up the 
attached postal card which I think is 
a very clever jingle. 


Francis Martin, service department 
foreman at the Wm. R. Hogg Co., 
Inc, Asbury ome mo 
Park, N. J., is no 


stranger to these 





pages when it 
comes to contrib- 
uting Helpful 
Ideas. 
six that he uses: 

(1) — When 


you want refrac- 


Here are 


I served you all winter so faithful and true, 
And not a complaint did I mention; 

But now comes warm weather, my service is through 
Don't you think I deserve some attention? 


Did you receive 
our literature regarding same? 






















tory cement to set up very quickly, add 
plaster of Paris to the cement. 

(2)—On jobs where water in the 
cellar destroys your refractory cham 
ber, use a stainless steel chamber. This 
will prove most satisfactory. 

(3)—An excellent way to remove 
stoppage in a chimney without going 
on the roof is by placing a metal ball 
on the end of a steel tape (the kind 
used for cleaning sewers). A chimney 
brush placed on the end of a steel tape 
is another way. 

(4)—This winter I was called upon 
by an oilburner service man that works 
on gravity-feed burners. He wanted to 
know if I had any idea how to stop the 
burner when the constant level valve 
flooded. He has these burners set for 
high efficiency and when the float valve 
does not work properly, you get addir 
tional oil. This gives you more head 
pressure, therefore the flame smothers. 

This is my idea I gave him, I use 
a McDonnell #67 low water cut-of. 
I connected it up so if the constant level 


valve is taking in more oil than it 








CONSTANT 
LEVEL 
VALVE 


SWING JOINTS 
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RADIANT HEAT 


The cast iron front panel 
emits a high percentage of 
radiant heat which warms all 
room surfaces—plus ample 
convected heat from rear fins. 






































UNOBTRUSIVE DESIGN 


The compact simplicity of 
Snug Baseboards blends them 
into room surroundings—no 
interference with draperies 
or furniture arrangement. 


WEIL: McLAIN 


SNUG BASEBOARD PANELS 
“AN INVESTMENT IN COMFORT” 


WEIL-McLAIN COMPANY Dept. 8-25 Michigan City, Indiana 


‘ / 
fe, , 
s 4 of 
A CONVECTED 
Uc’ HEAT 


‘ 
‘ 
‘ 
, 


s 














LARGE WATERWAYS 


The generous water content 
of Snug Baseboards provides 
a reservoir of stored heat 
which eliminates ‘‘ton—off” 
discomfort. 





























CLEANER HEATING 


The gentle heat flow from 
Snug Baseboards doesn’t 
create strong air currents to 
streak the walls or soil 
draperies. 


BASEBOARDS OFFER THESE ADVANTAGES 























MIXED HEATING UNITS 


Where wall space is limited, 
cast iron recessed or free 
standing radiators can be 
installed, without disturbing 
system balance. 





EASY TO INSTALL 


In either new or modernized 
systems the easy installation 
of Weil-McLain Snug Base- 
boards saves time—keeps 
labor costs down. 








Send for your 
cepies of these 
booklets, "Modern 
Hot Water Heat- 
ing’ and "'Mod- 
ernizing with 
Baseboards.” 













47 








. .. « Helpful Ideas 


should, the float will rise, cutting off 
the burner, It is very important when 
you are connecting the low water cut- 
off to the constant level valve that you 
use swing joints. The reason for this is 
so you are able to get the oil level in 
the constant level valve at proper level 
with the float in the low water cut-off. 
You want to be sure to set the low 
water cut-off, so when the oil goes just 
above what it is set for in the constant 
level valve that the float rises in the 
low water cut-off cutting off the 
burner. 





(5 )—To remove a steel ball from a 
horizontal ball check it is necessary to 





a 3° stamp is all it takes! 


GILEARCO 





offers new opportunities 
with its Oil Heating Equipment 





Increased production and decentralized distribution facilities have made it 
possible for Gilbarco to set new low prices that meet and beat competition — 
without shaving dealer profit margins and without sacrifice of Gilbarco’s 
traditionally high standards of quality. 


You can sell more jobs, faster, and at a higher profit with this complete line, 
now priced at a level that will surprise you. 


Find out about the best deal, the finest equipment, the most complete line 


in the industry. 


"USE THE COUPON—ACT NOW! 


Gilbert & Barker Mfg. Company 
West Springfield, Mass. 


| Dear Sirs: Send me all the facts today on your oil burner Dealer Plan. 








Lcnton 

| Address 

{ (STREET) 
SS Re ae eee ee State 
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turn the check to one side. In doing 
so, you are sure to disturb the fittings, 
Take a magnet from an M-H Ts} 
thermostat. Or, take any other similgy 
magnet. Grind down on each side so 
that the magnet will fit into the ball 
check. You will be able to lift the ball 
out and easily inspect the seat. 
(6)—This is a special tool I’ve made 
for regulating pyvostat contacts in a 


M-H Protectorelay RA 116A and RA 





117A. You will find it mere useful than 
a long nose plier, It is made from an 
offset screwdriver, 

Get the screwdriver red hot so as to 
remove the temper. Now, cut a slot in 
the end of the offset screwdriver and 
you have a useful tool. 


Then we have a repeater. James 
J. Carroll, North Billerica, Mass., serv 
ice manager for 
E. A. Wilson Co., 
comes up with a 
practical way to 
protect motor 
windings on wall 
flame rotary burn- 
ers during clean- 
up time. Instead 





of stuffing rags or 


James J. Carroll 


paper around the 
stack opening to keep out soot and 
scale—which at best is somewhat un 
certain—Carroll says: 

“By taking a piece of 20 or 22 gauge 
sheet metal and cutting it in a circle 
Vy" in diameter larger than the stack 
opening, it is possible to make a satis: 
factory cap for the stack opening. Cut 
three slots, equally spaced, around the 
outside of the circular plate and bend 
them at right angles. There you have 
a metal shield that covers the opening 
held in place by the bent over slots 
It can be put in place and removed 
without any trouble at all.” 
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by 
Robert Gray* 


N BEING ASKED to take part in your 
] convention to discuss oilheating 
problems in Kentucky, I recognized 
that this would be a fairly tough as 
signment. That’s because of the bor- 
derline nature of the heating problems 
in your state. 

Kentucky was blessed by the Creator 
with a moderate climate. Not only that 
but you were given a big supply of 
every kind of fuel, and each of them 
is produced inside the borders of your 
state. If this meeting had been held up 
in Maine, where they have good cold 
winters and almost everybody burns 





oil, or down in Louisiana where it’s 
warm and almost nobody burns oil, the 
job would have been much simpler. 
But since nobody asked me to come to 
those states we'll do the best we can 
with Kentucky. 


Similar Problems 


On the other hand we can recognize 
that the fueloil and oilheating condi- 
tions and problems of Kentucky would 
be about the same as those to be found 
in some other states running across 
the country at about the same latitude, 
% if we can catch one or two ideas as 
we go along it might help them too. 

First, how do the fuels stack up in 
competition? We'll leave coal out of 
our considerations because while it’s 
naturally important in the economy of 





your state it is not an automatic fuel 
and your primary interest in it would 
normally be in trying to replace it with 
oil. The American family of 1955 
either has, or wants to have, fully auto- 
matic heating. 

*This is a condensation of a talk by the 
author at the annual convention of the Ken- 


tucky Petroleum Marketers Association, 
uisville, January 19, 1955. 





Oilheating the milder States 


Like the old Song, the fueloil Business is “Nice Work if You can get It’ 


In Kentucky today there are about 
15,000 domestic oilburners operating 
in central heating plants. That repre- 
sents around 2/10 of 1% of the Na- 
tion’s oilburners. The gas industry has 
done better. They have about 80,000 
burners in central heating plants or in 
round numbers 1.2% of the country’s 
total. 

There’s one interesting angle on the 
oilheating side. You’d think that in a 
state like this with a moderate climate 
the average oilburner would use less 
fuel in a season than in the colder 
northern states. Yet the Bureau of 
Mines figures for your state indicate 
that your average No. 2 oil account 
buys more gallons than in the country 
as a whole. It’s possibly because most 
of your oilburners go into your larger 
homes. The small house as a rule uses 
a space heater or a floor furnace. 

That point shows up in the fact that 
Kentucky buys twice as much No. 1 
oil and kerosene as it does central heat- 
ing furnace oil. That’s just opposite 
to the country as a whole, which uses 
twice as much furnace oil as it does 
Kero and No. 1. So you begin to see 
what I mean by calling this an inter- 
esting market to analyze. 

Before we look at ways and means, 
let’s consider for a moment whether 
or not it would help your profits if you 
build up a stronger heating oil busi- 
ness. Could you make any money out 
of it? If you’re like other oil men your 
mind jumps right away to the question 
of margins. But that’s a secondary con- 
sideration. 

First, you know very well that it 
would help to balance your winter and 
summer business. Actually, in the oil 
industry as a whole, winter volume of 
total products is now greater than sum- 
mer. For many years the sale of dis 
tillate fueloil has grown twice as fast 
as gasoline, and while today it is only 


half as large as gasoline in total gal- 
lons, yet it has swung the industry's 
peak season away from summer and 
into the winter. 

So furnace oil can help you to build 
a better seasonal balance . . . that’s ele- 
mentary of course. You have a better 
chance to keep all of your employees 
busy the year around. Maybe you don’t 
lay any of them off in slack seasons any- 
way, but if you don’t there’s always a 
sort of unhappy feeling about their 
not being kept busy. 


Fueloil Advantage 


One of the big advantages in a fuel- 
oil business is that you can increase it 
regularly by either selling or stimulat- 
ing someone else to sell oilheating 
equipment. In other words fueloil vol- 
ume can be made to grow about as fast 
as you want to put energy into enlarg- 
ing the demand, and without taking 
business away from your competitors. 
That isn’t true with gasoline nor lube 
oils. We've often remarked that the 
gasoline business is about like the casket 
business . . . there’s nothing you can 
do to increase the over-all consump- 
tion. 

What’s wrong with taking business 
away from your compeitors? Isn’t that 
what we call the free enterprise system 
... every man for himself and the devil 
take the hindmost? Of course it is, and 
there’s nothing wrong with it ethically 
or morally. In the gasoline business it’s 
the only way you can grow. But I 
don’t need to tell you that it brings 
retaliation. 

Mr. James Dyer, president of Sin- 
clair Refining, said something like that 
in his famous speech at the API in Chi- 
cago last November. He was noticing 
how fueloil prices through the years 
had been so much more stable than 
gasoline prices. The so-called “price 
war” is almost unheard of in fueloil, 
and Dyer recognizes that this blessing 
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comes to us because almost any fueloil 
man can enlarge his own volume each 
year through creating new users of the 
product. 

There’s another very significant ad- 
vantage in the fueloil business. You're 
so much more important to your cus- 
tomer in fueloil than in other oil prod- 
ucts. And you get all of his business as 
long as you give him good service and 
treat him right. He can’t take his oil 
tank under his arm and go shopping 
as he does, for instance, with his car. 

The typical furnace oil customer 
buys 1,500 gallons a year and you get 
all of it. The gasoline customer with 
one car buys 750 gallons, more or less, 
and you're lucky to get a third of it. 
Naturally, you do have a different 
situation on your farm routes... 
they're more like the fueloil business 
—you go to the premises and fill a tank. 

But let’s look at it another way. A 
new automobile costs probably $2,200 
and it consumes in a year $175 worth 
of gasoline, without the tax. At best, 
you get only a part of that business. 
A conversion oilburner costs a family 
around $350 and it burns in a year 
$175 worth of fueloil, and you get all 
of it. 


Important to Customer 


Can’t you see how much more im- 
portant you become to the fueloil cus- 
tomer personally than you do to the 
gasoline buyer? Your customer rela- 
tions, or public relations if you prefer 
the term, are much more solid with the 
fueloil account, and that means that 
your business takes deeper roots in the 
community. 

And then if you do get a gasoline 
price war you're in a lot better posi- 
tion to fight it. With a good fueloil vol- 
ume under your belt you’ve got two 
choices. You can retaliate against the 
men who started’it by really showing 
them what gasoline bargains are, and 
hope to get it over quickly, or you can 
coast along, middle of the road, know- 
ing that your overhead is under con- 
trol, through fueloil. 

So we arrive at the conclusion that 
fueloil business is like the old song, 
“Nice work if you can get it.” 

In a city like Louisville you have 
some rather large fueloil distributors, 
like Stoll or Aetna. Almost anything 
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we can say here is old stuff to them be- 
cause they're specialists. They might 
even have learned the business if they 
hadn't had the blessing of getting our 


magazine these many years. 

But Kentucky has only one Louis- 
ville and only a half dozen of the mid- 
dle-sized cities. As a statewide asso- 
ciation much of your major thinking 
must be tied to smaller communities. 

In the oilheating industry the cities 
have some advantages. There’s enough 
population to build larger fueloil mar- 
keting outlets with their more complete 
operations. They can afford more ex- 
perts in charge of oilburner service de- 
partments; as a result they can promise 
and deliver the finest heating. They can 
sell oilburners, and that includes oil 
furnaces and oil boilers, so that they 
directly create their own oil accounts. 
A number of these companies have 
done well in Kentucky. 


City Disadvantages 


Yet the cities have some definite 
disadvantages. You normally find in 
them the toughest competition from 
natural gas as a fuel. Their gas utilities 
are larger, too, and they have better 
merchandising policies and more force- 
ful sales promotion. I have seen more 
city fueloil men pull up stakes and 
move to the country than the other 
way around. They think that with 
their special knowledge of fueloil and 
oilheating they can cut quite a swath 
in a smaller place and they frequently 
can. 

But let’s think now about the jobber 
in the smaller Kentucky town. It’s 
probably the county seat and he works 
a 20 mile radius, supplying some of his 
own stations and a half dozen others. 
Beyond his half-million gallon gasoline 
business he has 200,000 gallons of Kero 
and No. 1 oil, and probably 100,000 
gallons of No. 2. 

His furnace oil business is too small 
to bring him the real advantages that 
we have been discussing. Sticking my 
neck out a mile, Id say it’s hard to 
do the best job for anyone in this fur- 
nace oil field short of a quarter mil- 
lion gallons. Naturally, any company 
will go on and sell whatever business 
it can get, but it is not going to create 
the kind of stability that we have been 
claiming for fueloil until a company 





can afford to take a real interest in 
oilheating. 

Fueloil marketers throughout the 
country are providing three-fourths of 
the mechanical service needed on oil- 
burners. They should do more of it, 
They should do it because the oil man 
has a continuing interest in the finer 
living the customer enjoys with his oil- 
burner, and he is willing to perpetuate 
this satisfaction at a modest cost. 


Service Personnel 


To support one trained oilheating 
mechanic with moderate charges to the 
customer you need around 300 oil 
burners. That doesn’t mean that he'll 
be rushed every day around the year, 
but it does mean that the 300 will keep 
him busy in the peak seasons. The ideal 
arrangement for you as a smaller job 
ber would be to get a trained oilburner 
mechanic with a pleasant appearance 
so that you could dress him up and use 
him for selling oilburners in the quiet- 
er season. Then after sales are made 
he could take an unskilled helper and 
install the jobs he sells. 

Some of you might be hesitating over 
actually going into the oilheating busi 
ness, largely because you'd be afraid of 
offending heating men in your town. 
That’s a hurdle everyone has to take. 
No two towns are alike—no two com 
panies are alike—but a lot of oilmen 
have taken the hurdle and liked it. 

As natural gas becomes available in 
your market—it’s probably already 
there—you'll often find the small heat 
ing dealers preferring to sell gas fur’ 
naces. They’re cheaper to begin with, 
and the dealer can usually forget them 
after they’re in because the utility will 
provide service. Also the small heating 
dealer is rarely a salesman; he keeps 
busy enough with the business that 
comes to him. No, you as an oilman 
can’t grow very fast in fueloil by the 
heating dealer route. 

There is a sort of half-way measure 
that I’ve seen used occasionally. The 
oilman gets himself a good oilheating 
specialist who can double in both sales 
and service. He goes out and sells oil 
heating equipment and then getsa local 
heating dealer to supply the furnace 
and install it under the supervision of 
the oilman’s specialist. Then the oil 

(Please turn to page 154) 
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Part 1—How to tailor Promotion for the individual fueloil Business and Market 


by 
B. W. S. Dodge* 


KF” FUELOIL DEALERS who believe 
that advertising has an important 
and permanent place in their selling 
programs- -and are intent upon getting 
the most for their advertising dollars 
—here are some suggestions, based 
upon the experience of others in the 
fueloil business, which may be adapted 
to the requirements of the individual 
business and market. 

The advice given here should, under 
no circumstances, be considered as an 
ironclad policy to be followed to the 
letter, but rather as a general frame- 
work for an advertising program of 
great flexibility which can be tailored 
to conform to the dealer’s own basic 
selling plan and can be altered at will 
with current market conditions. 

One of the primary reasons for ad- 
vertising is that it can produce pros- 
pects—and eventually customers—at a 
small fraction of the cost of personal 
selling. This does not mean that adver- 


tising either replaces or is intended to 
replace the salesman. It means that it 
conserves sales time and makes it possi- 
ble to put that time to more direct use 
in making actual sales rather than 
spending the majority of it in trying to 
drum up prospects and to arouse some 
signs of buying interest. 

It is safe to say that advertising can- 
not wholly succeed without a plan. 
The questions, “Where?” “When?” 
“How?” and “How Much?” must be 
answered first to provide a firm foun- 
dation for what is to follow. 

The last question—“How Much?” 
—must be applied to the dollars to be 
spent as well as to the amount of ad- 
vertising to be used. The actual figure 
varies widely among fueloil dealers ac- 
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*Supervisor of Retail Advertising, Gulf 
Oil Corp., Pittsburgh, Pa. 














cording to their requirements. And, 
among those doing what is considered 
a good job with advertising, the varia- 
tion would, perhaps, be from 2% to 
2% of gross income. Again, based on 
doing a successful job, the actual per- 
centage figure is apt to run higher for 
the smaller dealer than for the large 
dealer. This is so because the cost of 
most types of advertising run fairly 
uniform regardless of who uses them. 
Newspapers and radio stations, for ex- 
ample, allow discounts for the concern 
which is able to use a larger volume of 
advertising. 

Obviously, in answering the ques- 
tion, “How much money will we 
spend?” another question, “How much 
can the business afford to spend on ad- 
vertising?” will have to be considered. 
An arbitrary figure between 14% and 
2% interpreted in dollars and cents 
may appear to be too large at first 
blush, but should be considered in the 
light of this fact: the gross profit from 
anticipated additional business to be 
gained plus that from customer losses 
which may be offset, may well cover a 
good part of the advertising cost. After 
making this allowance, it may be seen 
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that putting the cost of advertising on 
the basis of a percentage-share of cur- 
rent income is not all-important nor 
should it impose a hard and fast limit. 
It is simply a rule of thumb to be used 
in getting an advertising plan started 
and, certainly, results to be obtained 
in the future must be taken into con- 
sideration. 

There is no need here to enter a dis- 
cussion of what is advertising, but 
there should be a clear understanding 
of what is not advertising. There is a 
tendency in some quarters to charge 
the cost of miscellaneous gestures of 
good will to advertising. This can cause 
some dislocation of the advertising 
budget, if the practice is carried very 
far. Such things as donations to local 
activities, contributions to “causes” and 
complimentary advertising in pro- 
grams, annuals and the like, have their 
place if a local business does not wish 
to make a reputation for being hard 
hearted, but that place is not in the 
advertising budget. 

Few dealers need to be advised as to 
when to advertise. The time for 
heaviest advertising is during those pe- 
riods when the greatest number of new 
customers may be obtained. Generally 
there are two such periods: during the 
latter part of the heating season when 
supply agreements are being renewed 
and consumers are most prone to 
change supply sources, and during the 
period from late summer to late fall 
when the greatest number of new oil- 
burning installations are being made. 

Results produced in retaining pres- 
ent business and obtaining new busi- 
ness may be measured against the pre- 
ceding year to ascertain whether prog- 
ress is satisfactory and whether adver- 
tising (and sales effort) may be safely 
tapered off or whether an added effort 
is required to bring the rate of business 
acquisition up to and above the pre- 
vious “normal.” 

Aside from the heavier advertising 
activity during the major selling pe- 
riods, some funds should be provided 
for continuous promotion throughout 
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the year. There are always customers 
and prospective customers available in 
varying number due to new construc- 
tion, conversions to oilheating equip- 
ment, household moving, deaths, and 
other reasons. The alert dealer is con- 
stantly on watch to counter the harm- 
ful effects of some changes and to capi- 
talize on the others. 

The answer to where to do the ad- 
vertising seems overly simple on the 
surface, but thinking around the prob- 
lem will usually indicate that it has 
many facets to be considered. The 
dealer whose business is very large in 
proportion to the size of his commu- 
nity is fortunate in that he can use local 





radio, daily newspapers and other mass 
advertising to advantage. 

But, the dealer who is serving only 
a limited area within a city or who 
could handle only a very small fraction 
of the total business available, had bet- 
ter consider carefully before buying 
advertising that is distributed (and 
charged for!) on the basis of reaching 
nearly every family in town. 

In other words, the dealer must first 
(and perhaps through the actual use 
of a city or county map) decide what 
his marketing territory is. If this coin- 
cides with the distribution area of local 
newspapers and is similar to the cover- 
age of local radio or TV stations: no 
problem. But, if the dealer’s market 
area is much smaller than these adver- 
tising coverage areas, then considera- 
tion should be given to confining mass 
advertising to a smaller part of the 
budget and devoting more of the ad- 
vertising budget to forms of advertis- 
ing that can be controlled and kept 
within the market area. 

This is a good point at which to con- 
sider “How” by taking the case of the 
dealer whose limited territory does not 
permit him to use such mass media as 
daily newspapers, radio and television. 
This dealer is not, by any means, pre- 
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vented from doing a good low cost ad- 
vertising job and may even do an un- 
usually effective job by confining his 
advertising expenditures to a tight area 
very close to home base. An examina- 
tion of what is available in the way of 
local advertising will soon show him 
what he can do. For example: 

Reminder advertising to keep his 
name constantly before the public at 
nominal cost may be available in the 
form of painted billboards on main 
streets, on which designs may be 
changed and repainted two, three or 
four times a year. © 

A similar job may be done on a more 
frequent replacement basis, through 
the use of silk-screen billboard posters, 
bus and car cards, usually replaced at 
monthly intervals. 

Miniature boards, approximately 
34 x 7 feet are available for posting 
on a neighborhood basis in many areas. 

Individual suburbs or communities 
around big cities usually have one or 
more neighborhood newspapers pub- 
lished on a weekly basis and in which 
advertising space is sold at consider- 
ably lower rates than the large daily 
papers because of the much smaller cir- 
culation ( which is all to the good for 
the small dealer). 

Many neighborhood movies and 
drive-in theaters sell screen advertising 
at low cost. For this, only a transparent 
slide of a poster carrying the advertis- 
ing message is required. 

Not to be overlooked, but to be con- 
sidered the keystone of any dealer’s ad: 
vertising program, is direct mail. Ma- 
terial for this use may be prepared by 
the individual dealer provided he has 
some knowledge of the preparation of 
advertising and its mechanics or has 
the knowledge available to him through 
a competent local printer . . . and with 
the assistance of his supplier’s repre’ 
sentative. 

Local preparation of direct mail is 
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often the best way when strictly in- 
dividual conditions are to be considered 
or when there is an urgent requirement 
to take advantage of an immediate local 
situation. However, to make continual, 
effective and profitable use of direct 
mail advertising, the average dealer is 
wise to take advantage of the materials 
his supplier makes available. 

Gulf, for example, produces an en- 
tirely new series of mailing pieces for 
dealer use every year. Because of the 
man hours that go into the production 
of this material, the use of expensive 
full color artwork and good paper 
stock, the cost for the individual dealer 
would be prohibitive, but thousands of 
dealers use the Gulf-prepared pieces 
and the price advantage of buying in 
tremendous quantities is passed on to 
these dealers. 

One use of direct mail that is a bor- 
derline form of advertising is obtain- 
ing annual contract renewals for fuel- 
oil or burner service. Many customers 
will respond as readily to a direct mail 
appeal to return signed contracts as 
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they will to a personal call. The actual 
dollar and cents saving to the dealer 
through this procedure is obvious. In 
some instances, contract returns 
through the adequate use of direct mail 
will run better than 90% and what- 
ever the ratio of returns, it is fairly 
sure to increase steadily as consumers 
become used to and appreciate, this 
easy method of insuring their fueloil 
supplies from year to year. 

The other important use of direct 
mail is advertising to prospective cus- 
tomers who may, at the time, be either 
competitors’ customers or new users 
of oilburning equipment, not yet com- 
mitted to any source of fuel supply. 
For these prospects, and particularly 
those who are not committed, more fre- 
quent mailings (possibly three or four 
Pieces at 7-10 day intervals) are usual- 
ly required. It should be anticipated 


that personal contact will be required 
somewhere along the line, if not for 
solicitation purposes, then for a first 
hand explanation of the details of serv- 
ice and for the establishment of a closer 
relationship that may prove invaluable 
over the years to come. 

It can be taken for granted that good 
mailing lists of prospective fueloil cus- 
tomers are not obtained easily. Your 
list of present customers, of course, 
presents no problem, and there are sev- 
eral ways to go about obtaining lists of 
prospects. In some communities, per- 
mits are required to make oilburner 
installations. Where this is the case, 
lists of new burner owners can usually 
be obtained by the payment of a small 
fee to the proper civic office. Many 
dealers subscribe to Dodge Reports 
which list all local building activity for 
which permits have been issued. These 
may specify oilburning equipment, but 
where the type of heating equipment 
has not yet been determined they offer 
an opportunity for the dealer to con- 
tact the owner and convince him of the 
superiority of oil heat. 

One word of caution on mailing 
lists: the purchase of a “canned” list— 
even one which includes all the oil- 
heated homes in town—is of dubious 
value and can result in the waste of 
advertising dollars. For, in this busi- 
ness the mailing list is only as good as 
it is fresh; as productive as it is live. A 
home that is a live prospect right now 
may next week or next month be no 
prospect at all; signed up with a com- 
petitor and “off the market” for a year 
or many years. 


The effective mailing list is a rela- 
tively small list of homes and people 
known to have a reason for wanting to 
establish a source of supply immedi- 
ately. It is an ever-changing list from 
which names are removed promptly as 
soon as they are known to be out of 
the market and to which new pros 
pects’ names are added as frequently as 
they are obtainable. And it is an active 
list to which mailings are constantly in 
progress. 

The first mailings should be made to 
the new prospect just as soon as the 
name is obtained; follow-up mailings, 
at relatively short intervals. Then when 
this procedure still produces no re- 
sponse, a personal call may be indicated 





to clinch the order or ascertain that 
the prospect has made other arrange- 
ments and may be dropped from the 
list. 

In short, everything is done to ob- 
tain the business while it is known to 
be still obtainable, and all effort in that 





direction ceases promptly as soon as it 
becomes obvious that nothing is to be 
gained by a continuation. 

Where oil meets strong competition 
from other fuels, it can be worthwhile 
and perhaps very necessary to check 
on every new home and every home 
where a new heating installation is be- 
ing made, to determine which are and 
which are not prospects. The oppor- 
tunity to talk an owner into specifying 
oil heat should not be passed up and 
even the burner owner who is known 
to have recently signed with a com- 
petitor can be put on a future prospect 
list to be contacted occasionally and 
particularly just ahead of contract sign- 
ing time. 

Whatever other form of advertising 
you decide is best for your business— 
newspaper, radio, Tv, billboard—you 
will probably find that direct mail will 
become an economically necessary part 
of the program. When mass advertis- 
ing produces inquiries that must be fol- 
lowed up, direct mail provides the 
means of getting specific information 
into the hands of interested prospects 
... promptly—personally, even before 
personal contacts can be made—and at 
a lower cost. 

Therefore, instead of considering 
making a choice between direct mail 
and other forms of advertising you may 
use, try to consider how much of the 
total job can be done by direct mail and 
where and how direct mail will fit in 
with other media to support and 
strengthen them and produce maxi- 
mum effectiveness. 
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EIGHTEEN four-colored billboards are 
telling the oil heat story in Duluth, 
Minn. A cooperative project of the 
Twin Ports Oilmen’s club—the twin 
ports being Duluth and Superior, 
Wisc.—the different 


sales messages, but all tell the popula- 


boards carry 
tion “Better heat with oil heat.” 

The total cost of the campaign in- 
cluding the design and printing of the 
posters was $10,000 during the past 
year. This money was raised through 
collections from fueloil distributors 
who contributed 1/20¢ per gallon on 
their sales of light oil. They signed up 
for three years on this basis, and so 
far no company has dropped out. 

At the present time there is no nat- 
ural gas in the city, but pipeline pro- 
moters have been trying hard to make 
a deal and take over the operation of 
the municipal gas plant. The feeling 
among the oil men is that if a natural 





gas utility should lease a local plant 
and its lines, natural gas would have 
considerable cost advantages in its 
early development period. 

The industry is aware that they 
would have a fight on their hands and 
the March 1954 issue of FUELOIL & 
Oi HEAT, page 58, carried a story 
about the billboard campaign when it 
was still in the formative stage. We 
tabbed the story, “Duluth starts a pro- 
gram of preventive promotion.” 

The boards are located in an area of 
approximately 31,000 homes, and of 
these 48% are oilheated, 47% use coal, 
and the remaining 5% heats with gas. 
Fueloil sells at 14.8¢, and while a con- 
siderable quantity is brought in by 
water in summer and stored, an in- 
creasing amount is coming in by trans- 
port from the head of the Great Lakes’ 
pipeline at Minneapolis. 


John L. Bero, president of John Bero 








Billboards tell Duluth’s oil heat Story 


Oil Co., has directed the campaign. 
He points out that a campaign like this 
needs five or six months before it starts 
to make a dent in the thinking of a 
community. He said that it was five 
months after the first boards went up 
that his friends around the city started 
mentioning them. Since that time they 
have attracted a lot of favorable com: 
ment. 

Bero has had considerable expert 
ence in industry activities. He served 
two terms as the chairman of the Na: 
tional Oil Jobbers Council, was presi’ 
dent of the Northwest Oilmen’s Asso- 
ciation, and is a member of the Fuel: 
oil Committee of the American Petro- 
leum Institute. 

Seven of the boards are illuminated 
so they work day and night. During 
1955 the billboard program will be 
supplemented by newspaper ads twice 
a week. 





























|’ BETTER 
heat with 


Leneral Guidow Adv Co 


2§ foast 
ict 


OIL 


heat 


AE ae 


yn 


BETTER 
heat with 


~ 


BETTER 
heat with 


heat 


General Cundwoe Ady ( 


Ze 


' BETTER 
heat with 


BETTER 


heat with 


heat 


“ . i Me bi 


heat 











Billion Dollar Baby 


Part II: Mueller Climatrol explains the Cooling Fundamentals that lead to sales 


N THIS POINT in our explanation 
of a cooling cycle, we are con- 
fronted with two possibilities. We can 
use either air or water to remove the 
heat from the refrigerant vapor and 
condense the vapor to a liquid. Our 
system, which we will describe, is a 


water-cooled system. 





When water is used as a cooling 
medium, the hot, high pressure refrig- 
erant vapor is discharged into a pres- 
sure-tight series of cylinders. Each of 
these cylinders has water tubes located 





ge High pressure liquid 


Low pressure iguid 


High pressure gas . 














in the center. The water tubes and 
space for the refrigerant vapor, how- 
ever, are on individual closed circuits. 
In the process of condensing the re- 
frigerant vapor back to a liquid, cooled 
water is circulated through the water 
tubes and the heat from the refrigerant 
vapor is transferred to the water in 
the tubes. 


Thus, water entering this system 
may be 60° F., but when it leaves the 
condenser, after having absorbed heat 
from the refrigerant vapor, it may be 


Pictures and text in this article are from 
a sales training film made by Mueller Clima- 
trol, Milwaukee, Wisc. Part I will be found 
in the December issue of FUELOIL & Ort 
HEAT, page 51. 
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80°. Thus, again we have transferred 
the heat. The hot water coming out of 
the condenser is usually run down a 
drain. However, it too can be re-used 
by the addition of a cooling tower. 
Now we have the Freon or refrigerant 
back to its original state so that it can 
be re-used in the cooling cycle. From 
the condenser, this liquid refrigerant 
flows to a storage tank or receiver 
where it is held until needed. So then, 
here we are—back where we started 
from in the cooling cycle. 











That actually is pretty well the 
story. However, the story is not quite 
complete because there are a few other 
stations along this cooling circuit which 
should be explained. For example, you 
will note that right above the receiver 
tank there is a small device which the 
refrigerant goes through. This is known 
as the dryer-filter—a device which per- 
forms two important functions. It fil- 
ters out foreign matter, and absorbs 
moisture. 


The filtering process is provided by 
a bronze screen and special felt pad- 
ding. The liquid refrigerant flows 
through the screen for removal of 
scale, solder or any other foreign ma- 
terial which might be in the refrigerant 





line. The felt padding removes any 
other remaining minute particles small 
enough to get through the bronze fil 
ter yet large enough to cause trouble 
in the system. Freon-12, incidentally, 
happens to be a perfect solvent and 
will clean all foreign material out of 
the system, and thus move this foreign 
material to the dryer-filter. 





The dryer section of the dryer-filter 
is composed of hydroscopic material 
having a great affinity for moisture. 
This material absorbs the moisture 
from the refrigerant, holds it and then 
prevents any moisture trouble in the 
system. Inasmuch as the material used 
to absorb moisture from the system will 
also absorb moisture from the air, it 1s 
also important—in installation and 
service—that the dryer not be kept 
open for any longer than necessary. 

Now, notice something new (shown 
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by dots) that has been added and goes 
through the entire system. It is oil. 
Freon has an affinity for the oil, dilutes 
it to a vapor to travel throughout the 
system. The oil of course is used to 
lubricate the system. 

It is the finest mineral oil available, 
much better than the type your local 
druggist might give you if you need a 





little lubrication yourself. This mineral 
oil is refined to less than one part in 
25 million of water or acid. 

Because of this oil being absolutely 
pure—and because—in the process of 
the cooling operation, it never is sub- 





jected to extreme temperatures (never 
over 200° F.) the oil never breaks 
down and thus never needs to be re- 
placed. That is why we can say that 
these systems are hermetic type, lubri- 
cated for life. 

Another expression that you will 
fun into in relation to a refrigeration 
system is that of “super heat.” Super 
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heat can be defined as the amount of 
heat the gas—or vapor—picks up after 
it turns from a liquid to a gas. 
Looking back to our coil, note that 
the refrigerant enters as a liquid, but 
as it travels along the rows of coils up- 
wards, it gradually boils into a gas— 
until the time it leaves the coil—at 
which time it is completely a gas. 
Super heat begins at that point in 
the coil where the refrigerant is com- 
pletely boiled to a gas—wherever that 





might be. We must control it. The 
super heat is set for 7 degrees differ- 
ence in temperature, and is balanced 
by the expansion valve working in 
combination with a feeler bulb. 

















You will notice the little bulb with 
the tubing going to the center of the 
expansion valve. This is a feeler bulb 
which measures the temperature of the 
refrigerant vapor as it gives to the com- 
pressor. This bulb is filled with a gas. 
When the heat of the refrigerant vapor 
goes up, it raises the pressure of the 
gas in the feeler bulb, expanding this 
gas as it goes through the tube to the 
expansion valve, and this opens the 
valve. If the temperature of the re- 
frigerant vapor should be lower, it will 
in turn react on the feeler bulb and 
close the expansion valve. 

In other words, supposing the tem- 
perature of the return air from the 
house goes down considerably. Then, 
the air passing over the coil is cooler, 
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and less heat goes out of this air into 
the coil. Under these circumstances, 
the liquid refrigerant in the coil does 
not boil as rapidly. In fact some of it 
may reach the top of the coil—still in 
liquid form. That would mean that as 
it is drawn off of the coil, its tempera- 
ture is considerably lower than normal, 
so not as much refrigerant is needed 
to operate the system. This informa- 
tion is transmitted to the modulating 
expansion valve—by means of the feel- 
er bulb—and the expansion valve closes 
down. 





In fact, the procedure just described 
is exactly what happens when the cool- 
ing system turns off. The air passing 
over the coil is cool and thus the re- 
frigerant in the coil does not boil. The 
temperature of this refrigerant is meas 
ured as it passes the feeler bulb, and 
instantly the expansion valve closes 
down. 














On the same basis, under extreme 


conditions, the air passing over the coil 
may be very hot, causing the liquid 
refrigerant to boil before it has made 
very many passes in the coil. Thus, as 
it is completely boiled and goes into 
super heat, the higher temperature of 
this super heat, then signals—through 
the feeler bulb—to the expansion 
valve, and the expansion valve opens 
to allow more refrigerant into the sys- 
tem. 

In effect, the relationship between 
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the feeler bulb and the expansion 
valve, or we should say the proper bal- 
ance between the temperature of the 
refrigerant vapor leaving the coil and 
the amount of liquid refrigerant enter- 
ing the coil, is the most important part 
of the cooling system. When this bal- 
ance does not occur to maintain 7 de- 
grees of super heat, the refrigeration 
system is in trouble and service is 
needed. 

Now let’s clear up a couple of more 
points we have not covered in our dis- 
cussion of the refrigeration system. 
Just as in the steam system with a 





boiler where we illustrated only one 
radiator, we have shown only a coil 
with only one circuit. 

Actually, there may be from four 
to sixteen different circuits, depending 
on the coil sizes and capacities. Re- 
member, we have not heretofore dis- 
cussed the unit on the discharge side 
of the expansion valve. This is known 
as a distributor, which may feed any- 
where from four to sixteen circuits. 








Each circuit, incidentally, has from %4 
to one ton capacity. 

Then, also, as we leave the coil cir- 
cuit, there is a suction accumulator, or 
you might call it a suction header. Ac- 
tually, this is a pipe which all of the 
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coil circuits feed to, and it receives all 
of the refrigerant vapor as it leaves the 
various coil circuits. Only one line goes 
out of the suction accumulator to the 
compressor. 

One other thing which we have not 
fully illustrated on our diagram is our 
“by-pass damper arrangement.” This 








Low pressure gas 





is an adjustable damper, allowing us 
to control the volume of air which 
goes over the coils. It is desirable to 
be able to do this to regulate the 
amount of air going over the coil as re- 
quired by the individual climate. To 
obtain perfect indoor comfort, it is 
necessary i some climates to remove 
more moisture from the air than it is 
in other climates. In New Orleans, for 
example, it 1s necessary to remove con- 
siderably more moisture from the air 
than in Phoenix, Arizona. 

The rate of humidity removal is de- 
termined by the temperature drop in 
the air as it travels through the cooling 
coil. The more air that goes over the 
coil, the less humidity removed, and 
vice-versa. The temperature of the coil 
is determined by the load on the coil 
and the load on the coil is governed by 
the amount of air traveling over the 





coil. Thus you can see that the rate of 
humidity removal from the air over 
the coil is governed by the amount of 
air moving over the coil. 

With a by-pass damper arrange- 
ment, the amount of air over the coil 
is controlled by setting the damper. 
With the blower adjusted to give prop- 
er distribution of air through the duct 
system, the amount of air over the coil 
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may be too high for proper humidity 
removal. By opening the by-pass, the 
amount of air going over the coil ts 
reduced, allowing the coil to operate 
at a lower temperature and thus in 
crease the amount of humidity re’ 
moval. 

Now you may be wondering what 
happens to the humidity in the air that 
is by-passed around the coil, still laden 
with moisture. It works by process of 
elimination. The air which by-passes 
around the coil mixes with the air 
which has been dehumidified and is 
distributed by the duct system through 
the house. However, a certain amount 
of the moisture has been removed. The 
next time this air travels through the 
cooling system, more moisture is fe 
moved and thus the house becomes 
more comfortable. Gradually, with the 
cooling system operating, the moisture 
content of the air is materially reduced 
and the desired humidity level % 
reached. 

So, there you have it—in a nut shell. 
You are now cooling experts. 
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by 
J. W. Schulz 


N PHILADELPHIA January 24-28, the 

Twelfth International Heating and 
Airconditioning Exposition proved two 
points. Both are general in nature, but 
both are of tremendous importance 
to those served by the heating and 
airconditioning industries. First point: 
The manufacturers who displayed 
their products at the show have been 
making improvements in a determined 
fashion with the result that 1955 equip- 
ment and equipment performance are 
of unprecedented excellence. 

Second point: The men who must 
sll and install modern heating and 
airconditioning equipment, to make its 
benefits available to the public at large, 
are tremendously interested in the ad- 
vancements being made by equipment 
manufacturers. Heating and aircondi- 
tioning specialists of all types jammed 
into the manufacturers’ exhibits at 
Philadelphia. They were feverishly 
eager to learn about new techniques, 
new products, new improvements in 
established products, and how to pro- 
vide 1955 heating and airconditioning 
results at top levels while holding 
down to sensible levels the initial 
equipment costs and the yearly op- 
erating expenses. 


Equipment Highlights 


The objective here is to point out a 
few exhibits which seemed to be of 
particular interest to specialists in oil- 
heating and airconditioning. Not every 
exhibit of great interest to such special- 
ists can be covered here. 

The weightiest, literally the weight- 
iest, equipment set-up at the Phila- 
delphia show was in the long, 
stretched-out exhibit of The Trane 
Company. This set-up included a 
Trane CenTraVac water-chilling unit, 
capacity 380 tons, for a summer air- 
‘onditioning system. Weight of the 
CenTraVac unit: about 30,000 lbs. 
Although it could be understood only 
by those familiar with commercial- 
industrial airconditioning equipment, 





New Products at the heating Show 


Exhibits prove Manufacturers are steadily improving Oilheating and Airconditioning 


the vast size and vast power of this 
unit—and the fact that it was in op- 
eration and had dozens of gages, indi- 
cators, recorders, etc., on it—attracted 
the detailed attention of all aircondi- 
tioning experts at the show. 


Also on the weighty aspect—but in 
this instance highly interesting to those 
who concentrate on the ramifications 
of commercial-industrial oilfiring—was 
the packaged boiler unit exhibited by 
Fitzgibbons Boiler Company, Inc. 
Brand-new at the Philadelphia show, 
this is described as a “coordinated 
complete low-pressure steam heating 
package, fire tested at the factory and 
shipped as a unit.” When Fitzgibbons’ 
engineers boast of this unit’s complete 
wet back, they mean it has a water- 
backed top, waterbacked back, and 
waterbacked sides. This feature of 
“complete wet back,” said to be exclu- 
sive for this Fitzgibbons boiler in the 
field of package boilers, eliminates the 
need for back-end refractory to pre- 
vent burn-out of back boiler metal 
which is not waterbacked. It also adds 
effective heating surface to a boiler of 
a given size. Fitzgibbons fires this boil- 
er by an integral horizontal rotary cup 
burner which can use all grades of 
fueloil, including No. 6 of course. 
Combinations for gas-oil firing are 
available. Made in 13 sizes for firing 
at from 10.7 to 128 gph, the new 
Fitzgibbons packaged boiler unit fea- 
tures induced draft together with the 
many advantages this provides. 

With respect to induced draft, men- 
tioned above, the Philadelphia show 
gave many commercial-industrial oil- 
burner enthusiasts their first opportu- 
nity to see and study the new-design 
belt-drive inducer now offered by L. J. 
Wing Mfg. Co. This is made in 13 
sizes; smallest is for up to 12.5 gph 
and is powered by a Y% hp motor, 
while largest is for up to 252 gph fir- 
ing rate and is powered by a 5 hp mo- 
tor. New niceties in this line of L. J. 
Wing draft inducers 
alignment needed, as V-belt drive is 
used; variable speed motor provides 
precise draft control, avoids hunting 


include: no 


of over-fire draft control systems; 
unique air-cooling system for fan shaft 
and fan bearings; optional precision, 
industrial barometric draft control hav- 
ing puff door; sealed fan-shaft bearings 
need no lubrication; springs automati- 
cally provide proper belt tension at 
all times. 

Show visitors concentrating on oil- 
firing at the domestic level made a mis- 
take if they passed the Eureka Wil- 
liams exhibit without learning much 
about the brand-new Oil-O-Matic 
Model R-160—very much low-pressure 
atomizing, but of course! 


Low pressure Burner 


Points on this highly interesting 
addition to this classic line of low- 
pressure burners: Its 1/10 hp, 3150 
rpm motor drives a forced-draft fan, 
of course, but in this case it is literally 
a blade-type fan, not a centrifugal 
blower of the type which is usual for 
gun-type burners. An “air pump,” 
rotary of the familiar type having six 
blades, develops 6 to 8 lbs. air pres 
sure. Output air from the “air pump” 
flows to an aspirator, used in a unique 
manner to develop up to 15” vacuum 
to draw in fueloil from an outside 
tank. Starting up this burner, you give 
it one quart of fueloil—definitely not 
to prime it, but to lubricate it. A new 
burner being started does not need 
fueloil for priming—it can do with- 
out priming—but it does need fueloil 
for lubrication of its “air pump,” as 
the manufacturer insists on terming the 
six-blade rotor device long known in 
Oil-O-Matic burners. And a big point 
is that the only motor-driven part re- 
lated to oil-handling is this “air pump.” 
This burner has no motor-driven gear 
pump or equivalent device to draw in 
oil from an outside tank; it has no 
motor-driven device to meter the rate 
at which fueloil is fired, or to establish 
the gph firing rate. Minimum firing 
rate for the new Model R-160 Oil-O- 
Matic burner is .40 gph; maximum is 
1.60 gph. Because much has been put 
into making this burner light-weight, 
simple, and highly adaptable to mod- 


6l 














. . . « New products Review 


ern manufacturing methods, it’s ob- 
vious that Eureka Williams aims to 
have this model do much in making 
low-pressure burner advantages avail- 
able to owners of low-cost homes. 

Webster Electric Company, famous 
for its fuel units for pressure burners 
and its ignition transformers, displayed 
at the Philadelphia show a new oil- 
handling system for domestic burners. 

The new oil-handling system for 
gun-type domestic burners, which 
Webster displayed, included a stand- 
ard Webster fuel unit altered some- 
what to adapt it to a pressure nozzle 
of the nozzle-return-line type. The 
idea is classic. It is used as standard 
practice in the field of industrial burn- 
ers. A percentage of the fueloil that 
goes to a pressure nozzle, and through 
its atomizing slots, returns from the 
nozzle. The effect is to reduce the out- 
put of the nozzle. 


Return-line Nozzle 


Webster’s demonstrator set-up at 
the show had a sign saying a 1.50 gph 
nozzle was spraying .50 gph. The re- 
turn line from the nozzle had 20 lbs. 
pressure in it. Using an adjustment of 
the fuel unit, the pressure in the re- 
turn line of the nozzle could be low- 
ered or raised, and this lowered or 
raised the firing rate. 

One burner at the show, the Syn- 
cromatic Lo-Flo, uses the return-line 
nozzle idea. Adjusting for 25 lbs. pres- 
sure in the return line of the nozzle 
of this burner results in a firing rate 
of .55 gph; adjusting for 45 Ibs. noz- 
zle back pressure results in a firing rate 
of .95 gph. 

Honeywell’s new control items at 
the show would take many pages to 
describe fully. Domestic oilheating 
equipment dealers already familiar 
with the “round” (thermostat, you 
should know that) found it in a new 
form able to do a job of complete con- 
trol for a year-round airconditioning 
system. The “round” was mounted on 
a sub-base which had a three-position 
switch you could set for “On,” “Off,” 
or “Automatic.” Other models, slight- 
ly different, are also available. A new 
damper motor in the Minneapolis 
Honeywell enormous and _ attractive 
booths, the M829A, can do fascinating 
tricks which only experts can appre- 
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ciate. Using a two-wire low-voltage 
thermostat or other operating control, 
this damper motor is of the modulating 
type—may be used with the T835 
indoor-outdoor control—may be used 
in circuits which employ electronics 
or which do not. 

Eddington combustion heads should 
have been covered in an earlier show 
write-up in FC&@OH, but were skipped 
inadvertently. However, to judge by 
the interest in them at the Philadel- 
phia show, they still are lively news. 
Made for high-pressure and low-pres- 
sure domestic gun burners, they come 
in two models. The LP-53 has a capac- 
ity range from .40 to 1.50 gph; the 
HP-53 has a range from .75 to 2.00 
gph. The foregoing figures are based 
on the use of catalytic fueloils, for 
which the heads are designed. 

Brought out primarily to assist serv- 
icemen who cannot obtain efficient and 
economical operation simply because 
they are working on gun-type burners 
not equipped with modern firing heads, 
these Eddington combustion heads are 
reported to reduce oil bills as much as 
20% to 30%. 

A vast array of equipment filled the 
huge booth space of American Radia- 
tor & Standard Sanitary Corp., but 
most interesting to oilheating enthusi- 
asts was the new Arco-Flame Model 
E pressure burner, for from .75 to 3.0 
gph. One of the biggest features is 
quiet operation—no noise transmitted 
to a warmvair furnace on which it is 
flange - mounted, for example. So 
mounted on a furnace, this pressure 
burner is not in .metal-to-metal con- 
tact with the furnace, because the 
burner weight is taken by thick cush- 
ions. These are pads of fire-proof, 
resilient material. Other features: 
Flame stabilizer can be adjusted easily 
with burner firing; special adjustment 
insures proper positioning of nozzle 
near end of gun tube; three sizes of 
different choke rings for firing end of 
gun tube; several types of mountings 
for conversion installations. 


Walker Manufacturing & Sales 
Corp. had signs in its booth to the 
effect that a “sensational new improve- 
ment” produced “the only draft con- 
trol with all vital points fully pro- 
tected.” 

Walker also showed a brand-new 


domestic draft booster. A two-blade 
fan located inside a 6” or 7” smokepipe 
tee, which is fitted with a Walker 
draft regulator, develops .08” to .10” 
draft. Motor shaft is at an angle of 
about 45° to the smokepipe and at 
the fan end is protected from smoke. 
pipe heat by a tubular housing. The 
motor of the draft booster is interest. 
ing because it has two line-voltage in. 
put wires, also has two low-voltage 
wires that permit a low-voltage con 
trol to start and stop it. Widely used 
for floor furnaces because they often 
have long runs of horizontal smoke- 
pipe, this Walker draft booster also is 
suitable for furnaces, boilers, and space 
heaters which use 6” or 7” smokepipes 
—or smaller smokepipes. 

Bacharach Industrial Instrument 
Co. found that show visitors were 
tremendously interested in its modern 
version of a sling psychrometer — be- 
cause men entering the field of summer 
airconditioning are learning fast that 
they know little if they don’t know 
about dry-bulb and wet-bulb tempera: 
tures, and humidity. 

Scully Signal Company had new 
help for men starting up and servicing 
gun-type oilburners, at the Philadel 
phia show. Use of the Scully 3-D elec: 
trode kit winds up with electrodes or 
spark points adjusted precisely so as 
to be near but not in the oil spray from 
the nozzle. Attractive enough to make 
a wonderful birthday or Christmas 
present for any serviceman, the kit in- 
cludes two well designed electrode 
benders to make an irritating task easy 
and avoid the nuisance of cracking 
porcelain insulators and having to re 
place them. 


Round Thermostat 


Crise Controls Division provided 
pleasure for the many men in the in 
dustry who now have developed a love 
for round room thermostats. The new 
Crise room thermostat is just as round 
as any thermostat can be! 

General Filters, Inc., brought t 
Philadelphia a warmvair-furnace hw 
midifier of exceedingly interesting de: 
sign—entirely different in water-flow 
regulating principle than anything 
that has appeared before. This has 0 
float, no needle valve. 

Detroit Controls announced a new 
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room thermostat for year-round air- 
conditioning —the Duo Classic. It 
provides for one-step heating and two- 
step cooling, has a five-position switch 
that permits the user to select just the 
type of heating and summer cooling 
he desires—-for example, in summer 
the blower can be set to run either 
intermittently or continuously. The 
Duo Classic room thermostat can be 
used with Detroit Controls’ master- 
control panels which coordinate the 
operation of all heating and cooling, 
and all auxiliary equipment. 

Westinghouse Electric Corp., 
Welding Dept., came out with a new 
alloy which it boasts is sluggish. It’s 
especially suitable for poor fit-ups in 
copper-to-copper and brass brazing. 
Name of the new alloy is “Phos- 
Silver,” and it is now available to the 
trade. Aimed to help installers of 
heating and airconditioning equipment 
having brazed joints, the new alloy 
features great strength. 

Brandes Company displayed new 
diffuser and sectional baseboard equip- 
ment for forced-air heating plants. 
Turning a mounting spring adjusts the 
slot through which warm air flows 
from the baseboard, adjusts for proper 
balance and diffusion. Radiant heat 
benefits result from the baseboard be- 
ing warm. The baseboard is made in 
3,4, 5 and 8 ft. sections. 

Primor Products, Inc., concentrat- 
ing on summer cooling equipment 
that’s entirely hermetically sealed in 
this instance, offered a new air-cooled 
water-chilling system at the show. You 
locate this self-contained unit remotely 
—you can install it out in a garage 
or in back of a garage, in a basement, 
or outdoors with some weatherproof 
housing over it. The unit provides 
chilled water to power any type of 
summer airconditioning equipment. 
One or more air-cooling and dehu- 
midifying cools, which receive chilled 
water from the unit, can be located, 
for example, in the supply ducts of a 
forced-air heating plant. Air-cooled, 
cooled that is by outside air that passes 
through its condenser, this unit uses 
no water. It is available in sizes of 
two and three hp. Companion models, 
water cooled, come in 2, 3, 5 hp sizes. 

Quickdraft Co. gave show visitors 
aspirin — really did — for their 
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convention-acquired headaches, and 
showed its line of “draft creators” for 
up to about 11 gph as the cure for 
heating-and-draft headaches. Arousing 
curiosity in the Quickdraft booth was 
a mystery “power chimney having 
built-in draft,” which, according to 
rumor, may offer some entirely new 
answers to draft problems. 

General Electric, in its display of 
motors, had a new reversible shaded- 
pole motor, 5!” dia. frame, 1050 
rpm, and sizes 1/12 to 1/8 hp. GE 
also showed a new “‘vest pocket” 1/12 
hp motor for gun type oilburners, 
available with NEMA 48-N or 48-M 
flange mounting which make it suit- 
able for almost all gun burners. 
Naturally it’s a split-phase type and 
has a manuel re-set built-in overload 
protector. 


Baseboard Cooling 


The Vulcan Radiator Company 
came to the Philadelphia show an- 
nouncing it had “the first year-round 
integrated baseboard heating-cooling 
system ever offered to the American 
home owner.” The Vulcan display of 
this system was one of the show high- 
lights. 

New motors exhibited by Delco 
Products Division of General Motors 
included: shaded-pole motors from 
1/15 through 1/6 hp; permanent-split 
capacitor motors from 1/20 through 
1/4 hp; lighter-weight, totally en- 
closed gun-type oilburner motors in 
1/8 and 1/6 hp sizes. Another line of 
new Delco products on display was 
the direct-drive, split-phase blower 
motor; in this line a 1/8, 1/6, or 1/4 
hp motor provides direct-drive for a 
centrifugal blower—shaft speeds are 
850, 1140, or 1725 rpm. 

Commercial-industrial oilburner ex- 
perts at the Philadelphia show were 


greatly interested to learn that a lead- 
sulphide flame-eye is the big news in 
the line of Flame-otrols, made by the 
Wheelco Instruments Division of the 
Barber-Colman Company. 

Victory 
sides announcing improvements in its 


Engineering Corp., be- 
VECO ccmbusticn testing instrument 
(which gives readings of draft, stack 
temperature, and CQO.) showed a 
brand-new instrument, the VECO TEM- 
PROBE. This is a portable electric ther- 
employing a_ thermistor, 
which is used by servicemen, contrac. 


mometer, 


tors, and engineers to read tempera: 
tures of air, gases, surfaces, etc., in- 
stantly. 

Preferred Utilities Manufacturing 
Corp. announced Preferred Ribbon 
Heat at the show. Made to warm the 
oil lines of burner installations which 
use No. 6 fueloil, the Preferred Rib- 
bon heating system includes flexible 
tape 1/2” wide and 1/10” thick, 
which imparts low-temperature to 
heavy-oil lines around which it is 
wrapped. Four resistance wires are in 
this tape, and are heated by flowing 
electricity through them. A thermo 
stat, Type RH, is used in the Ribbon 
Heat system. Not adjustable, it turns 
off the electric current when the 
temperature of the fueloil line being 
heated reaches 120°F. 

Hundreds of new items at the Phila 
delphia show cannot be even men- 
tioned in this show write-up, which is 
of limited length. No mention can be 
made here of every new burner, 
furnace, boiler, or summer aircondi 
tioner added to a line. Routine im 
provements cannot be listed. Any 
omission of major new products—and 
there certainly are a few omissions— 
is sincerely regretted. The vast, 
history-making ASHAE show of 1955 
simply was too tremendous for 4 


write-up to cover every display. 
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tional Heating and Ventilating Exposi- 
tion and the 61st annual meeting of 
the American Society of Heating and 
Air-Conditioning Engineers held con- 
currently in Philadelphia during the 
week of January 24. 

More than 400 exhibitors filled the 
five acres of display space available in 
the Commercial Museum and Conven- 
tion Hall. They showed a variety of 
heating and airconditioning products, 
representative of an industry valued 
nationally at some $15 billions. 

Heating equipment manufacturers, 
featuring complete lines for domestic, 
commercial and industrial applications, 
were well represented, and, as a mat- 
ter of fact, the automatically-fired 
equipment dominated the show. These 
ranged from conventional oilfired units 
for domestic heating, covering the 
range of regular units, suspended fur- 
naces and counterflow models up to 
the packaged commercial boiler units, 
pre-wired and equipped, requiring only 
connection to service lines for opera- 
tion. 

A significant trend again was noted 
in the number of manufacturers who 
displayed combination heating-cocling 
units. This continued a development 
that started a few years ago and which 
now has reached the point where near- 
ly every manufacturer can offer some 
combination of heating and cooling. 

Also an increasing number of the 
Cooling units furnished separately or 





will head ASHAE; 
Exposition big and interesting 


RECORD BREAKING NUMBER of ex- 
hibits and record breaking at- 
tendance marked the 12th Interna- 


designed for use with heating equip- 
ment can be furnished in water-cooled 
models. Usually either is offered at the 
purchaser's option, but local regula- 
tions sometimes make it mandatory to 
eliminate the use of water for con- 
denser cooling. 

A separate article in this issue is de- 
voted to a brief look at significant prod- 
uct developments at the exposition. 

The Exposition was sponsored by the 
Society and managed by the Interna- 
tional Exposition Co., New York City. 

Estimates of attendance made in ad- 
vance of the show closing on January 
28 indicated that upwards of 35,000 
industry personnel would visit the ex- 
position. Admission to the displays was 
permitted only by registration, after 
which the registrant could use the 
badge issued to him for as many visits 
during the week as desired. However, 
some people did register each time they 
visited the show so that in the total 
are scme duplications. 

Incidentally, the show was opened 
only to industry personnel; the general 
public was not admitted. 

Committee and council meetings on 
January 21, 22 and 23 started the an- 
nual meeting of the Society of Heat- 
ing and Air-Conditioning Engineers, 
the first under its new name. The ini- 
tial technical session, however, was 
held during the morning of Monday, 


January 23 and a welcome luncheon 
took place directly after. The complete 
program of meetings and events con- 
tinued through Thursday, January 27, 
at the Bellevue-Stratford Hotel. 


Official opening of the 12th Interna- 
tional Heating and Ventilating Ex- 
position came when the ribbon was cut 
by: L. N. Hunter, Nationa! Radiator 
Co. and retiring president of the So- 
ciety; Walter Phillips, city representa- 
tive, Philadelphia; E. K. Stevens, In- 
ternational Exposition Co., exposition 
director; James Tate, president of the 


Philadelphia City Council. 


John E. Haines, Minneapolis-Honey- 
well Regulator Co., succeeded L. N. 
Hunter, National Radiator Co., as 
president of the Society, with John W. 
James, McDonnell & Miller, Inc. and 
P. B. Gordon, Wolff & Munier, Inc., 
named first and second vice-presidents. 
E. R. Queer, Pennsylvania State Uni- 
versity, continues as treasurer. 

The Hon. Joseph S. Clark, Jr., 
Mayor of Philadelphia, was the speak- 
er at the Monday welcome luncheon. 
His talk stressed the fact that the an- 
swers to eliminating or controlling air 
pollution are known, but that the pub- 
lic must be educated to the importance 
of proper installation and operation of 
heating or combustion equipment. 

The Mayor referred to two ways 
that engineers can help by participat- 
ing in public affairs. First they can be- 
come active in volunteer social and pov 
litical activities in support of programs 
aimed at the improvement of the gen- 
eral welfare and second they can offer 
their talents for full time service in a 
public office where engineering skills 
are useful in attacking complex gov- 
ernment problems. Both types of par- 
ticipation are vital, Clark concluded, 
if the social progress of American com- 
munities is to keep pace with recent 
technological advances. 

Social events on the program, which 
included activities for entertainment 
of the ladies who attended, were high- 
lighted by the banquet on January 26. 
Dr. Milton S. Eisenhower, president, 
Pennsylvania State University was the 
principal speaker on “The United 
States and Latin America.” 

Also during the banquet L. N. 
Hunter received the Society’s past- 
president’s emblem and three mem- 
bers were cited for the distinction of 
50 years or more continuous member- 
ship in the Society. They were: Sam- 
uel R. Lewis, Chicago; Henry C. 
Meyer, Jr., New York and William 
R. Stockwell, Michigan City, Ind. 
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. . . « Exposition and Meetings 


The F. Paul Anderson Medal, high- 
est award of the ASHAE, was presented 
to Charles S. Leopold, prominent 
Philadelphia heating and aircondition- 
ing consulting engineer, during the 
banquet also. Leopold is the thirteenth 
recipient of the medal, established in 
1930 by a gift of the late Thornton 
Lewis of Philadelphia. The medal is 
named for the deceased Dean F. Paul 
Anderson of the University of Ken- 
tucky. 

B. H. Spurlock, Jr., professor in the 
Department of Mechanical Engineer- 
ing, University of Colorado, was chair- 
man of the Program and Papers Com- 
mittee which arranged for an excellent 
selection of papers for the four tech- 
nical sessions. 

The first day’s session included a 
paper presented by K. T. Whitby de- 
scribing the use of a centrifuge for 
measuring the size, distribution and 
amount of dust particles in a given air 
sample. A future paper is contem- 
plated to tell of the results of the ap- 
plication of this method for measuring 
dust particles. 

H. A. Endres read another paper 
during the January 24 session. It de- 
scribed a method of testing panel-type 
air cleaners under actual conditions, as 
opposed to the use of a synthetic test 
dust. 


Ceiling-panel Cooling 


The technical session on Tuesday, 
January 25, opened with a paper de- 
livered by L. F. Schutrum, research 
supervisor of the Society Laboratory. 
It told of investigations made into heat 
removal from a room by a cooled ceil- 
ing panel and of the temperature dis- 
tribution in the cooled room. 

The paper reported that ceiling- 
panel cooling was found to be an in- 
version of floor-panel heating and that 
an appreciable amount of sensible heat 
can be removed from a room by a 
cooled ceiling panel, the surface tem- 
perature of which is above normal in- 
side dew-point temperatures. In a typi- 
cal test a ceiling at 10° F. below room 
temperature absorbed 20 Btu/hr per 
sq. ft. of ceiling area. 

The paper concluded that infiltra- 
tion of warm air and internal, con- 
vective heat sources must be consid- 
ered, but that room furnishings can be 


’ 
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neglected as they affect heat pick-up 
by only approximately 5%. Also non- 
uniform temperatures of the four 
walls and floor could be represented by 
an area-weighted average temperature, 
AUST or average uncooled surface tem- 
perature. 

Another ASHAE Laboratory paper 
reported on the measurement of an- 
gular emmisivity, covering heat absorb- 
ing properties of materials such as cop- 
per and paints and the effects of radia- 
tion at various angles. Up to 50 deg. 
from perpendicular the angle made no 
difference; beyond 50 deg. the ability 
to absorb heat lessened as the angle 
widened. 

The final paper on Tuesday also re- 
sulted from research in the Society 
Laboratory and described the influence 
of transmitted solar radiation in pre- 
dicting instantaneous room cooling 
load throughout a 24-hour cycle. 

The third technical session, held on 
January 26, opened with a discussion 
of the thermal conductivity value of 
gas in insulating materials, wherein it 
was shown that by substituting carbon 
dioxide and freon for air the thermal 
conductivity of materials decreased and 
insulating improved. 

Next M. L. Ghai read a study of the 
commonly used method for measuring 
heat loads and advanced the belief that 
it can be improved by using an outside 
design temperature, which is a syn- 
thetic temperature arrived at by com- 
bining construction material character- 
istics with actual weather temperature. 

A third paper told of the laboratory 
equipment set-up for measuring the 
amount of heat which passes through 
a water heater when the water is mov- 
ing fast on the inside and slowly on 
the outside. 

A study of the amount of radiation 


realized on cloudless days made up an 
ASHAE cooperative paper, the last to be 
delivered on Wednesday. It told of 
work done at the University of Minne- 
sota on the study of the amount of heat 
received from the sun by horizontal 
and vertical surfaces from a southerly 
direction at different angles. 

Thursday morning witnessed the 
final technical session. It opened with 
a presentation by Alfred Koestel giving 
an equation for predicting the path, or 
the rise and fall of heated and chilled 
air jets projected horizontally into un- 
disturbed space. 

In discussing airconditioning multi- 
room buildings, R. W. Waterfill next 
expressed the opinion that a suitable 
installation consists of a central heat- 
ing and cooling system, using a double- 
duct system handling air at different 
temperatures which are mixed at the 
point of usage. 

A report on the installation of a 
summer cooling unit in a residential 
structure at the University of Illinois, 
prepared by H. T. Gilkey and S. Kon- 
zo, presented a record of the changes 
which took place when the unit was 
operated constantly and intermittent 
ly. It was found that more moisture is 
removed at the intermittent speed and 
that by increasing the amount of air 
through use of a faster speed no change 
was effected. It also was reported that 
the load on the installation seemed re’ 
lated to the amount of time the out: 
side temperature exceeded 65° F. 

The semi-annual meeting of the So 
ciety is to be held in San Francisco on 
June 27, 28 and 29, with Samuel W. 
Terry of the Golden Gate Chapter 
named general chairman of the com’ 
mittee on arrangements. The 62d an’ 
nual meeting will take place next Janu’ 
ary in Cincinnati, 
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Oil Heat Institute Directors 


chart Progress at Meeting 


(be REGULAR winter meeting of 
the directors of the Oil Heat In- 
stitute was held at Philadelphia Janu- 
ary 20 and 21. At the same time most 
of the principal committees of the In- 
stitute held meetings and made reports 
to the board. 

In his opening remarks Ralph Beck- 
er, managing director, reviewed the 
progress of the oilheating industry 
during the past year. In discussing 
new year probabilities he put special 
emphasis on the new home market, con- 
sidering it a major project that the 
Institute should seriously explore and 
develop. At a later stage of the meet- 
ing George Hochstein, chairman of the 
planning committee, recommended the 
appointment by Chairman Addams of 
a special group to study this problem to 
make recommendations at the annual 
meeting at Chicago in April. 


Government Controls 


Becker then discussed the current 
agitation within the oil and gas indus 
tries over the control by the Federal 
Power Commission of gas prices in 
Texas. He pointed out that the princi- 
pal danger was that as long as gas 
prices were controlled at the source 
there was sure to be pressure sooner 
or later by the gas industry for Gov- 
ernment control of other fuels. 

He then told the group about the 
new schools for sales training being in- 
stituted this winter in six New Eng- 
land cities by the Oil-Heat Institute of 
New England. In this effort the Insti- 
tute has employed a high-grade sales 
training specialist to run the series. 

Becker also mentioned that Perfex 
Corporation has started a series of 
dealer management schools conducted 
by Ray Horan in a number of cities 
throughout the country. These are two 
session affairs with one night on the 
art of salesmanship and the next night 
on dealer management. 

Becker concluded his initial report 
with the couplet “Let's be alive in °55 
in order to make our industry thrive.” 

The next report to the board was 


ail 


by William Smith, Jr., Chairman of 
the Market Research Committee in 
which he estimated that during 1954 
approximately 760,000 oilburners had 
been sold by the industry. 

Smith sees the building boom as 
continuing for several years and swing- 
ing to better quality of homes, pri- 
marily the three-bedroom type. He in- 
vited manufacturers to suggest new 
studies for the market research com- 
mittee to undertake during 1955. 

Charles Pesterfield next reported 
for the Commercial and Industrial Di- 
vision mentioning first that the new 
trade school program is complete and 
will start the first Wednesday after 
Labor Day this year, at Springfield, 
Mass. 

He mentioned that the manufactur- 
ers of heavy oilburning equipment are 
supplying the burners and other items. 
The trade school is first making the 
course available to its own graduates 
and after that to anyone in the indus- 
try with a total of 40 for a maximum. 

This will be a two-year course and 
is available to men not experienced in 
the industry. The tuition is free for 
Massachusetts residents but costs $275 
a year for out-of-state men. 


If the school does not get a full ad- 
vance enrollment it will publicize the 
fact that it needs more applicants. Pes- 
terfield also told about the four-day 
program for Michigan State College 
to run May 23 to 26 inclusive. This is 
an oilburner training conference, com- 
mercial and industrial division, for 
men now in the industry. The course 
is not designed for novices. 

The tuition for the four-day course 
is $25, which does not include living 
expenses. 

Pesterfield next told of the revision 
work being done on the Chapter 15 
of the ASHAE guide. A tremendous 
amount of material has been sent in but 
it will not be presented to the publish- 
ers of the guide until the special com- 
mittee has approved all phases. 

One very significant item in Pester- 
field’s report was that the National Air 


Pollution Control Association meeting 
recently in Pittsburgh has issued a 
challenge to the heavy oilburning in- 
dustry. Their association will write 
minimum standards unless we do it. 
In other words if the industry does 
not get started within six months on 
the development of minimum stand- 
ards their group will undertake the 
standards which will be enforced in 
most cities. He mentioned that the coal 
and gas industries now have air pollu- 
tion standards. Verne Resek is chair- 
man of this group on air pollution. 


Lawn fertilizer Study 


Reporting for the Distribution Di- 
vision George Wolfe, chairman, men- 
tioned that the calendar program for 
1956 is underway and that about 70,- 
000 were sold of the 1955 series. The 
group expects to sell a good many more 
next time. 

The division also plans to help deal- 
ers in its many chapters throughout the 
country learn something about the 
lawn fertilizer business. Wolfe told the 
group that “The Treasury of Adver- 
tising’” which was set up two years 
ago on a financial grant from the In- 
stitute is just about liquidated. In fu- 
ture the idea is to produce only one 
or two advertising pieces at a time get- 
ting lower prices and larger quantities 
and pushing those until they are sold 
before offering new pieces. 

In a further discussion of activities 
of the various dealer divisions three 
individuals, Lionel Jacobs, Harold 
Thorpe and Dick Bohn discussed the 
responsibility of the industry, prefera- 
bly through local chapters of the In- 
stitute, to foster a campaign to refine 
every phase of the operation of oilheat- 
ing. Particular emphasis would be 
placed on finding the best service pro- 
grams from the consumer viewpoint 
and again special consideration given 
to replacing antiquated equipment. 

Dave Bottrill reported on the ac- 
tivities of the Technical Div. in the 
absence of chairman William Sullivan. 
He told of the Chicago meeting of the 
Division on Nov. 10 at which the 
point was cleared that refiners will 

start this year to cooperate on periodic 
surveys of fueloil specifications with 
samples taken from the market. All 
grades from 1 to 6 are to be included. 
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The point was then raised as to 
whether the Institute wished to con- 
tinue its support of the pulsation 
studies being made at Battelle Memo- 
rial Institute. A progress report was 
in hand and it was decided to send 
copies to engineers within the industry 
for their impressions and then an- 
nounce the decision at the annual 
meeting in April at Chicago. 

Charles Lang, chairman of the Lab- 
oratory Committee told of his activi- 
ties with Underwriters Laboratories 
and with the Canadian Standards 
Assn. His principal disclosure was that 
Underwriters has changed its view on 
the recommendation of bottom outlets 
for oil storage tanks and will now ac- 
cept either bottom or end-outlets. In 
making this concession the Labora- 
tories had urged that OHI promote the 
use of corrosion inhibitors to be put 
into tanks by dealers. The resolution 
made the recommendation as_ re- 
quested but to avoid blessing any par- 
ticular inhibitor the group recom- 
mended that fueloil men adopt and use 
the inhibitor or additive proposed by 
their fueloil suppliers. 

Karle Geiges, chief engineer of Un- 
derwriters Laboratories, described for 
the group the new laboratory at North- 
brook, Ill., and also the new Califor- 
nia unit. 

The facilities for testing oilheating 
equipment, controls and accessories are 
now three times those of 1953, he 
pointed out. Where the industry had 
complained often in the past year over 
the time lag in getting new equipment 
through the lab, he now assured the 
manufacturers that they can expect a 
real speed-up. 

On conversion burners the time 
needed will be the actual testing time 
plus not more than four weeks wait- 
ing time after the application and sam- 
ples come in. On furnace units the 
waiting time will be approximately 
seven weeks, on controls six weeks, on 
accessories five weeks and on industrial 
oilburners 10 weeks. All of these are 
of course in addition to the actual 
time needed in the tests. 

Bow Breed, also of UL, then de- 
scribed some details of the speed-up 
and mentioned that he will shortly be 
taken off of standards and his full time 
be devoted to the testing programs. He 
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mentioned that the costs of services 
had been admittedly high, largely 
through shortage of suitable talent, but 
that this point has also been corrected 
and should bring a reduction. 

For the Plumbing and Heating In- 
dustries Bureau, director Norman Rad- 
der presented a impressive 
brochure showing the large amount of 


very 


newspaper publicity he had achieved 
for oilheating in 1954. He also had 
promoted special oilheating sections in 
some papers with considerable editorial 
content supported by local advertising. 
He now has oilheating items on radio 
scripts which are sent the program di- 
rectors of 500 stations. The directors 
voted a continuance of the $1,500 an- 
nual support toward his work. 

Fred Beckwith, chairman, next re- 
ported on the Distribution Division’s 
Insurance Trust which is now operat- 
ing in the black with a surplus account. 
During 1954 the Trust completely 
cleared its indebtedness to the Insti- 
tute through the payment to it of 
$18,000 received in dividends from 
the underwriting companies. 

One particular type of policy, lim- 
ited to executives and supervisory em- 
ployees of manufacturers, has lost 
money for the trust principally be- 
cause of having too many older policy 
holders. This is being changed at the 
end of February to a new program 
under which the $10,000 top limit will 
apply only to men up to age 60; then 
to age 65 they may have $5,000, drop- 
ping to $2,500 to age 70 and to $1,000 
above that. Also the income limit for 


Paul K. Addams, OHI and Fitzgibbon 
president, views his company’s exhibit 
at the Heating and Ventilating Show. 


eligibles has been reduced to $5,000 and 
a requirement made that any company 
in this program must cover 75% of 
its eligible employees. 

For the Engineering Committee, 
Dave Bottrill, the Institute’s technical 
secretary, reported progress on the four 
new manuals approved by the board 
for publication. Vol. 4, under the 
chairmanship of Eugene Olsen, will 
complete its first draft by Feb. 15. Not 
much progress has been made on the 
other volumes, but general chairman 
G. T. Kaufman hopes to have the lot 
ready by fall. 

There was 
shown over the approval by FHA and 
VA housing authorities of Class B 
chimneys in new construction, which in 
effect limit the home to the use of gas 
for heating. It was estimated that this 
saves the builder $35 over an all-fuel 
type, but represents a potential hard- 
ship to the home buyer. 

Examples were related where Phila- 
delphia families couldn’t afford the cost 
of gas fuel in new homes, and where 
they had Class B flues they couldn't 
change fuels so they moved out. They 
had bought with little or no down pay: 
ment and the houses stand empty. 

George Hochstein, chairman, re- 
ported on plans for the spring conven 
tion at Chicago. This is to be held 
April 19, 20 and 21 at the Conrad 
Hilton Hotel, with the first day given 
over to “housekeeping” such as com 
mittee meetings and directors’ sessions. 
The other two days will be spent with 
very instructive programs for dealers. 

To help defray the convention costs 
there will be a $5 registration fee, 
with badges required for admittance to 
the sessions. On both Wednesday and 
Thursday will be industry luncheons 
with top speakers at $4 each, and the 
banquet with entertainers on Thury 
day evening at $12.50. A coupon ticket 
including registration, lunches and 
banquet will be offered at $25. 

The Old Timers’ party will be 
Wednesday night with Jim Owens 
again in charge of arrangements. 


considerable concern 


In closing, Becker reported on the 
budget, which is $105,000 for the pe 
riod starting March 1, or slightly be- 
low, last year. Dues from the Manu 
and Accessory Divisions 
were up $5,200 during the year. 
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Chemical Treatment 
ot boiler Water 


Preventing damage to big Boilers depends on Knowledge of chemical Engineering 


by 
Jean L. Dupuis 


HE OILBURNER EXPERT whose 
daily work includes trips to com- 
mercial and industrial boiler rooms 
soon learns there is such a thing as 
chemical treatment or chemical condi- 
tioning of boiler water. Men who have 
worked for years on large oilfired boil- 
ers, fired at rates above say 15 gph, can 
cite instances of boilers having failed 
prematurely because the water in them 
attacked the boiler metal; they can cite 
other instances of boiler trouble caused 
by unsteady water lines, or by foam- 
ing and priming, or by huge quantities 
of scale and lime deposited in boilers. 
Discuss these troubles with a group of 
commercial-industrial burner experts, 
and you are bound to hear one of the 
men report how a certain boiler in his 
home town had to be rebuilt or re- 
placed within a year because water at- 
tacked its metal. 
Anyone having even a smattering of 
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knowledge about the operation of large 
boiler rooms knows that something 
should be done about adding proper 
chemicals to boiler water. No doubt 
about that! Neglect chemical treatment 
of boiler water, and you neglect the 
boiler. On the basis of such neglect, 
well-informed heating engineers never 
are surprised when low-pressure or 
high-pressure steam boilers need re- 
placement or expensive repairs after 
being used only a few years. 

But what can an oilburner expert 
tell the owner of a large apartment 
house, for example, in answer to the 
question of what to do about treating 
the boiler water using chemicals? That 
terrifically important question often is 
asked by readers of FUELom & OIL 
Heat. It is asked because many oil- 
burner dealers and servicemen recog- 
nize that they have the responsibility 
of giving complete instructions to own- 
ers and operators of large boilers. The 
boilers receive only the attention which 
the oilburner experts outline. If the 
burner men do 
not recommend 
chemical treat 
ment of the boiler 
water, no chemi- 
cal treatment is 
applied to the 
boiler water. 
Heavy responsi- 
bility is involved, 
as becomes ap- 
parent after a 
boiler is damaged 
or ruined and its 


Business of boiler water treatment ex- 
perts is to avoid the type of boiler dam- 
age represented here. For lack of prop- 
er chemical treatment, boiler water at- 
tacked the firetubes of a boiler; section 
of firetube in photograph is just one 
small sample, which shows what hap- 
pened. Oddly, here the firetube cor 
roded through under scale. Scale pre- 
vented escape of water for some time, 
then let go. 


owner learns he was not instructed 
properly by an oilburner man he 
trusted to educate him properly on 
operating and maintaining his boiler. 

The following questions, which came 
from readers of FUELOm & O1L HEAT 
within the last five years or so, indi 
cate how fact and myth often are inter’ 
twined when questions arise about 
using chemicals to condition boiler 
water. 


Reason a cast-iron boiler broke. After this boiler, located 
in New Jersey, was ruined because of failure to treat 1s 
water, blocking of its waterways with lime became clear 
from examining such pieces of the boiler as this. Chemically 
limestone, the white substance in the picture makes short 
work of wrecking a boiler of any type. This same came 
into the Corrosive Research Exhibit the day the FO@OH 
photog was there taking pictures. These two engineers a7¢ 
wondering about the condition of the other two boilers m 
the same boiler room this piece came from. If they are lime’ 
filled also, their owner has a big headache. 
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“What is the chemical to put into 
the low-pressure steam boilers in the 
schools, factories, and apartment 
houses whose oilburners I service? Ob- 
jective of adding chemical is to prevent 
corrosion and attack of metal, and also 
to minimize formation of scale in mud 
legs. Which chemical, how often to 
apply, and in what amount for cast- 
iron and steel boilers fired at rates from 
20 to 75 gph?” 

In asking the above questions, the 
writer of course assumed they could 
be answered. That’s where he went 
wrong! No single, certain chemical can 
be used in all boilers for just the func- 
tion of preventing corrosion and at- 
tack of metal—disregarding the addi- 
tional requirement which the inquirer 
tacked on related to minimizing forma- 
tion of scale in mud legs. 

Another inquiry went like this: “If 





After determining the amount of boiler 
treatment chemical needed, the special- 
ist uses his pump set in this way to feed 
the chemical into this oil-fired low- 
pressure steam boiler. Amount of 
chemical needed monthly depends on 
size of boiler and heating system, on 
amount of makeup water given boiler 
monthly, and on nature of the make- 
up water. As will be brought out in 
future article, owners often are warned 
that their boilers have started receiving 
excessive make-up water; also, as re- 
sult of monthly testing of boiler water, 
owners are given precise instructions 
regarding timing and gallonage of 
blow-downs needed for optimum boiler 
operation. 
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Corrosion Research Exhibit, maintained by the Water Service Laboratories at 
its headquarters, 423 W. 126th St., New York 27, N. Y. Containing hundreds 
of samples from boilers, piping systems, etc. ruined by corrosion, this exhibit 
welcomes visitors. Photo shows but a small part of the unique museum; actually 
it contains hundreds of specimens, all painstakingly cataloged and cross-indexed 
in a way that makes it possible to assemble quickly a collection of specimens 
which demonstrate a certain point or a certain type of metal destruction by 


untreated or improperly treated water. 


steam from boilers is dry and water 
lines do not dance excessively, doesn’t 
that prove no chemical treatment of 
boiler water is needed?” 

Here the inquirer is wrong in con- 
fusing need to clean a boiler with need 
to treat the water with the idea of pro- 
longing the life of the boiler. 

“T cover much territory, so many of 
the big boilers I see get hard water 
from wells, many get hard water that’s 
been made 100% soft by zeolite, many 
get water that’s fairly soft naturally. 
First, isn’t it true there’s no need to 
add chemicals to boilers that get the 
entirely soft water? Second, isn’t it 
true that the naturally soft water is 
less likely to call for boiler-water treat- 
ment than the hard water?” 

First, it is not true that entirely soft 
water, softened by zeolite, needs no 
chemical treatment to make it fit for 
boilers. Water which starts out not 
corrosive or not aggressive before 
chemical treatment will, after soften- 
ing, become outstandingly corrosive or 
aggressive. The softening does not 
eliminate from the water certain dis- 
solved gases which make the water cor- 


rosive. But the softening does remove — 
minerals which, if the water were not’ 


softened, would provide the boilers 
with protective films—films needed to 
protect the boiler metal from attack by 


this water which may be corrosive or 
aggressive because of the certain gases 
dissolved in it. Soft water has very 
little stability. Its corrosivity shifts 
greatly with little addition of the gases 
that make the water corrosive. 

Much of the foregoing applies again 
in making “No” the answer to the 
reader’s second question. In general, 
water which is naturally soft should 
be suspected of being corrosive until 
chemical testing proves it is not. Such 
water contains little or no mineral ma- 
terial, or hardness, which in the case 
of harder water forms a protective film 
on boiler metal. Exceedingly small 
amounts of oxygen or carbon dioxide, 
dissolved in such water, can cause it 
to attack metal. 

The man who asked these questions 
was instructed not to jump to the con’ 
clusion that all hard water is non-cor’ 
rosive. Depending on its nature, hard 
water can be either way—non-corro 
sive or corrosive. 

Carbon Dioxide or COs, dear in 
the heart of the combustion testing ex’ 
pert, is not dear in the heart of an 
expert at treating boiler water chemi 
cally. Dissolved in water, CO, forms 
carbonic acid. Even in considerable 
strength, it’s good for you—it’s the 
carbonated water that you get when 
you order a Scotch and scda. But dis’ 
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solved in water to form a mild car- 
bonic acid, COz is no good for a boiler. 
All you need for a virile attack on 
boiler metal is exceedingly soft water 
with a goodly amount of CO, dis 
solved in it; that’s death to boiler metal. 
And a trace or more of COs is present 
in most of the water you have to feed 
boilers. 


COz Necessary 


Without oxygen or COs, life would 
not be merry—the big idea of breath- 
ing is to take in the oxygen you need 
to remain alive. But the effect of 
oxygen also is feared by the experts 
who determine which chemicals are 
needed to protect boilers, for “oxygen 
pitting” is a scare term to such men. 
Consider this, for example. A new 
boiler was filled with oxygen-loaded 
water. It was not fired, and remained 
idle for two weeks with this water in 
it. That’s all that was needed for 
oxygen pitting to dig in and work its 
way one-third through the walls of 
this boiler’s firetubes. If you want to 
see what did the dirty trick, before you 
go to bed tonight fill a drinking glass 
with cold water. Look at it in the morn- 
ing, and you will see tiny bubbles of 
gas clinging to the inside of the glass. 
If these bubbles were oxygen, from 
cold water and clinging to new boiler 
metal, they would be marking the spots 
at which oxygen pitting is doing its 
best to shorten the life of the boiler. 
The tubes of that new boiler wouldn't 
have been eaten one-third through by 
oxygen pitting, if the boiler had been 
fired soon after it was filled with water, 
or if proper chemicals had been used 
to “mop up” the oxygen of this 
oxygen-loaded water. A boiler which 
has been in use for some time may 
have a beneficial protective film in it 
formed because the make-up water is 
somewhat hard. Such a film makes the 
boiler less susceptible to oxygen pit- 
ting. Somewhat hard water may even 
be better in overall for boilers of the 
apartment-house size and type than 
water that’s uncommonly soft—but 
that’s not to say that treatment for 
hardness ig unnecessary. Deposits 
block the lower waterways of many 
boilers completely, even in areas en- 
joying water not particularly hard, 
with the result that metal receiving 
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V-BELT DRIVE — 
EXCLUSIVELY 


ENTERPRISE pioneered 
V-Belt drive for Hori- 
zontal Rotary Oil Burn- 
ers. For 15 years they 
have been used exclu- 
sively, for greater effi- 
ciency, flexibility and 
economy ! 


LEAK-PROOF 
HINGE DESIGN 


New burner hinge does 
away with troublesome, 
leaky packing glands. 
“O” rings provide for 
positive, long-life seal- 
ing at this critical point! 


VENTURI -TYPE 
IGNITER 


Preferred for automatic 
starting, the ENTERPRISE 
igniter produces a clean, 
torch-like flame that 
eliminates carbonizing, 
provides failure-proof 
ignition. 
““ANGLE-VANE”’ 

AIR NOZZLE 

Provides full flame pat- 

tern control and efficiency 


regardless of firebox size 
and shape! 


*““MEASURED-RATE”’ 
METERING PUMP 


Provides for exact deliv- 
ery of the proper quan- 
tity of oil to the burner 
— regardless of changes 
in temperature and vis- 
cosity. Another ENTER- 
PRISE first! 
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heat from the oil flames is no long- 
er properly water-cooled and burns 
through. In New York, N. Y., for ex- 
ample, where water is soft, specialists 
at replacing the mud legs of apartment 
house steel boilers do a surprisingly 
good volume of business. The building 
up of excessive deposits which stop 
water circulation within a boiler, and 
the accumulation of sludge, are factors 
the boiler-water expert takes into ac- 
count when he prescribes proper boil- 
er water treatment. He also takes into 
account the oxygen pitting that’s been 
described, other types of pitting, and 
corrosion or attack of metal by boiler 
water as well as regular draining, flush- 
ing and mechanical cleaning. 

Balanced thinking by experts is best 
for solving problems of treating boiler 
water chemically. That was brought 
home to me most emphatically about a 
year ago when I sat in the office of a 
consulting engineer. 

“I'm finishing up details of this job 
of renovating a boiler room,” he told 
me. “Installed with all the oilburner, 
control, and auxiliary equipment, this 
300 hp boiler cost its owner over $30,- 
000. So I'm doing my best to insure 
maximum boiler life—am aiming to 
make the boiler’s firetubes last 20 years. 

‘Here’s a paper on oxygen pitting,” 
my friend the consulting engineer went 
on, passing the paper to me. “It’s an 
awful thing that I don’t want to hap- 
pen to this new boiler. I see that in 
power plants they use proper amounts 
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Laboratory analysis of water samples. As many as 160 different water samples 
are received here in one day, and as many as 1,000 tests are made daily. 


of sodium sulphite to mop up every 
speck of oxygen, and so I want to use 
sodium sulphite in this 300 hp boiler 
for the same reason. I’ve got a good 
engineer coming in to discuss such 
boiler water treatment.” 

Soon the engineer arrived. He was 
J. B. Fullman from the engineering 
department of Water Service Labora- 
tories, Inc. He explained to me that 
his company has service depots and 
offices in New York, Philadelphia, and 
Washington, and from them also pro- 
vides service in Wilmington, Atlantic 
City, and Baltimore. The company’s 
aim is to provide complete water treat- 
ing services designed to check corro- 
sion of iron, brass and copper water 
piping systems, and to minimize scale 
and corrosion in air-conditioning sys- 
tems and boilers. 

In the case of a low-pressure heat- 
ing boiler, the Water Service Labora- 
tories, Inc. works in this way: 

1. The laboratory, as its first step, 


ascertains the source of the water that 
comes into the building, which is used 
as make-up water for the boiler. Know- 
ing the source of the water, laboratory 
workers know all about it, for their 
business is to keep close check on every 
source of water that goes into the boiler 
of every client. Close tab is kept at all 
times on all types of water. If water 
coming from wells or _ reservoirs 
changes, the laboratory workers know 
all about the changes. In addition, to 
double check on water analysis, sam’ 
ples of cold water often are brought 
in from boiler rooms the organization 
is serving. 

2. To start serving a new client, the 
laboratory sends a boiler water spe’ 
cialist to his boiler room to (a) make 
an on-the-job analysis of the water in 
the boiler, (b) apply the proper chemi 
cals in the proper amount to serve, 
usually, for one month in the case of 
an apartment house low-pressure heat: 
ing boiler, and (c) obtain a sample of 
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Cats- Jamaica Supply ———-——Private Well- 

P.P.M.* kill Croton Two Locations Brook- Man- 

as Supply Supply a lyn hattan Queens 
CaCOs 22 52 110 216 1,028 148 1,630 
CaCOz 15 32 75 116 582 100 850 
CaCOz 7 20 35 100 446 48 780 
CaCOz 11 34 34 145 238 79 290 
CaCO3 0 0 0 0 9 2 0 
CO2 3 8 44 28 0 0 85 
Cl 3 5 15 19 1,035 54 2,050 
SO4 11 19 55 64 275 46 400 
SiOe 3.5 5 20 25 33 13 32 
ie 7.0 71 6.2 7.0 8.5 8.2 6.8 


Above table brings out the point that within a certain 
city the cold water from faucets and the make-up water 
for heating boilers can differ greatly in different neighbor- 
hoods. That’s why boiler water treatment experts make 
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doubly certain of knowing which kind of water is given 
each boiler they serve. Notice in New York City the total 
hardness of water given a boiler may run as low 4s 

as high as 1630. 
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Heating Publishers, Ine. 
2W. 45th St., N. Y. 36, N. Y. 


0K... . Please ship .......... copies of the New 
Revised Edition of OIL BURNERS by Kalman 
Steiner @ $5.00 each. 


Name es 


.. State 


Enclosed is our (check), (money order). 






Yet, iti easy when you have a new 
Re ised ditio of “Gilh rners”. 


It’s a reliable source of up-to-date information on Fuel Oil, 
Oilburners, Fuel Data, Problems of Oil Burner Design, 
Domestic Oil Burners, Fans & Electric Motors, Fueloil Pumps, 
Ignition Methods, Capacity of Boilers and Warm Air Furnaces, 
etc. It is one of the most complete oilburner books ever 


published. 


You can find the assistance you need in solving today’s oil- 
burner problems. Heating men can keep abreast of the times 
and plan ahead because of the valuable and helpful information 
contained in this New Revised Edition—‘OIL BURNERS.” 
You learn from the creative work of specialists by studying 


their methods, proofs, and conclusions. 
——_o—_ — 


502 pages, twenty-two chapters with illustrations, 
charts and graphs — $5.00. 
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the boiler water, as found before treat- 
ment was started, for the laboratory; 
in the lab, the water will be analyzed 
thoroughly. Detailed records, which 
will be checked every month, are 
started. 

3. On a once-aymonth basis from 
then on, the specialist visits the boiler 
room, analyzes a sample of water 
drawn from the boiler, and applies the 
proper chemicals to condition the boil- 
er water. His on-the-job, monthly 
analysis of the water is backed up every 
three months by a thorough, painstak- 
ing laboratory analysis of a boiler- 
water sample he brings in to the lab. 

“Your aim is, for one thing, to make 
the boiler water exceedingly kind to 
metal,” I said to Mr. Fullman, before 
he started his detailed discussion with 
the consulting engineer. He agreed, but 
quickly added there are several ways 
to do this. 

After explaining the reason he was 
anxious to have sodium sulphite used 
in this new 300 hp boiler, the consult- 
ing engineer asked Mr. Fullman if his 
organization could oblige him by ap- 
plying this particular chemical to the 
boiler. 

“We'll be glad to consider it as we 
check the boiler over thoroughly,” said 
Mr. Fullman. “I can understand what 
you have in mind. You know that 
usually we follow somewhat different 
procedures in cases of low-pressure 
heating boilers, but we are flexible and 
ready to consider anything different 
that you feel may be highly effective.” 

The way things turned out, the 
sodium sulphite was not used to mop 
up oxygen in this boiler. Arriving on 
the job, the engineer from Water 
Service Laboratories, Inc. found that 
the water in this big boiler had been 
treated chemically in a thorough 
fashion, after the new boiler had been 
cleaned out most thoroughly. All this 
had been done at the consulting engi- 
neer’s direction, preparatory to his ob- 
taining an okay from his client, the 
owner of the boiler, for monthly atten- 
tion by Water Service Laboratories. 

“Good chemicals involving a chro- 
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mate were in the boiler when we first 
inspected it,” Mr. Fullman later ex- 
plained to the consulting engineer and 
me. “Sodium sulphite and the chromate 
are incompatible. Each kills the action 
of the other. 

“Good treatment having been 
started, there’s no reason to switch to 
another course than you started on. In 
addition, you are worrying about 
oxygen pitting. Now the fact is that 
adequate chromate protects against 
ANY amount of oxygen in the boiler 
water, so you already have what you 
aimed to obtain using the sodium sul- 
phite. 

“Maintaining proper amounts of 
the chromate is extremely important 
to-be-sure, but our monthly visits make 
that easy for us. 

“Use of the sodium sulphite for 
mopping up the last traces of oxygen 
is excellent practice,” Mr. Fullman 
went on. “But it fits better in a power 
plant, for example, in which air is first 
expelled from water by a deaerating 
feed-water heater, then the water flow- 
ing to the boilers is treated subsequent- 
ly and more or less continuously using 
the sodium sulphite. To duplicate the 
process would be impractical and un- 
economical on a job where we are using 
the once-a-month basis. 

“On some apartment house jobs of 
this type,” Mr. Fullman continued, 
“it’s wise to consider using a special 
formulation of sodium silicate, among 
other things. This comes in many 
forms. Think of it as a mixture of caus- 
tic soda and silicate—or a chemical 





Photo-electric colorimeter. Analyzes water samples for such chemicals as silica, 


derived from sand plus caustic soda, 
Soluble in water, of course, it has ad- 
vantages over straight caustic soda, 

“Used often for low-pressure heat. 
ing boilers, sodium silicate may not be 
suitable for a particular job for special 
reasons, and in that case other chemi- 
cals can be used to gain the identical 
advantages. 

“If you told me not to use sodium 
silicate and not to use chromates, our 
laboratory still would devise two or 
three other ways to protect the boiler 
—to make the boiler water exceeding. 
ly kind to metal,” this engineer said. 

The big thing, it seems, is proper 
control, PROPER CHEMICAL CONTROL. 
Mr. Fullman explained that in this 
fashion. Give a good navigator of a 
ship only an old-fashioned magnetic 
compass, and he can do pretty well in 
reaching his destination. But give a 
complete set of the fanciest, most mod- 
ern navigating instruments to a man 
who is not a navigator, and he can't 
even start out. 

Unless you want to study a new line 
of activity which has much to do with 
chemical engineering, you had better 
recommend specialists—when you find 
yourself carrying the responsibility of 
having to tell owners of your big oil- 
burners what to do about making cer- 
tain their big boilers will not be ruined 
for lack of proper treatment of boiler 
water. More information on boiler 
water conditioning will appear in a 
follow-up article, covering specific in’ 
stances where water conditioning was 
used and the results it produced. 


phosphates, sulfates, chromates, etc.—brings out pointers highly important ™ 
efforts to “make boiler water extremely kind to metal.” 
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Cleaver-Brooks announces 
pocket fuel-cost Calculator 


A “SLIDE-RULE” type, pocket size cal- 
culator showing comparative fuel costs 
of coal, gas and oil has been announced 
by the Hev-E-Oil Burner Division of 
the Cleaver-Brooks Co., Milwaukee, 
Wisc. 

Designed so that the user can quick- 
ly determine his yearly fuel savings 
when replacing his present heating 
equipment with oil, the calculator ob- 
tains its result by determining the cost 
of steam from the price of fuel and the 
eficiency of the boiler-burner. 

On the reverse side of the rule, the 
user can determine the percent of sav- 
ings and also yearly dollar savings to 
be had by the installation of Hev-E-Oil 
burners. 

The calculators may be obtained 
from either local Hev-E-Oil burner 
dealers or by writing direct to the 
Cleaver-Brooks Co., Hev-E-Oil Burner 
Division, 326 East Keefe Ave., Mil- 
waukee, Wisconsin and 
twenty-five cents. 


enclosing 


Zonolite Company revises 
Vermiculite data Book 


FEATURING OVER 40 industrial appli- 
cations, the 1955 revision of the Ver- 
miculite Data Book published by the 
Zonolite Co., Chicago, Ill., is now 
ready for distribution. 

The book describes Vermiculite’s 
chemical and physical properties, and 
has been brought up to date to famil- 
larize researchers with latest research 
findings and practical uses of the min- 


Also included are discussions of 
Vermiculite’s chemical composition, 
crystal structure, surface area, pH 
buffering capacity, water vapor ab- 
‘rption, water liquid absorption, bulk 
density, and sieve analysis. A three- 
page section describes the mineral’s use 
in terms of catalytic, dielectric, filler, 
insulation, lubrication, and thermal 
‘xpansion characteristics. 

Included for the first time in the 
book is a selected bibliography along 
with a list of Vermiculite publications. 


Copies of the 16-page data book are 
wailable by writing to the Company's 


- at 135 S. LaSalle St., Chicago 
l 
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Indirect Gas Fired Fuel Oil Heater 
Generates its own supply of 
steam for heating the oil! Ap- 
plicable to any type of oil fired | 
apparatus. A radically new de- 
velopment! 


~— STRAIGHT TUBE TYPE (Steam) © 





—™™ TANK SUCTION 
‘BELL HEATER ° 
(Steam or Hot Water) 
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ALL PARACOIL Fuel Ov! Heaters 
carry the stamp of approval of the 
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Hot Water Heaters 


DAVIS 
ENGINEERING, 


CORPORATION 
1064 East Grand St., Elizabeth 4, N. J 
30 Rockefeller Plaza, New York 20 


“PARAPROBE” Fuel Oil Heater 


(For Below-The- 
Water-Line Service) ~ 


Guards against oi! leaks and automot- 
" jeally shuts down ail burner and pump 
in event of oil heater failure. A posi- 
tive protection agcinst oil in the boiler. 
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ROBLEMS ASSOCIATED with standby 
fueloil supply service, to insure 
continuous boiler operation during 
temporary electrical power failures, 
have been met by the municipal pow- 
er plant of the City of Burbank, Calif. 


| The heart of the system lies in a 
dual drive De Laval-Imo fueloil pump 
(shown in the accompanying illustra- 
tion), which is mounted on a common 
bedplate with a 50 hp single speed 
motor and a turbine supplied with 250 
lb. steam pressure. This pump, its mo- 
tor, and turbine, make up the standby 
unit to substitute for a sister pump- 
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costs and 
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sae Kraiss| separators com- 
STANDARD pletely eliminate costly 
ied aieiemenh of expendable- | 
5 type filters—and reduce your | 
AND critical supply problem. No | 
z ; tools needed to restore original | 
HIGH efficiency within minutes — | 
iat bronze wire-cloth basket is in- 
PRESSURE - stantly and easily removed for | 
me cleaning, keeping maintenance 
costs to minimum. 
Specify Kraissl separators on 
your next installation—design 
 Kraissl economy into your own 
p burners . . . for any practical 
degree of separation — from | 
straining to filtration. 
Complete range of sizes—from 
1/4," to 6"; pressures to 500 
ee psi. Cast-iron, bronze, steel, 
ee stainless-steel, aluminum, monel 
or special metals to your speci- 
fications. 


Bulletin A-1214 gives full data— | 
write for your copy today! 
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Imo Pump installed for standby 
fueloil System at power Plant 


motor-turbine unit should it fail for 
any reason. 


The emergency arrangement is part 
of a new unit added to three existing 
power generating units. It increases 
the capacity of the plant by 30,000 
kw, raising total capacity to 70,000 
kw plus a 5109 kw share of Hoover 
Dam output. Peak load has grown 
from 4837 kw in 1935 to 63,800 kw 
in 1953, with energy consumption in 
1953 being 326,605,000  kilowatt- 
hours. 

The turbines in this set-up are De 
Laval mechanical drive units and are 












designed to heat BEST . . . for LESS! 


Reduce heating costs... 


MODEL JR & D4R 


Burn up to No. 5 


Grade Fuel Oil to a skyscraper... 








RAYFIELD-STAFFCO 


AUTOMATIC OIL BURNERS 


increase 
profits! Diesel principle, conversion 
installations and rotary units for any 
grade of fuel oil. From a bungalow 
there's a 
dependable, long-lasting Rayfield- 
Staffco Oil Burner to profitably solve 





MODEL L-3 


your heating job. For Fuel Oils up to 
WRITE TODAY for information on No. 3 Grade 
MODEL VEAR our complete line. 
For No. 5 and 6 
Fuel Oil RAYFIELD-STAFFCO BURNER CO. 
2066 CANALPORT AVENUE CHICAGO 8, ILLINOIS 
7 February 
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supplied with 250 lbs. of steam pres- 
sure. They provide additional insur- 
ance against interrupted service. The 
turbine is normally driven by the mo- 
tor on a common shaft with the pump. 
When pump speed drops 150 rpm be- 
low normal motor speed of 1150 rpm, 
the turbine governor opens the throt- 
tle valve and pump speed is main- 
tained at 1,000 rpm by the turbine, 
thus providing uninterrupted fueloil 
supply pressure and capacity. 

The standby pump is kept warm 
and idling at all times, by allowing 
discharge pressure from the operating 
pump to bypass the idle pump dis- 
charge check and stop valves through 
a 4” line, driving the idle pump in 
reverse at approximately 30-40 rpm, 
thus maintaining a small continuous 
flow through the pump to the suction 
line. 


Pumps idle in Summer 


In the summer, during periods of 
gas firing, both pumps are idled in a 
similar manner by a smaller De Laval- 
Imo fueloil pump driven by a 1/2 hp 
motor. It circulates 10 gpm of fueloil 
which is picked up from the suction 
header of the main pumps and dis- 
charged into the main pump discharge 
header. From this point a portion of the 
oil goes through fueloil heaters, dif- 
ferential pump (30 hp), burner front 
Piping, and back to the fueloil day 
tanks. The remaining oil returns to the 
xiction header through the 34” main 
pump discharge check and stop valve 
bypasses, driving both main pumps in 
teverse. In this manner the fueloil sys- 
tem is kept continuously warm and in 
readiness. 

Since the motors are across-the-line 
start, provision was made to protect 
pump and motor from overload shock 
following starts with cold and viscous 
ail. The pump is accelerated slowly by 
the turbine to avoid excessive loads 
and pressure on the equipment. When 
speed has been brought up to 1000 
tpm, the motor is cut in and the tur- 
bine governor automatically closes the 
throttle valve, stopping steam flow to 
the turbine. Steam is supplied to the 
turbine system by either Unit No. 3 
o% Unit No. 4 at 250 pounds. Units 
Numbered 1 and 2 can also provide 
125 pounds. 
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engineers 


Carefully selected from a wide range 


of construction materials 
»> Full protection against corrosion 


» M & L Guarantee against defects in 


workmanship and materials 


You can be sure of all these if you specify a 


There’s a type for every fuel oil heat- 
ing need—commercial or industrial. 


They meet the standards of the Fuel 
Oil and Water Heater Manufacturing 
Association. 


Send for our complete catalog includ- 
ing data on the new M & L Fuel Oil 
Guardian Heater (832-52-SA).” 


*New York City Approval No. 
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New York Tech announces 
industrial burner Course 


A SPECIAL COURSE in industrial oil- 
burner installation and service has been 
announced by the New York Techni- 
cal Institute, designed to train and af- 
ford practical experience. Dr. A. 
Schure, director of the school, explains 
the course will combine theory and 


shop practice while covering industrial 
burner installation and servicing. In 
addition, instruction will prepare stu- 
dents for New York City license ex- 
aminations and will include typical 
municipal code and tests. 

The evening course encompasses 75 
hours of instruction distributed over 
five weeks with classes from 6:30 to 
10:15 P.M. March classes now are 
forming and special housing provisions 
will be made for out-of-town students. 

The curriculum for the course lists 
these topics: Industrial fueloils; stor- 








Save Time and Trouble... 


Install PETROMETER 


TAKE 
ADVANTAGE 
OF THESE FEATURES: 


Large, easy-to-read vertical scale gives 
tank contents at a glance. Eliminates 
the cumbersome measuring stick. 
The gauge can be installed at any 
elevation and up to % of a mile 
away. 


No troublesome moving parts—oper- 
ates on the sound principle of the 
U-tube. Simple, dependable and ac- 
curate. 


Easy to install—the tank assembly for 
the gauge can be installed when 
the tank is empty or when contain- 
ing liquid. It can also be installed 
separately to complete the tank 
work. The gauge can be connected 
any time later. Just tighten one sim- 
ple connection and the job is com- 
plete. 


FOR TANKS 20 INCHES TO 50 FEET DEEP. 


LIQUIDEPTH 


INDICATORS, 
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Remote 
Reading 


TANK 
GAUGES 
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FULL YEAR GUARANTEE ON ALL GAUGES. 
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43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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age; installation and piping of storage 
tanks; preheaters; horizontal rotary 
burners; air and steam atomizing burn- 
ers; combustion chambers; boilers and 
boiler loads; control systems; trouble 
shooting. Included also is at least one 
field trip to inspect an actual installa. 
tion. 

Complete information may be ob- 
tained from New York Tech, Oil 
Burner Div., 500 Pacific St., Brooklyn, 
N. Y. The school also offers day and 
evening classes in domestic oilburner 
instruction, airconditioning and refrig- 
eration. 

fe 
H. Lieblich Co. issues Brochure 
on maintaining large Burners 


A BROCHURE designed to instruct real 
estate owners, building superintend- 
ents, architects and contractors in tech- 
niques for more economical and effi- 
cient heating is being offered free by 
H. Lieblich & Co., Inc., heating engi: 
neers and contractors, 36 W. 66th St., 
New York City, distributors of §. T. 
Johnson equipment. 

Divided into daily, weekly, monthly 
and yearly sections it subdivides each 
period into what-to-do, how-to-doit 
and what-can-happen-if-it’s-not-done 
columns. Instructions are specified for 
boilers, burners, combustion chambers, 
and preheaters. 

The basic premise of the booklet is 
that proper maintenance results in long 
range economy. Many time-tested rec’ 
ommendations from heating engineers 
are listed in “Tips to Successful Oil 
Burner Maintenance.” 


M-H Industrial Division ribs 
Industry with 1955 Calendar 


ITS POPULAR satirical calendar has been 
distributed again to some 65,000 bus 
nessmen by the Brown Instruments Dir 
vision, Minneapolis-Honeywell Regu’ 
lator Co., Philadelphia. 

Created by Captain William Craw’ 
ford Eddy, U.S.N. (Ret.), the calen 
dars have followed the same format for 
the 12 years. The calendar includes 12 
cartoons treating the automatic fac’ 
tory, engineering secrecy, aircondition’ 
ing, the do-it-yourself craze, and 
science-fictionized electronic brains. 
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Gales Literature 


ILLINOIS ENGINEERING: Condensed 
catalog, Bulletin 110, considers five 
major types of steam heating systems, 
with and without control, and their 
line of valves, traps and steam power 
specialties, and features the company’s 
“Selectotherm” system. Also described 
are a steam heating system for installa- 
tions that are zoned, that use steam for 
purposes other than heating, and that 
use steam supplied by central stations. 

Ilinois Engineering Co., Div., of 
American Air Filter Co., Inc., 2035 S. 
Racine Ave., Chicago 8, Ill. 


BRISTOL: General bulletin, pM035, lists 
and illustrates their line of recording 
automatic controlling, and telemetering 
instruments, and features the new line 
of Metagraphic Pneumatic Transmis- 
sion instruments. Also described are 
recorders and controllers for tempera- 
ture, flow, liquid level, mechanical mo- 
tion, running time, count, and opera- 
tion, and speed, along with various 
dectrie and electronic instruments, for 
measuring variables that can be trans- 
lated into electrical quantities. 

The Bristol Co., Waterbury 20, 
Conn. 


MANNING & LEWIS: Twenty page, 2 
color catalog covering fueloil preheat- 
as provides detailed information as to 
dimension, capacities and installation 
diagrams. Two pages, with tables to 
help dealers select the correct fueloil 
heater for any heavy oilburning in- 
tallation, are included. An additional 
feature is a section which has been de- 
wted to a fueloil heating quiz where- 
by pertinent questions on heating with 
fueloil are asked and answered. 
Manning & Lewis Engineering Co., 
842 Ogden St., Newark, N. i 


SURKHART: Two double page pam- 
rhlets contain information on the 
Consolidated Duo” boiler for satu- 
rated and super-heated steam, and in- 
tlude specifications and engineering 
vata. One folder emphasizes fuel sav- 
ngs, while the other stresses the com- 
pattness of the unit. 

Burkhart Eng. Assoc., Inc., 
untington Ave., Boston, Mass. 
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ADVANCED 
DESIGN 
SETS NEW 
HIGH 
STANDARD 





EASIER INSTALLATION *e MORE ADAPTABLE ¢ 
INSURE LONG, TROUBLE-FREE OPERATION 













INTERCHANGEABLE 
INLET PANELS 


AUTOMATIC BELT TENSION— 
MOTOR MOUNTED ON SPRING BASE 











( NO LUBRICATION NEEDED 








FAN AND BEARING 
ASSEMBLY EASILY 
WITHDRAWN FROM CASING 





[ No FIELD ALIGNMENT REQUIRED | 








Wing Draft Inducers furnish positive uniform draft regardless 
of wind or weather conditions. They eliminate the need for tall, 
costly chimneys. Smoke and soot are reduced and boiler 
efficiency is improved. Higher CO,’s and better fuel consump- 
tion result. Write for Bulletin I-55. 


L. J. Wing Mf9.Co. 


66 Vreeland Mills Road 
Linden, N.J. 
Factories at Linden, N.J. and Montreal, Canada 
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Insulation cuts steam Costs 


for residual fueloil ‘Tanks 


HE FUEL OIL CORPORATION of 

River Rouge, Michigan, was 
faced with a serious problem when its 
supply of steam, needed to heat heavy 
fuel oil was curtailed. 

The company had been using waste 
steam from a nearby steel plant. How- 
ever, the steel firm required the steam 
for other purposes and was unable to 
supply an adequate volume. 

Fuel Oil officials decided to insulate 
the massive tanks, so that the neces- 
sary 120° F. temperature could be 
maintained constantly, and without 
excessive steam costs. 

Over 50,000 square feet of Foam- 
glas cellular glass insulation was ap- 
plied to the four tanks, the largest of 
which measures 117 ft. in diameter 
and is 41 ft., 10 in. high. 

Foamglas, a development of the 
Pittsburgh Corning Corporation, Pitts- 
burgh, Pa., is impervious to moisture 
between fibers, destroying its value 
and, being cellular glass, is highly re- 
sistant to acids and acid fumes, and 
will not rot or deteriorate. This was 
an important factor to the Fuel Oil 


One of the four fueloil storage tanks 
covered with Foamglas cellular glass 
insulation for the Fuel Oil Corp., River 
Rouge, Mich. 





Blocks of 2” thick Foamglas insulation 
being applied to storage tank of Fuel 
Oil Corp., River Rouge, Mich., show- 
ing the method by which they were 
banded in place, after which asphalt 


coatings were added. 


Corporation since the tanks are located 
in a heavily built up industrial area. 
In installing the insulation, 2-inch 
thick blocks of Foamglas were banded 
to the tank. These were then sprayed 
with a coat of asphalt cutback. As- 
phalt-impregnated glass fabric was 
imbedded in this coat and asphalt cut- 
back sprayed on as the final coat. 
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Installing Foamglas. After being band- 
ed in place, the insulation was sprayed 
with an asphalt cutback. Then an as- 
phalt impregnated glass fabric was im- 
bedded in this coat and a final spray 
coat of asphalt cutback applied. In- 
sulation contractor was G. H. Gotshall 
Co. of Detroit. 


o 


+o 


Com.-Ind. Burner Shipments 
improve during November 


SHIPMENTS OF commercial-industrial 
oilburners, as reported to Oil-Heat In- 
stitute of America, Inc., New York, 
N. Y., showed improvement during 
November. Totals for the month were 
3% better than in November 1953 
and dropped only 8% from October 
1954 figures. The previous year the 
drop from October to November had 
been 18%. 

Totals for eleven months of 1954 
were 34,904 through November, 11% 
down from 39,310 the previous yeat. 
November totals for all types of burn: 
ers were: 4,031 compared with 3,912 
in November 1953. 

Horizontal rotary cup  oilburners 
during November totaled 1,129 and 
12,202 for the first eleven months of 
1954; high pressure and low pressure 
gun burners for the same periods to 
taled 2,572 and 19,480; air and steam 
atomizing oilburners were 40 and 609. 

Combination oil and gas burners te’ 
ported for November and eleven 
months of 1954: Horizontal rotary 
types, 90 and 1,312; gun burners, 179 
and 1,132; air and steam atomizing 
units, 290 and 2,613. 
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Here's a Book on 


COMMERCIAL & . 
INDUSTRIAL 
oilburning 





to help you: 


@ Installing 
big boilers 


¢ New Techniques 
for heavy oil 


® Oil preheating 
problems 


The book, “COMMERCIAL-INDUSTRIAL OIL- 
BURNING,” contains a series of articles on the sub- 
jects that have appeared in the magazine FUELOIL 
& O1L HEAT, including 12 features by Kalman 
Steiner on the “Design of the industrial installa- 


tion.” 


This series begins with a brief “Introduction to 
industrial Oilburning” and then discusses in suc- 
cession, computing boiler load and selecting 
burner size, combustion volume, boiler types and 
firebox construction, water tube boilers, selection 
of burner and accessory equipment, boiler settings, 
function and operation of primary controls, other 
controls, function and application of fueloil pre- 
heaters. Plus other outstanding features. 

This 80-page book is available with self-cover, 
8% x 11 page size, profusely illustrated with 
photographs, charts and diagrams. Price: $2.00. 


Please remit with order. We pay postage. 


Heating Publishers, Inc. 
2 West 45th St. 
New York 36, New York 








SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
ee 


Industrial 
Ovens 


Power 
Gas Burners 


WHAT IT DOES 


The : Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 


Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. FREE | 


Canadian Distributor: Ontor Laboratory, Ltd. aictaviay:) 
111 Tycos Drive, Toronto 10, Ont. 
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BEACON RADIATION BOOK 


The second printing of the Beacon RapIATION 
REFERENCE Book & Heat Loss Guin is now avail- 
able. A reprint of the original edition, published 
in 1946, the new issue reproduces the entire series 
of tables showing heat loss requirements for rooms 
of various sizes. Range of rooms covered begins 
with those measuring 5 ft. x 5 ft. and continues 
up to rooms with 20 ft. x 30 ft. dimensions. $4. 


HEATING PUBLISHERS, INC. 
2 West 45th Street New York 36, N. Y. 
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ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... 


GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E. 

code constructed * National board registered * Modern welded 

X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. 
STEEL BOILER INSTITUTE CAPACITY RATED 


(Your assurance of reserve power) 
Boiler sizes for all industries. Write for name and 


address of your nearest Gabriel! Boiler dealer. 


BOILER ican" 


1428 N.W. 14th AVENUE © PORTLAND 9, ORE, 
BUILDERS OF FINE BOILERS 
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M-H Industrial Division adds 


42 Engineers to sales Force 


THE INDUSTRIAL DIVISION of Minne- 
apolis- Honeywell Regulator Co., Min- 
neapolis, Minn., recently added 42 
sales engineers to the field sales force 
in 25 branch offices located in 23 U. S. 
and two Canadian cities. 

The engineers are all graduates of 
the Division’s training school in Phila- 
delphia. In addition, 18 service engi- 
neers were assigned to 12 U. S. and 
one Canadian city. 

The new appointees include: Wil- 
liam N. Wallace, Stig G. Gavelin and 
Richard P. Ash, San Francisco; Jack 
Phillips and John M. Robinson, Los 
Angeles; Joseph H. Mitchell, John M. 
Kennedy and Ronald L. Anderson, 
Houston; Henry R. Rivitz, William E. 
Ware and Henry T. Vaders, Philadel- 
phia; Walter W. Johnson, Columbus; 
Frank A. Patterson, James R. Alex- 
ander, Owen N. Smith and Kingsley 
G. Drake, Montreal; Reuben E. Hop- 
kins, Peoria; William D. Robertson, 
Louis H. Johnson and Joseph T. Eng- 


land, Union; Raymond S. Johnston, 
Dayton; John P. McSweeney, Cleve- 
land, and Herbert D. Couture, Char- 
lotte. 

Also, Robert L. Muha and Tom J. 
Chakos, Chicago; Francis J. Deinzer, 
Buffalo; Bruce M. Harman, Baltimore; 
Robert H. Schaffer, Detroit; Clarence 
L. Ledin, Boston; James B. Harper, 
Clifford R. Hawker, Ralph Parker 
and Walter Harasym, Toronto; Delos 
P. Young, Portland, Ore.; Eldred E. 
Jones, Wichita; Gordon D. Fourman, 
Knoxville; Richard T. Flanagan and 
Edward J. Herold, New York; James 
W. Lovill, Cincinnati; Earl J. Finear, 
Dallas; Raymond J. Miotke, Milwau- 
kee, and Alvin E. Smith, Seattle. 


Bristol expansion Program 
is nearing Completion 


CONSTRUCTION WORK on an expansion 
of the manufacturing plant of The 
Bristol Co., Waterbury, Conn., is ap- 
proaching completion, it was revealed 
recently. 

In addition to the manufacturing 
and heat treating facilities which have 





been enlarged to process a much larger 
volume of instrument parts, an expan- 
sion in office space is being carried out, 
to provide added room for the engi- 
neering and research departments. 

At the same time, it was announced 
that the application engineering depart- 
ment had moved into a new office 
building addition. The facilities will 
enable the company to broaden the 
scope of its work in developing new 
methods of applying automatic con- 
trolling, recording, and telemetering 
instruments. 


Barrow Oil Burner Corp. named 
Distributor for Cleaver-Brooks 


WHOLESALE AND RETAIL distribution 
of Cleaver-Brooks Hev-E-Oil Burner 
equipment in Manhattan and Queens 
will be handled by the Barrow Oil 
Burner Corp., New York City. 

The company has been in the heat: 
ing industry for 40 years and associated 
with Cleaver-Brooks equipment for 
some time as a dealer. Martin H. 
Schulman will be in charge of the dis. 
tributorship. 
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Write TODAY! 


Engineer Eugen Fehr. Zurich 6 
Winterthurerstr. 156, Switzerland 
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Gives excel- 
lent control on 


Type B 
3/4" and 1” 





1860 BROADWAY 















eet Every Code 


with 


PREFERRED 


ANTI-SYPHON 
VALVES 


Industrial 


Type A 
1 W4"" to 3” 





Non-Adjustable—Angle Type for conven- 
ient installation. 

Heavy Bronze Construction. Approved by 
Underwriters’ Labs., Inc. 

TYPE A—114," to 3”. Maximum capacity fo 
1000 G.P.H., with #5 and #6 oil. 

TYPE B— 3,” and 1”, Maximum capacity fo 
100 G.P.H., for #1 to #5 oil. 

TYPE C—-%” and 1". Maximum capacity 


to 30 G.P.H. of #1 to #3 oil. —> 
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NAHB names Smith Pres. 
as 20,000 attend Convention 
FARL W. SMITH, El Cerrito, Calif., has 
been elected president for 1955 by the 
National Association of Home Build- 
ers at their 11th Annual Convention- 
Exposition held at the Conrad Hilton 
and Sherman Hotels, Chicago, Iil., 
during January 16-20, with over 20,- 
000 industry personnel in attendance. 
Smith succeeds Richard G. Hughes of 
Pampa, Texas. 

Among the speakers at the Conven- 
tion were Albert M. Cole, Adminis- 
trator of the Housing and Home Fi- 
nance Agency, and retiring President 
Hughes. Both men called the Conven- 
tion’s attention to problem of slum re- 
habilitation and minority housing, and 
noted that as the Government with- 
drew from subsidizing the home-build- 
ing industry, it was the responsibility 
of private enterprise to move into this 
sap, for otherwise the Federal Govern- 
ment would have no alternative but to 
remain in the field. 


Four point Program 


Along this line, Hughes listed four 
major points which should help to fa’ 
clitate such a program: 

1, Lenders should set aside at least 
10% of their investment funds for 
lans in the minority fields, and more 
specifically, Negro institutions should 
be in the forefront of the effort. 

2. Builders, as a group, should pledge 
at least 10% of their overall produc- 
tion efforts, to building homes for 
minorities. 

3. A coordinated drive should be 
made to provide convenient and well- 
jlanned building sites in sufficient 
quantity to meet the local demand for 
minority housing. 

4. Minority groups should encour- 
age, within their own ranks, more 
home builders. 

In addition to the speakers, a series 
of panel discussions were held includ- 
ig a symposium entitled “The Eco- 
nomic Outlook for 1955—Its Implica- 
tons for Home Building.” 

Members of this group included 
Ewan Clague, special assistant to the 
Secretary of Labor, Washington, 
D.C.; Edwin B. George, economist, 
Dun & Bradstreet, New York, N. Y.; 
Dr. George Conklin, Guardian Life 








Insurance Co., New York, N. Y.; and 
Nathaniel H. Rogg, NAHB Economist 
Washington, D. C. 

The general consensus of the par- 
ticipants held that 1955 would be a 
year of increasing opportunity, and 
their outlook was one of cautious op- 


, 


timism. The following comments are 
typical: “The forces this year are for 
a rise in the economy,” Dr. Conklin; 
Business prospects are “fairly 
bright,” George; 
More people want to buy houses, 
and mortgage money is plentiful, fur- 


ther, building costs would remain 
stable, and “There is no sign of a great 
Rise,” Clague. 

The panel felt that there would be 
a full supply of labor to handle the rise 
in home building volume. 

It was also predicted at the meeting 
that the home-building industry would 
erect its ten millionth post-war home 
by mid-1955, and that before 1965 
would reach the 20 millionth mark. 

Of the more than 300 exhibitors at 
the Convention, the heating industry 
was represented by 57 organizations. 
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YOU'LL SELL MORE 
. with the NEW 


... PROFIT MORE . .. 


A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE FAMOUS 


ACME 
TURBOSTAT HEAD 


AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
F efficiency to much higher 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 


A COMPLETE LINE OF OIL BURNERS FOR YOUR STANDARD AND SPECIAL REQUIREMENTS. 
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55 to top building Records, 
says Department of Commerce 


ia U. S$. DEPARTMENT of Com- 
merce in its monthly report to 
industry recently predicted for 1955 a 
increase of 7% over the 1954 record 
level of new construction. According 
to the Department, new construction 
activity is expected to reach $39!/, bil- 
lion in 1955 as compared to $37 billion 
in 1954. 

This anticipated volume of con- 
struction is based on the assumptions 
that the international situation will re- 
main virtually unchanged, and business 
activity will remain at relatively high 
levels. Other premises are that dispos- 
able income of consumers will con- 
tinue at a record rate; there will be 
sufficient capital funds available to fi- 
nance a large volume of construction 
at comparatively favorable rates; and 
that construction costs will remain rela- 
tively stable. 


Residential Building 


Residential building (nonfarm) is 
expected to increase by 13% to $15 
billion and to account for 55% of pri- 
vate construction during 1955. The 
Department anticipates that private 
dwelling units started this year will 
exceed last year’s high by 100,000. The 
total public and private housing units, 
1,300,000, estimated to get under way 
next year would make 1955 second 
only to the peak year of 1950, when 
1,400,000 were started. 

Current prospects are that commer- 
cial construction will continue to ex- 
pand to a new high of $2.3 billion with 
the emphasis on new stores and shop- 
ping centers. Religious and private edu- 
cational building is also expected to go 
up as will pipeline and electric plant 
expansion. Public utility expansion will 
probably hold to 1954 levels. 

Construction is expected to decline 
in railroad and gas utility, and manu- 
facturing plant expansion. 

Nearly all types of state and local 
public works will probably increase. 
The value of expenditures on state and 
locally-owned projects, for which a 
new high of $8 billion appears likely 
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for 1954 may reach $9 billion in 1955. 
Highway construction probably will 
reach a new high of $4.2, nearly one- 
fifth above °54. Outlays to provide new 
public schools are expected to increase 
16%. 

Outlays for direct Federal construc- 
tion, which declined substantially in 
1954, will show a further reduction 
next year. 

The Department arrived at its 1954 
figures shown in the accompanying 
table on the basis of current contract 
award trends and the unprecedented 





volume of uncompleted active work 
under way during the last two months 
of 1954. Figures are complete through 
October which was 8% above October 
1953. 

&, 


“9 


1954 Census of Business 
to include Petroleum 


INCLUDED IN the 1954 Census of Busi- 
ness, for which data now are being 
collected by the Bureau of the Census, 
Department of Commerce, are three 
categories relating to the petroleum 
business. 

These cover information on bulk 
plants and distributing terminals un 
der Forms 62, 62A and 62B. The data 
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Outlook for New Construction Activity 
Continental United States,* 1954 and 1955 
(Millions of dollars) 


Type of Construction 


Total new construction 
Private, total 


Residential (excluding farm) 
New dwelling units 
Additions and alterations 
Nonhousekeeping 


Nonresidential building 

Industrial 

Warehouses, office and loft buildings 
Stores, restaurants and garages 

Other nonresidential buildingy 


Farm construction 

Public utility 

Railroad 

Telephone and telegraph 
Local transit 

Pipe line 

Electric light and power 
Gas 

All other private 

Public, total 

Residential 

Nonresidential building 
Industrial 

Educational 

Hospital and institutional 
Other nonresidential building 
Military facilities 

Highway 

Sewer and water 
Miscellaneous public services 


Conservation and development 


All other public 


Percent 
1954 1955 Change 
37.000 39,500 Pict] 
25,525 27.400 +7 
13,305 15,000 +13 
11,890 13,475 +13 
1.120 1,200 +7 
295 325 +10 
6,140 6.400 + 4 
2.000 1.850 — § 
955 1,000 +5 
1.200 1,300 + 8 
1.985 2.250 +13 
1,560 1,450 7 
4.400 4.425 + 1 
375 325 —fi 
625 650 + 4 
25 25 0 
300 325 + 8 
1.900 1,950 5 or 
1,175 1,150 —2 
120 125 + 4 
11,475 12,100 a p's 
340 250 —26 
4,605 4,450 7 
1.570 1.050 —33 
2.070 2,400 +16 
350 400 +i 
615 600 —2 
935 1,100 +18 
3.550 4.200 +18 
975 1,050 + 8 
200 215 + 8 
720 675 — 6 
150 160 +7 


*Joint estimates of the Department of Commerce and the Department of i 
+Includes Religious, educational, hospital and institutional, and recreational building. 
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NEW LP SPRAY NOZZLE 


is the right answer to demands for efficient low pressure oil 
and air applications. Dimensionally compatible with high 
NEW “SUPER FINISH”’ pressure nozzles. For use with Sundstrand Low Pressure Pumps. 


BURNER NOZZLE 


features high quality stain- 
less steel tip, disc and lock- 
nut for highest heat resis- 
tance and long wear. 


PROVED BURNER FILTER 


adds service life to oil burners. 
Extra large sump catches foreign 
matter... extra large filter arec 
for thorough filtering. Another 


NEW HP COMBUSTION HEAD economy sales feature! 


can save up to 30% in fuel bills—a big sales point—through 
combustion efficiency developed by EDDINGTON. Easily 
adaptable to conventional burners. 


For information on EDDINGTON products, write 
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submitted on these forms, reports on 
the types of business, number of trucks 
operated, breaks down sales by type 
of product. 
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OHI of New England offers 


a School of Salesmanship 


AIMED AT PROVIDING the oilheating 
companies’ sales organization with a 
proper grounding in the basic tech- 
niques and fundamentals of modern 
selling, the Oil Heat Institute of New 
England is offering a School of Sales- 
manship for the oilheating industry. 
The instructor will be Howard Lewis, 
a sales consultant and sales trainer. 
Topics to be considered at the three 
sessions in each area include: Selling 
oilheat vs. gas; selling a new oilburner 
and replacing old equipment; selling 
a fueloil contract; selling such oilburn- 
ing accessories as thermostatic controls, 
water heaters, safety controls, etc.; 
how to keep present customers sold; 
selling other related items; how to open 
an interview; turning prospect objec- 
tions into sales; and closing sales. 





A text book will be given summing 
up the principles discussed in each of 
the three sessions, which are spaced one 
week apart and run for three consecu- 
tive weeks, and the locations and dates 
are as follows: Springfield, Mass., 
Y. M. C. A., February 1, 8, 15; New 
Haven, Conn., Y. M. C. A., February 
2, 9, 16; Hartford, Conn., Hotel Bond, 
February 3, 10, 17; Newton, Mass., 
Newton Y. M. C. A., March 1, 8, 15; 
Providence, R. I., Narragansett Hotel, 
March 2, 9, 16; and Salem, Mass., Ho- 
tel Hawthorne, March 3, 10, 17. 
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Double-glass Windows save 
Oil, states U. of Illinois 


THE SMALL HOMES COUNCIL at the 
University of Illinois, Urbana, Ill., re- 
cently issued a study showing that 
double-glass windows can save as much 
as 340 gallons of oil during the heat- 
ing season. 

The study was based on experiments 
carried out in a home having 20 aver- 
age-sized windows in Springfield, Il. 
It points out that economy is only one 











of the benefits of insulating windows, 
greater comfort is another. 

The year-round installations of 
storm sash, storm panels, sealed dou- 
ble or triple glass reduce heat gain 
from the outdoors and can also reduce 
the size of the airconditioning plant 
required. Screens, it is pointed out, 
should cover only the part of the win- 
dow opened. To cover more is unnec- 
essary expense and reduces light 
through the window. Full screens block 
out approximately 50% of available 
daylight; half-screens 15%; painted 
screens more than unpainted. 

Copies of the circular are available 
on request to the Small Homes Coun- 
cil for 10¢ a copy. 
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French oil companies accept 
Fueloil sales Restrictions 


ACCORDING to a recent report published 
in The Journal of Commerce, New 
York, Frenchmen desiring to improve 
their standard of living through in 
creased heating efficiency on either the 
domestic or industrial level by con 
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boiler! 
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JUST THE facts 


DYNATHERM 


@ The Bethlehem DYNATHERM creates Satisfied Customers . . . gives them more 
for their money in Fuel Economy, Compactness, Comfort and Convenience! 





@ The Bethlehem DYNATHERM offers all the features that make your sale easier... 
The Whirling Flame, Unit Engineering, "Thermos Boitle’ Insulation, Beautiful 


@ The Bethlehem DYNATHERM costs amazingly little more than converting an old 


A few exclusive Bethlehem Dynatherm territory Franchises are 
still available. Wire or write immediately for full information. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


225 WEST SECOND STREET °° 


s$¢ ( THE BETHLEHEM 
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NOW! FINNED TUBING 


makes them even more efficient! 







Compact GENERAL 


All-Copper 
Tankless Heaters 


Now your customers will get more water-heating 
eficiency than ever with GENERAL All-Copper 
Tankless Heaters! These performance-proven heaters 
now contain integral finned tubing ... provide a 
much larger heat transfer surface in the same com- 
pact, easily-installed package. 


The tubing is coiled within the shell in a con- 
tinuous in-and-out “Whirlpool Spiral” to assure free 
Circulation of boiler water. Wide spacing of the fins 
further aids circulation . . . maintains high heat 
transfer. What's more, the tubing is tough . . . equals 
Smooth tubing in strength and corrosion resistance. 


ail 





Fin Actually Part of Tube Wall 
, we 





e Not soldered, brazed, or crimped 
in place 


® Cannot separate or unravel 


© Equals smooth tubing in strength 





CROSS SECTION VIEW 


Other outstanding features of GENERAL AIl- 
Copper Tankless Heaters include: rugged octagon 
wrench grips, easy drainage of both coil and boiler 
water, and fiber glass insulation. Sizes for homes, 
apartments, and hotels. Write for new illustrated 
folder. General Fittings Co., 125 Georgia Avenue, 
Providence 5, Rhode Island. 


GENERAL FITTINGS ¢Ff 


COMPANY 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 
















verting to oilheating, have received a 
set-back as the result of a recent agree- 
ment between the French oil compa- 
nies, coal industry and their Govern- 
ment which limits the expansion of 
fueloil production. 

The agreement was reached, it is 
understood, because of the large lay- 
offs in French coal mines during the 
past year, and since the Communists 
are especially strong in the coal unions, 
and thrive on unemployment, further 
reductions in the coal output could 
have strong political implications. 


Although France’s coal miners, 
which number arcund 230,000 have 
generally averaged around eleven days 
unemployment out of 300, certain areas 
have been hit even harder. The new 
pact, which will be in force for only 
1955, is aimed to aid these areas, and 
is primarily in the form of a gentle- 
men’s agreement, although it should 
be noted that the companies have 
signed papers with the Government. 
There are no penalties for violation, 
however. 


The pact calls for a sales limit of 








FUEL-TRON:..% 


the amazing new product that 
REMOVES the CAUSE of 






FUEL OIL TROUBLES <= 


..a@ good PRODUCT for your customers 


FUEL-TRON really works. . 
cause it removes the cause of trouble 


in oil burners, tanks and lines. 


e Removes water and sludge 
e Prevents rust, corrosion 


e Keeps burners and tanks clean 


e Saves fuel and servicing 


Pct oto) ») PROFIT Size 


Pint 
Gal. 


for the dealer! 





DEALER ADVERTISING 
ALLOWANCE 
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NEW..- IMPROVED 








CHECK 
YOUR COST AND YOUR PROFIT 
To Case LIST Dealer Dealer 
Price COST PROFIT 
24 1.19 ea. 17.14 11.42 
6 6.50 ea. 23.40 15.60 


PLUS 


FREE LOCAL ADVERTISING 
=” 


of dealer’s own choice! 


5S GE SW tus certiricate, worTH $1.50 
4 in advertising, is packed with every case of 
FUEL-TRON. Dealer may use it in either 
individual ads, or in combination with other 
items in his regular local advertising. 


Manufactured by 


RADIATOR SPECIALTY CO. 
1700 Dowd Road + Charlotte, N.C. 


In Canada: Radiator Specialty Co. Ltd., Toronto 








7,300,000 tons of fueloil for the com- 
ing year (an increase of 100,000 tons 
over 1954), previous years’ French 
1954 
6,100,000 tons; 


sales are totaled as follows: 
7,200,000 tons; 1953 
and 1952—5,530,000. 
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API, lowa Paper survey 
Farm Heating Equipment 


THE IOWA FARM petroleum market was 
surveyed by personal interview and 
showed that 38.8% of the farmers burn 
fueloil in their furnaces. About 75% 
burn oil if they have space heaters 
according to the survey done by the 
of The Des 
Moines Register and Tribune, with the 


research department 
marketing research committee, Ameri- 
can Petroleum Institute. 

Slightly over 59% of the farms are 
Heating 
stoves, space heaters or circulating 


equipped with furnaces. 
heaters are owned by 39.4%, and 
1.5% have other heating equipment. 

Coal and wood is burned in 51.2% 
of the furnaces; 7.5% burn gas (in 
cluding LP), and 2.5% listed another 
fuel. In space heating: 23.9% burn 
coal or wood; 4.4% burn gas; and .7% 
use some other fuel. 

About 14% of the farmers have fuel- 
oil tanks that hold more than 400 gal- 
lons. Gallonage brackets used in the 
survey are as follows: 20-40 
3.3%; 41-70 gal., 8.7%; 71-150 gal., 
24%; 151-400 gal., 48¢¢. Two per 
cent gave no definite answer. 


gal., 


Companies lease 5.1% of the tanks, 
they loan 5.9%; the balance are owned 
outright by the farmers. 
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C. A. Olsen Mfe. Co. sells 


One-third of common Stock 


DURING DECEMBER individual stock 
holders of the C. A. Olsen Mfg. Co. 
Elyria, Ohio, offered a block of one 
third of the company’s common stock, 
representing approximately one third 
of the shares of each selling share 
holder. 

The entire block was readily dis 
posed of, with reports indicating that 
many of the company’s distributors 
and jobbers bought shares. The com’ 
pany itself offered no stock, nor did it 
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COSTS LESS!!! 








PURPOSE MODEL materials, 


=, 


MEETS ALL REQUIREMENTS!!! 
ELIMINATES GUESSWORK!!! 


\ Be 99 
UNDERWRITERS’ 
LABORATORIES 
LISTED 


VENT SIGNAL 


Patented in Canada — U. S. Patent Pending 


The ECHO VENT SIGNAL—One piece reduc- 
ing bushing and VENT SIGNAL combined. Made 
of high grade grey cast iron, attractively finished 
and rust-proofed. 


The NEW DUAL PURPOSE 114," x 14," x 2" 
makes it adaptable for I!/,"" or 2" tank openings. 


The simplicity and durability of the ECHO VENT 
SIGNAL makes it simple to install either in base- 
ment or underground tanks. 


SAFE FUEL OIL LEVEL PRE-SET 
PERMANENTLY AT FACTORY 


MODELS FOR EVERY TANK—OLD OR NEW 











This device whistles while tank is being filled. 
When tank is full whistle automatically shuts 
off. It is positively foolproof, unconditionally 
NEW DUAL- guaranteed against defective workmanship and 

















ORDER FROM YOUR LOCAL WHOLESALER OR WRITE US! 


A. B. CARLSON & COMPANY INC. 


349 WOODLAWN AVE. MANUFACTURERS OF THE POPULAR AURORA 6, ILL. 


ECHO—OIL BURNER ACCESSORIES 














Gap 99 












participate in any of the proceeds. The 
selling shareholders made the offer and 
assumed all expenses of the offering. 
C. A. Olsen Mfg. Co. and its sub- 
sidiary, The Henry Furnace Co., is a 
leading producer of warm air furnaces, 
prefabricated ducts and fittings. More 
recently an agreement was reached 
with York Corp., York, Pa., to pur- 
chase cooling equipment for use with 
the company’s warm air furnaces so 
that there now is available a complete 
line of central airconditioning systems, 
combining heating and cooling. 


Griffin measures Effect 
of Fuel-cost Guarantee 


GRIFFIN FUEL CO., Tacoma, Wash., as 
reported in the October issue of Mer- 
chandising News, issued a flat guaran- 
tee to deliver fueloil to any domestic 
or commercial installation in its trading 
area at a lower net cost per Btu than 
gas or electricity for the next ten years. 

Edward L. Griffin, president, has 
outlined the aims and results of the 
program to date. The company wanted 
to stop the free publicity natural gas 











Announcing 


a new addition to the 


Fact 
family of FUSIBLE and 
NON-FUSIBLE VALVES .. . 


: the complete line of 


HOLD-TITE Leak-Proof VALVES 


including the 


HOLD-TITE CHECK VALVE* 


that is absolutely guaranteed against leakage! 


We have recently taken over the manufacturing and sales of this fine line of valves, featuring 
the Hold-Tite Leak Proof Oil-Check Valve. This quality-built valve holds the prime, installs at 
all angles and has a soft, no-leak seat. Available now at all leading jobbers nationally. 


*PAT. PEND. 


Watertown, Mass. 











was receiving, and according to Griffin 
since the campaign started October 1, 
there has been a noticeable reduction, 

Building has gone ahead and oil 
equipment installed, as evidenced by 
the 10-year contracts the company has. 
signed, indicating that the plan is get- 
ting through to contractors and build- 
ers who might have delayed waiting 
for a cheaper fuel. 


Griffin says that electricity is too ex- 
pensive for space heating, that in most 
areas electricity is at least two times as 
expensive as oil. Since the campaign 
started, electric permits have dropped 
off 50% in the Tacoma area. 

It is Griffin’s contention that there 
is no need for a further source of en- 
ergy for the Pacific Northwest for an- 
other 25 years, and that natural gas 
cannot add to the economic growth or 
progress of the area. To back up these 
contentions Griffin offered the 10-year 
guarantee that fueloil is the lowest cost 
fuel on a delivered Btu basis. 
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Washington OHI protests 
District Building Code 


REPRESENTING fueloil and oil heating 
equipment dealers in the metropolitan 
Washington, D. C., area, the Oil Heat 
Institute has requested the District's 
Board of Commissioners to review a 
recently adopted revision to the Build: 
ing Code. The order specifies a Type 
B gas appliance flue or vent for new 
homes that cannot be used on fueloil or 
coal installations. 

The Institute says the order is dis’ 
criminatory because it excludes the use 
of other fuels and leaves the home 
buyer no choice. Builders will install 
the Type B flue because it is cheaper. 

Even though the home buyer might 
prefer oil, the cost of installing a new 
flue (after the house is constructed) 
would be prohibitive. In the event of 
an emergency (war or gas supply 
shortage or failure) , homeowners with 
this type of flue would be without heat 
and in a poor position to construct 4 
new flue because of possible shortage of 
material and labor. 

The OHI says the order in effect oft 
cially creates a monopoly for the Wash 
ington Gas Light Co., because only the 
Utility can serve the home witha Type 
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“Eight years ago, with one helper, I opened for 
business in a 22 x 85 ft. building. The first year 
we tried to make a living selling anybody’s equip- 
ment—and the going was rough. Then I discov- 
ered the Winkler Franchise and signed up! 
“Business boomed immediately. We started 
with Winkler LP Oil Burners, then added the com- 
plete Winkler line, with the result that our sales 


is 


Winkler’s comprehensive training 
Program develops expert techni- 
cians and money-making salesmen. 
It’s free to Winkler dealers and 
their men. Training is given in 
successful selling procedures—prod- 
uct demonstrations—business 
Promotion methods. Individual- 
ized instruction by factory experts 
shows trainees how to close sales 
‘very month of the year. Engi- 
neering course covers sizing, wiring 
and servicing Winkler Products. 
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“INCREASED MY BUSINESS 
EACH YEAR SINCE 1948”’ 





2 & | Oil, Coal, Gas-fired Boilers and Furnaces. . .Gas Conversion Burners 
es .»-Wall Heaters. ..Stokers...Air Conditioners. ..Water Heaters 


WINKLER< 


WRITE TODAY FOR DIRECT FACTORY FRANCHISE DETAILS 


STEWART-WARNER CORPORATION 


U. S. MACHINE DIVISION e Dept. H-25 « LEBANON, IND. 


“My Winkler Direct Factory Franchise is paying off far 
beyond expectations,” says Allen Huffman, St. Paris, Ohio. 


increased 20% each year. In 1950 it was necessary 


to double our building space. 

“IT have never ceased to marvel at the efforts 
made by Winkler to increase our selling power. 
The Winkler Training Institute, for example, has 
been of tremendous value—our men have attended 
both the sales and engineering courses.” 
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B flue. The organization points out 


that the order is unfair to the public 


and to the oil industry. 
4 
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Storage Standards revised 
by Canadian Underwriters 


JNDERWRITERS’ LABORATORIES of Can- 
ada has published a completely revised 
Standard for Underground Storage 
Tanks for Hazardous Liquids (Subject 
C58), including a copy of the Stand- 
ard Specification for Underground 


EVERVWHERE- 





Storage Tanks for Petroleum Products 
(Specification 54). 

The new edition reflects field experi- 
ence derived from the Laboratories 
testing and inspection program since 
the adoption of the first edition and 
from consultation with manufacturers, 
users, inspection authorities and others 
having specialized experience. “Speci- 
fication 54” was prepared by a special 
committee of representatives of oil 
companies and tank fabricators. Their 
efforts aimed at standardizing capac- 
ities and dimensions of underground 


MAA Le 


Leading dealers are placing Fulflo Filters on each 


oil burner installation. 


Experienced servicemen all know that Honeycomb 
Filter Tubes assure highest performance and 


greatest customer satisfaction. 


That's why there are so many more Fulflo Filters 
than any other make on the Oil Burners of 


America. 





at ovr 





COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76, MASSACHUSETTS 
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storage tanks for petroleum products, 

As a prerequisite to compliance 
with the specification, all tanks must 
meet all basic requirements for design 
and construction found in the Revised 
Requirements of Underwriters’ Lab 
oratories of Canada. “Specification 54” 
tanks will be identified with an Under- 
writers’ Inspection Label. 

Copies of the Standard are available 
upon request from the Laboratories, 
P. O. Box 38, O'Connor Postal Station, 
Toronto 16, Ontario. 
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Dept. of Commerce issues 
Industry Disaster Guide 


THE BUSINESS and Defense Service 
Administration of the U. S. Depart: 
ment of Commerce has issued a book- 
let entitled, “Job for Management.” 
The function of the booklet is to 
emphasize the importance of industry 
survival in case of atomic attack. 

Government sources have stressed 
that the Soviet Union now has the 
capability of making an atomic attack, 
and that the survival of the Nation is 
dependent on a continuity of produc 
tion if such an attack should take place. 

The Administration suggests that 
industry leaders check themselves on 
the preparedness of their organizations. 
A defense plan should cover the pro- 
tection of employees and facilities; the 
continuity of management and tech 
nical know-how; and the resumption 
of essential production after an attack. 

At a meeting of high level manage’ 
ment personnel in December Vice 
President Richard M. Nixon, Attor’ 
ney General Herbert Brownell, Jr., 
and Secretary of Commerce Sinclair 
Weeks discussed the dangers of sabo- 
tage and espionage. 

Special handbooks of defense plan’ 
ning for specific industries have been 
prepared by industry leaders in coop’ 
eration with the Business and Defense 
Services Administration. The Admin 
istration acting through 25 industry 
divisions is anxious to help any com’ 
pany in working out a defense plan. 
It is set up to provide the necessary 
information, to act as a clearing house 
for ideas, and to bring companies i 
contact with people in government or 
industry who may be of assistance. 
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> (lUal-VECiOI offers clean, hot water heat in winter 


...CO0l dehumidified air in summer 


The UNARCO DUAL-VECTOR is a quality prod- 
uct newly designed to make economically feasible 
the combination of a fine hot water heating system 
and a chilled water cooling system. 

New you can have all the advantages of hot water 
heat—cleanliness...smooth, even heat...quiet 
operation—and in summer, cool, conditioned air. 
DUAL-VECTORS are used in a series, one-pipe or 
two-pipe system, providing forced hot water heat 


or chilled water cooling using the same system. 
What’s more, the initial cost is often less than 
other combination systems which lack the acknow]- 
“edged advantages of “wet” heat. And because each 
unit is individually controlled, you can heat or cool 
as few-or as many rooms as desired. Thus the 
money saved in winter will help pay for your 
summer cooling comfort. Clip and send in coupon 
below for detailed information. *trade mark 


UNARCO “HYDRO-PAC” water chillers are available in 1, 2, and 3-ton 
capacities—providing matched cooling cycle for UNARCO DUAL-VECTORS. 


DUAL-VECTORS are ideal for homes, 
apartments, hotels, motels, offices and 
institutional buildings. 


HEATING & COOLING PRODUCTS 


UNION ASBESTOS & RUBBER COMPANY 
Dept. HC-100R-V 
332 S. Michigan Avenue, Chicago 4, III. 


Name 








Address. 
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Canadian information Group 


pushes Oil Heat in Toronto 


| eraeie LAST SUMMER, the Oil Heat 
Association of Canada, antici- 
pating the introduction of natural gas 
into the Toronto area, set up a Com- 
mittee under the title “Oil Heat In- 
formation Committee” as part of its 
program to advertise the advantages of 
oilheating, particularly in Toronto. 


Since it was expected that the new 
OHIC would want support from the in- 
dustry in general, it received a grant 
of $5,000 from the Association for its 
own bank account, and then began 
soliciting funds from the equipment 
dealers, fueloil distributors, and the 
major suppliers. 





important address, write 





“Act Now” To Help Marketers 
Distillate Suppliers Are Told 


“The time to do something for and about the distillate market 
is now. Against fast-moving competition, tomorrow will be 
too late,” said Mr. J. E. Dyer, President of Sinclair Refining 
Company, addressing the 34th Annual Meeting of the Ameri- 
can Petroleum Institute. Mr. Dyer continued: 


“, . » While oil burner sales have continued upward, 
gas burner sales have been growing faster and taking 
an increasingly larger share of the market. 


“...What lies ahead? The refiners and suppliers in the in- 
dustry must make it plain to those independent businessmen 
whose livelihood is based on distillate that supplies of the 
product will always be available to meet demand. 


“, .. Our production potential, our refinery capacity 
and technique, and our transportation facilities are 
such that there should be no fear of not having enough 
product. Distillate fuel and distillate burning equip- 
ment can be sold with confidence. 


“, .. SO, all help possible should be given to fuel oil marketers 
who are working to help themselves and the industry through 
local, regional and national groups organized for the specific 
purpose of promoting oil heat.” 


If you would like to receive a complete copy of this 


SINCLAIR REFINING COMPANY 


600 FIFTH AVENUE, NEW YORK 20, NEW YORK 














An advertising agency was named 
and a program costing around $125, 
000 over a twelve month period was 
developed. On the basis of the findings 
of a survey made of householders in 
the Greater Toronto area, details of 
the campaign were devised and the 
media selected as follows: The three 
Toronto daily newspapers, spot an- 
nouncements on the two largest audi- 
ence radio stations, six painted outdoor 
billboards, direct mail to the industry, 
and direct mail to householders. In 
addition, colored seals in the form of 
decals on truck panels and in all news 
paper advertising reading “Go Mod- 
ern, Go Oil Heat,” were made avail 


| able to all contributors to the campaign. 


Peak months for the campaign were 


| September, October, and November, 
| and the advertisements all appeared 


over the signature of the Committee 
instead of in the form of co-operative 


| ads. 


Methods Used 


Among the methods utilized in the 


| direct mail programs were colored post: 
| cards displaying the billboard adver: 
| tisements, black and white postcards 
| showing the various radio announcers 


sponsored by the Committee, a large 


| folder entitled “What you should 


Know about Oil Heat” which was di: 
rected at homeowners and a form let 


| ter advertising free mats for the con 
| tributors to the program. 


The study among householders in 
the greater Toronto area was under 
taken to “assess the opinions, under’ 


| lying attitudes, prejudices and plans 
__ of householders with respect to various 


| types of heating equipment and fuels. 


| The study was particularly concerned 


| with such matters as: 
| servicing of installations; servicing of 
| fueloil, including delivery, billing 
| methods; future plans.” 


Installations; 


A total of 414 householders were 


| interviewed in the area, representing 





an accurate sample which excluded 
apartment dwellers, but included ten’ 
ants in their proper proportion on the 
basis they provide a source of home 
builders and also have some control 
over heating units and fuel. The “Ex 
ecutive Summary” of the survey sets 
forth the following nine conclusions: 


“1. Study reveals a comparatively 
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SELLING HEATING 





ISN’T LIKE SELLING FUR COATS... 
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Maybe glamorizing ‘heating isn’t so funny, at 
that. Mrs. Buyer isn’t interested in heat ex- 
changers, fan speeds, filter sizes . . . and Mrs. 
Buyer is a mighty important factor. 


When you tell Mrs. Buyer that here are heating 
and cooling units whose inner parts are ceramic- 
coated so that they won’t ever rust or corrode, 
though, you'll score with her. 


When you tell her that Permaglas gas-fired 
heating has the world’s only modulated heat- 
ing—the only full-time comfort, she’ll listen— 
and probably buy. And when you tell her that 
Permaglas heating and air conditioning is made 
by A. O. Smith, makers of famous Permaglas 
glass-lined water heaters, she’ll be on your side, 
without a doubt. 


Permaglas is going places—are you aboard? 


Permaglas 


HEATING AND AIR CONDITIONING 


ee Permaglas glass-lined water heat- 
ers mean freedom from rust and 
corrosion to over 2,000,000 fami- 
lies. A. O. Smith-Burkay Com- 
Wl mercial Water Heaters are the 








world’s most popular in their field. 


rr’ ‘. 
Through research Se ..a better way 
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low level of dissatisfaction with the 

various aspects of oilheating: 

Of oil users, or those who have ever 
used oil, 
© 13% feel that servicing of the unit 

could be improved. Expense, and 

tardiness of servicing are most fre- 
quent complaints cited. 

e 7% of oil users feel a better job 
could have been done on installation. 
Chief complaint being the belief on 
the part of tenants that the Land- 
lord skimped on the job. 

@ only 1% claim to have had any trou- 
ble over payments, or billings. 

© 3% only have complaints on deliv- 
ery service. 

“2. Intentions to change are also 

very low. 

@ 1% of oil users definitely plan to 
change, remainder think they will 
continue. 

“3. However, point 2 above should 
be read in the light of the fact that the 
study shows in various places that gas 
is virtually an unknown quantity. 

e For example, when asked to cite the 
good and bad points of various fuels, 
only 2% could cite no good points 








about oil; 22% about coal, while 
40% of those interviewed could cite 
no good points about gas. 

e Similarly, while 17% of sample 
could cite no bad points about oil, 
and 5% no bad points about coal, 
33% of the total sample could cite 
no bad points about gas. 

“4. Combining points 2 and 3, it is 
a safe conclusion that while today few 
people have intentions to change to gas, 
and gas will have to create its own 
demand, with little backlog, neverthe- 
less an intensive aggressive advertising 
or promotion campaign might create 
such a demand. 

“5. When people think of gas heat- 
ing, they are apt to think of cleanli- 
ness first; ease and convenience of han- 
dling second. When they think of oil, 
they tend to put ease and convenience 
first, cleanliness second. 

“6. Today, 7% of the population 
feel that one of the bad points of gas 
heating is the danger of using it. 5% 
think the same thing about oil and 
coal. 

“7. By far the largest number think 
of gas heating as “expensive.” 





“8. When given a wide open choice 
(‘if you could have any fuel you liked’) 
an overwhelming percentage would 
choose oil. Among people now using 
oil, and those who have ever used it, 
this percentage is 86%. Among all 
householders it is 79%. 

“9. There seems to be no wide de- 
mand for a budget plan for paying 
fuel costs. 88% of oil users, 79% of 
all households, express satisfaction with 
the present system. Of the remainder, 
most claim to be using a budget system 
now.” 

The interviews were conducted by 
Sanders Marketing Research for Ron- 
alds Advertising Agency Ltd., Toron 
to, on behalf of the Oil Heat Informa. 


tion Committee. 


}, 
%° 


Gray B. Tuthill, chairman of the 
board of the Tuthill Pump Co., Chi- 
cago, died suddenly December 29 fol- 
lowing a short illness. Well known in 
the oilheating field since 1927 when 
he founded the company, Mr. Tuthill 
is survived by his widow and three 
children. 























the metal housing. 
The standard chimneys are furnished 
with a neutral grey rust proofing 
finish on the Housing. This grey hous- 
ing with the grey porcelain top (former- 
ly green) gives the entire outdoor por- 
tion of the chimney a beautiful, striking 
appearance and blends with all roof 
colors. If desired, the housing can 
be painted any other color on the job. 
Write for circular today. 


Vitroliner Chimneys are now available 
in a brick design with a choice of 
colors, RED or BUFF, and in a solid 
neutral flat GREY. 

These new features do not in any way 
change Vitroliner’s basic design, qual- 
ity of construction or tailor-made fea- 
tures. 

The brick design is applied at the fac- 
tory by a special process and looks like 
real brick. The color finish protects 


CONDENSATION ENGINEERING CORPORATION 
3511 W. POTOMAC AVE., CHICAGO 51, ILL. 
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Quiet Operation 
High Air Delivery 


Uniform Construction 


... that’s why manufacturers 


specify Torrington AlRotors 


Torrington AlRotor blower wheels are 
available in three general categories: 
single wheel, double wheel, (illustrated) 
and the “X Type” double inlet wheel. 
Sizes range from 1%” in diameter and 
5” in width to 11” in diameter and 
111%” in width. Special spline, jaw, or 
short hubs are also available. 


Torrington Airotors represent only a 
small portion of the unusually broad 
variety of air-impellers which Torrington 
is currently equipped to produce for 
heating, ventilating and air-conditioning 
equipment. This product range, plus 
Torrington’s great capacity, can provide... 
quickly and at low cost...the fan blade or 
blower wheel that’s best suited to your 
air-moving requirements. Torrington also 
maintains a complete research testing 
service for assistance on any design 
problem relating to air flow, sound and 
vibration. This service is always available 
to you and can be of particular value in 
the early stages of product design and 
development. No one has more experience in 
the design and production of air-impellers 
than Torrington. Nowhere else can your 
dollar buy so much in terms of product 
quality and customer service. 
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THE 


TORRINGTON 


MANUFACTURING COMPANY 
TORRINGTON. CONNECTICUT 
VAN NUYS. CALIFORNIA: OAKVILLE, ONTARIO 
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AT LOWER-COMPETITIVE PRICES! 
Korth Model SR-SH is priced lower than com- 
petitive head burners—helps you get more jobs 


—at more profit per job! 


Trouble-free performance resulting from im- 
proved flame stability—(non-pulsating) insures 
your initial profit and gives customer satisfaction. 


All standard — quality component parts and 
controls including M-H V4001A Delayed Oil 
Valve factory mounted. 








MODEL SR-SH 
.15—1,75 GPH 


Plan now to order this outstanding 
burner for that next conversion or 
replacement job. 


‘acl ita 


fy det 


Send for information today on 
the complete line of trouble- 
7 free Korth Burners in sizes and 


/ ities f 75 to. 20.0 
RU pallets 


ECKHART MFG. CO.,INC. 








UNION, NEW JERSEY 
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|.outdoors and_ connections 











Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 127 to FUELOL & On 
HEAT, 2 West 45th St., New York 36, N. Y., and 
identify the product by circling its number on the coupon. 


Williamson has airconditioning Unit 
for use with a counterflow Furnace 


WILLIAMSON’S AlRefrigeration unit is intended to be incor- 

porated into a perimeter heating system and used with a 
The tetas 

evaporator coil of the water- 

less cooling unit is located 

in the enclosure upon which Oe aes 

the furnace is mounted; the : 

condensing unit is located 


counterflow furnace. 


made through a 3” pipe in 
the floor of slab houses or 
under the floor of crawl space 
houses. 

The counterflow cooling 
unit is available in 2 and 3 
ton models. If desired, only 
the cooling coil enclosure and floor conduit may be installed 
and the cooling system completed later. Coil and enclo- 
sures are offered in a variety of sizes and feature a remov 
able damper to allow air to bypass the coil during the 
winter. 

Made by: Williamson Heater Co., 3500 Madison Rd., 
Cincinnati 9, Ohio. 





Circle El on coupon, page 127 


Hauck introduces Burner for radiant 
tube Firing; new ratio Regulator 


HAUCK has announced its series 630-P combination burners 
for radiant tube firing in controlled atmosphere furnaces 
or immersion tube firing applications. Flame length can be 
changed to fit the tube by means of the flame adjusting 
lever, while either oil or gas can be burned, capacities from 
105,000 to 1,680,000 Btu /hr. 

The ratio regulator is an oil-air proportioning regulator 
for low pressure industrial burners, designed to deliver the 
proper oil pressure which corresponds to the air pressure 
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Patent Pending 





il 


TACO 


Engineered Venturi Fittings 





Based on "Bernoulli? s Theorem 


the design results in: 


1. 


h 


A constant percentage of hot water diversion to 
the radiator at any rate of water flow thru the 
fitting and main. 


. A jet action with its highest efficiency (maximum 


diversion with minimum pressure drop) within 
the flow rates recommended in Taco Design 
Tables. 


. Increased capacities. 
. A more compact fitting for faster and easier in- 


stallation. 


. A precision-machined fitting for perfect perform- 


ance all the time. 


Taco Engineered Venturi Fittings are manufactured under 
rigid Quality Control. 


For Further Information See Your Wholesaler or Write 


TACO HEATERS, INCORPORATED 
1160 Cranston Street, Cranston 9, R. I. 


Better Heating 
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going through the burners. It functions over a wide range 
of air pressures, is not affected by the normal amount of 
variation in oil supply pressure and permits a centralized, 
single valve operation for controlling the firing of multiple 
burners. 

Made by: Hauck Mfg. Co., 124-136—10th St., Brook- 
lyn 15, N. Y. 

Circle E2 on coupon, page 127 


















with combination < 


VENTALARM * GAUGE " 


Underwriters’ Approved 


Oilco No. 450 loading Assembly 
equipped with hydraulic Control 


o1Lco’s Spring-Matic loading assembly No. 450 offers the 
advantage of hydraulically-controlled counter-balanced 







































The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 


springs and rapid 
length adjustment 
of the _ sliding 
sleeves. Brass 
cylinders contain- 
ing hydraulic fluid 
surround the 
springs, with a 
valve controlling 
the movement of 
the spring within 
the hydraulic 
fluid. The same 


Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT” 
INSTALLATION 

Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 





























































valve reduces the 
hydraulic action Type § 
for quick lower- = 
ight ing of the loader mokes 
Underwriters’ Approved a ne Sat 
A modern convenience in every way. ae ee ae quart 
Big figures, adjustable face, jam-proof due 
or Far 
0 vinta cork float. Accurate serv- Model 650 sliding sleeve assembly permits smooth ad- 
caieasieeeiiil: justment to desired length and loading valve No. 150 has 
Specify tank depth when ordering. a dual poppet and cam construction. All swing joints are 
ball bearing constructed. 
Information on the loading assembly is contained in one 
of a series of descriptive folders prepared on Oilco equip: 
ment. 
Made by: Oil Equipment Mfg. Co., Inc., 3100 Vermont 
and the famous Ave., Louisville 11, Ky. - ¢ 
VENTALARM Circle E3 on coupon, page 127 at 
1 MEG U.S. PAT. OFF feature: 
WHISTLING TANK FILL SIGNAL Honeywell double-duty Thermostat rigger. 
Accurate fuel oil delivery without selects either Heating or Cooling 
home entry. Truly automatic fills for A NEW THERMOSTAT announced by Honeywell is a double’ 
the householder. Makes oil supply as duty model that automatically selects either heating or cool 
clean and convenient as any other fuel. ing. It includes a 
A variety of models for compact panel 
new and old tanks. with all the cir- 
cuitry needed for 
Scully Products are manufactured under U.S. wiring add-on or 
and foreign patents or patents pending. “Just fill while ‘ : 
the whistle blows.” combination 
heating - cooling 
See your regular Supply House. a es 
mostat is horizontally anand in the usual location and FOR H 
measures 234” by 5” by 178”. One model provides for com 
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Type 520 Combination Fan’ 
and Limit Control, with ~ 
new mounting bracket, = 
makes installation simpler y 
ond easier in cramped i 
quarters or dim light. 
Available in single units, 
for Fan only, or Limit only. 


Type 442 Safety Limit or 
Operating Type Immersion 
Control for hot water jobs 
features close differential, 
trigger-quick response. 










“I’ve found that when Penn limit controls are 
used on any heating system, my service costs go 
"way down — and stay there! They’re not only 
simple to install and adjust but are dependable 
and accurate. They always deliver the heating 
comfort my customers have a right to expect.” 















Yes, you'll hear many a heating dealer talk 
like this. And, these limit controls will handle 
line voltage, low voltage and millivolt circuits 
at no extra cost! But why not find out for your- 
self how Penn Controls can give you better 
satisfied customers, more sales, more profitable 
jobs? Ask your burner manufacturer or whole- 
saler for Penn heating controls — they cost no 
more! Penn Controls, inc., Goshen, Indiana. 
















Penn Limit Controls Handle 
Line Voltage, Low Voltage 
or Millivolt Circuits. 

























AUTOMATIC Con 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


TROLS 

















SHEARED 


TO SIZE FOR YOUR — 


Exceptional Forming Qualities 


Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
combustion chambers. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 


Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 


@ No breakage in shipment or handling 
e@ Lighter weight lowers freight costs 
@ Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


. . . « New Products 


plete shut-off of the system, another permits shut-off of 
the cooling system alone. Slide action switches on the face 
of the thermostat control fan operation and shut-off. 

The W-212A control panel is offered in a variety of 
models with or without pressure controls. All panels are 
of the same physical size and appearance, measuring 7!4” 
wide by 8!” high by 4” deep. 

Made by: Minneapolis-Honeywell Regulator Co., Min- 
neapolis 8, Minn. 


Circle E4 on coupon, page 127 


Taco venturi Fittings offered for 
one pipe hot water heating Systems 


FOUR SIZES of Taco bronze venturi fittings for one pipe 
hot water heating systems are available and other sizes are 
planned. Now of- 

fered in 1” x Yy”, 

1” x %", 1%" x 

VY" and 144” x 

¥;" sizes, the fit- 

ting is installed 

on the return, 

with the same fit 

ting used on up- 

feed or downfeed 

branches. Only one is required per radiator. 

The design allows a constant percentage of diversion 
of hot water to the radiator at any rate of water flow 
through fitting and main, based on “Bernouli’s Theorem.” 
The result of two years of development and testing, the 
fittings are made smaller in size for quicker installation. 

Made by: Taco Heaters, Inc., 1160 Cranston St., Crans- 
ton, R. I. 

Circle E5 on coupon, page 127 


Mercoid announces two Series 
of diaphragm pressure Controls 


SERIES PQW AND PPQW weatherproof diaphragm pressure 

controls have been announced by Mercoid for control of 

low pressure or 

vacuum. Suitable 

for outdoor serv- 

ice, the controls 

meet NEMA speci- 

fications for semi- 

dust type, drip 

tight, weather re- 

sistant and water 

tight. Control 

case is zinc-plated 

steel, with '%” 

IPS connections. Equipped with Mercoid sealed magnetic 

mercury switch, each has a maximum load capacity of 20 

watts 115 or 230 volts, AC or Dc; 9/10 amps 24 volts or less. 
Model Pew is used, in such applications as control of 

static pressure in discharge of a fan or duct system, CO” 





| Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Iilinote 
Plant: New Castle, indiana 


trolling overfire draft. Ranges from zero to 0.1” pee 
to 1.0-30.0” vacuum. Model ppaw offers a wide range © 


a 
PRODUCTION 
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SEALED MERCURY CONTACT — 


<i 


You" u find this 


1 ea SAFETY 


Protection in 


MERCOID' 
ete] pai ie] x 


FOR EVERY TYPE OF HEATING SERVICE 


WARM AIR SYSTEMS 
HOT WATER 
STEAM 





7 -_ 


sé 


VAPOR mw dtm 


= 
ME, 
WARM AIR 


Limit and Fan types, also 
Combination Fan & Limit types 


SAFETY & IGNITION CONTROLS 
For intermittent and con- 
stant ignition burners. 


Zi gy mer om G 
i a 
C4 
; ;' Whim % 
on ~—— 


<i, ROOM THERMOSTATS $ 


. gt Mercoid Sensatherm, single, dual ” Ke 
ae" and two-stage types, all incorpo- 
= rating the famous magnetic switch. 


€ 





HOT WATER STEAM OR VAPOR 
Limit and Oper- Limit and Oper- 
ating types. ating types. 


THE MERCOID CORPORATION, 4201 BELMONT AVE., CHICAGO 41, ILLINOIS 
NEW YORK, 205 EAST 42nd STREET PHILADELPHIA, 3137 N. BROAD STREET 


il 
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special applications where operation is required from a 














ARMORED difference between two pressures. Available in operating 
BUSHED CABLE AND. hg. he ehelag hs 

THERMOSTAT CABLE . 

(UL APPROVED) 


ranges 6.0” vacuum to 6.0” pressure and 30.0” vacuum to 





30.0” pressure. 
Made by: The Mercoid Corp., 4201 Belmont Ave., Chi- 
Easier Working! =o #1. 


Circle E6 on coupon, page 127 








CHESTER FLEXIBLE 
STEEL CONDUIT 


v 
ae 


Koven oilfired water Heaters 
for commercial Applications 


Longer Lasting , KOVEN oilfired water heaters, designed for commercial and 


institutional use or for homes requiring large amounts of 


OIL BURNER hot 


IGNITION CABLE water, are completely 
FOR DAMP 


BCATIONS automatic and can be sup- 
UL APPROVED plied from the same storage 
tank that supplies the heating 


Connect it WIth= ius: 


CHESTER | 


-QUVBVRV HAD 


D5 Mp Mian his, JCD uaa. 








The units are complete, re- 
quire no storage tank and 
have been designed with com- 
pactness in mind. Installation 
has been simplified. 

Made by: Waterfilm Boil- 
ers, Inc., 36-40 New York Ave., Jersey City 7, N. J. 





Circle E7 on coupon, page 127 

























Protektinsul pipe Covering of 
poly-vinyl chloride Acetate 





| PROTEKTINSUL is a prefabricated, specially compounded 
poly-vinyl chloride acetate pipe covering finish, furnished 
to exact size with 






Rugged Plasticord 
and Plasticote CHES- 
TER coatings are 
extra smooth, extra 


STANDARD OIL BURNER pliable — easier to 
IGNITION CABLE 





ex 
the installer zip- distri 
ping it on and 
locking it in place. 
Its all poly-vinyl 
closure has been 












work with. They're 
longer lasting, too, designed to pro- 


— PCs CHESTER pet oma nico 


PLASTICOTE rugoenne? plastic and airtight longi- 
THERMOSTAT CABLE coatings offer the tudinal joint. The: 
maximum in resist- 








covering requires no cutting, fitting or sewing in the field. 











ance to oil, grease, If desired, Protektinsul can be furnished in colors. It 
=e waiter dirt and does not need painting, refinishing or maintenance other 
TW BUILDING WIRES _ grime. For easier than removal of oil, dust or dirt with a damp cloth. 
Wiking, Deter wikteg Made by: Miracle Adhesives Corp., 214 E. 53d St. 
oe New York 22, N. Y. 
7 All constructions 
INSTRUMENT WIRES _ built to exceed serv- Circle E8 on coupon, page 127 






ice requirements. : 
7 Ceramiduct made of fire Clay 
for underfloor heating Service 


CERAMIDUCT, manufactured in 6”, 8”, 10” and 12” diam 
eters of vitrified clay, are designed for underfloor heating fullcolo 
service and are furnished with a complete line of fittings 
and drawbands. Available in various shapes, including 1” 
creasers, reducers, curves, ells, tees and wyes, the system 


For depen 
SONSuIt the 


rite for yo 


dable Wiring — 
hester ice] fol feYoR 
ur COpy, today! 





is delivered in one complete package. 
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a name your 
customers 
know and want 





















For 46 years THE name 
in automatic home com- 
fort. Over 5,000,000 
units in use. A great 
asset for the dealer who 
displays the Bryant 
Home Comfort sign! 











od 

od 

exceptional 

distributor service 
Bryant Distributor is near at hand 
wady with. complete engineering, 

sales and service assist- 
ance to help you sell 
and install the complete 
Bryant line—profitably. 
He’s there to serve you; it 
pays to know him well! 

id. 

It 

\er 

t., 

im’ 

ing 4 

a fil-<olor national ads 

‘as featuring YOU 

em telling your customers 


that you are “Mr. B”— 

man to see for top 
quality home heating, 
ait conditioning and 
water heating... Bryant, 
of course! 








the most 
complete line 


Gas and oil furnaces, 
boilers, central and room 
air conditioners, space 
heaters, unit heaters, 
water heaters—for every 
purpose, every purse— 
from one source! 





professional sales training 


Organized factory classes 
—comprehensive field 
schools—conducted by a 
full-time professional 
staff. For all qualified 
Bryant dealer personnel. 





co-op “‘Mr. B”’ ads in your 


local newspaper 


Focusing the full power 
of Bryant’s sales-getting 
program on your cus- 
tomers, over your name, 
in your own community. 
Be a power... be “Mr. B”! 


—Bryant engineering 
excellence—in both 
lines .. . down the line! 
Ask your Bryant Dis- 
tributor for the facts. 











quality equipment for 

every market 
Deluxe units for discriminating cus- 
tomers ... standard units for the mass 


“new-home” market. 
Famous Bryant quality 




































personalized selling tools 


The most complete and completely 
practical selling literature lineup in the 
industry — including 
Bryant promotional let- 
ters, folders, displays, 
etc. . . . designed and 
printed especially for 
your own use. 


Be “Mr. B’— Mr. BIG in the big 
home heating, air conditioning 
and water heating business. Only 
Bryant enables you to be “Mr. B” 
.-. to build your business all 8 of 
these practical, profitable ways. 
For bigger profits now, for a secure 
and prosperous future— see your 
Bryant Distributor! Ask him about 
Bryant's big “Mr. B” action pro- 








gram, and how it can make sales 






and money for you. 












CONVECTOR HUMIDIFIER 


the only standard unit that fits both 
COUNTER FLOW and CONVENTIONAL 
warm air furnaces 





For Counter Flow Warm Air Furnaces 


Maid-O-Mise’s Convector Humidifiers, because of their 
narrow % inch wide trough design, can be installed in 
counter flow warm air furnaces having a minimum air 
passage of 3 inches. As shown above, the humidifier 
can be installed on either side of the furnace directly 
above or below the burner—depending on furnace design. 


Unlike ordinary warm air furnace humidifiers, this 
Maid-O'-Mist Convector Humidifier has no flat-bot- 
tom to block the flow of warm air. Maid-O'-Mist's 
individual * copper water troughs are spaced |" 
apart to allow unrestricted air flow between the 
evaporator pads. This exclusive design provides 
greater evaporating working area so necessary in 
shori cycle modern heating. That's why Maid-O'-Mist 
Convector Humidifier is ideal for the small plenums 
of all modern warm air furnaces . . . conventional, 
counter flow and year around air conditioning units. 























Note how Maid-O'-Mist's exclusive individual trough design allows the 
air to flow freely between the evaporator pads ... whether in an 
upward motion ine conventional furnaces, or down in counter flow 
furnaces. The entire area of each of the large evaporator pads is in 
direct contact with the warm air flow thus providing 30% more 
evaporation surface. 


60% 30% 50% 
Less air restriction More evaporation Less installation time 
in plenum area 


MAID-O’-MIST, inc. 


3217 NORTH PULASKI ROAD 
CHICAGO 41, ILLINOIS 


HEATING SPECIALTIES 
—S Es. 
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Installation consists in laying Ceramiducts on tamped fill 
of gravel or crushed stone and connecting separate duct 
sections with drawband joints. A vapor barrier is placed 
under the system extending under the entire floor surface, 
Ceramiduct has kerfed longitudinal grooves for placement 
of registers. 

Made by: Straitsville Brick Co., New Straitsville, Ohio, 

Circle E? on coupon, page 127 


Smaller Perfex 480 is fail-safe 
combination fan-limit Control 


SMALLER, LIGHTER and more compact, the Perfex 480 
combination fan-limit control is designed for oilfired sys- 
tems. Factory set single-pole, 
single-throw switch prevents 
damage to installation due to 
excessive temperatures, while 
the “super-safe” limit lever 
system checks every fan cycle. 

Both the fan switch and 
limit switch (tested to safety 
at 1800 volts) have fixed dif- 
ferentials and are actuated by 
thermal 
which can be furnished in 
various lengths and responds instantly to temperature 
changes. Fail-safe mechanism incorporated in the design 
eliminates any danger from control failure. When con 
trol goes into “fail-safe” position, the limit switch opens 


a single element 





permanently. Can be surface mounted in any position. 
Made by: Perfex Corp., 500 W. Oklahoma Ave., Mil- 
waukee, Wisc. 
Circle E10 on coupon, page 127 


Sunbeam readies small home, basement 
oilfired winter airconditioning Unit 


A COMPACT, OILFIRED winter airconditioning unit with 
ratings of 78,000 Btu at bonnet and 67,000 Btu at register 
is ready for de- 
livery through 
Sunbeam distribu- 
tors. Model 1307- 
OB is 


for small dwell- 


designed 


ings and has a 
side flue opening 
for easier instal- 
lation. Burner is 
an Arcoflame 





model engineered : EL, . 
with hanger-type mounting. The factory-assembled main 
furnace unit measures slightly under four feet in height, 
and is about 25” wide and 43” deep. A jacket extension 
to conceal the burner is available as optional equipment. 
Made by: Sunbeam Air Conditioner Division, American 
Radiator € Standard Sanitary Corp., Elyria, O. 


Circle El! on coupon, page 127 
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every nine exploratory wells they drill. They com- 
pete vigorously to sell their gas. A single pipeline 
may buy from 200 or more producers. 


Is Gas Different from Coal or Oil 


—or Grain? 


It isn’t. And if there’s price-fixing for natural gas at 
the well so can there be next for coal at the mine or 
oil at the well—or lumber in the forest, or grain on 
the farm. 


How Did The Consumer Fare 
Before This Regulation? 


Here’s the record. In the past 16 years natural gas 
production has increased 200% and the price the 
consumer paid for gas has risen only 1/11th as much 
as the general cost of living. 


Do Only A Few Big Companies 
Produce Gas? 


No. The largest 37 companies produce less than half 
the nation’s gas. No single company produces more 
than 5%. The small producers do more exploratory 
drilling than do all the big companies combined. And 
none of the producers has any monopoly, any exclu- 
sive franchise, or any protection. 


What Is The Natural Gas and Oil 


Resources Committee? 


It is made up of companies and individuals con- 
ceed with natural gas. It includes a great many 
large and small gas and oil producers. All believe 
there is no more reason for OPA-like price-fixing on 





gas than on steel, coal, autos, meat, or shoes, which 
could be next. All believe that free competition is 
better for all of us than a price-controlled economy, 
which has historically led to stagnation, scarcity and 
rationing. 


What Can I Do? 


You can reason out the issues, reach your own con- 
clusions, and make those conclusions known to your 
friends and neighbors. 





Under free competition 
without federal regulation— 


e Natural gas became plentiful—out- 
put rose two hundred per cent in the 
past sixteen years. 


e Natural gas stayed reasonable—and 
gas prices to the consumer rose only 
one-eleventh as much as living costs 
in the past sixteen years. 


e@ Natural gas has helped create thou- 
sands of jobs in industry and now 
supplies one-fourth of the nation’s 
energy resources. 


NOW Spin ae cumbersome federal 


controls threaten all this progress. 


FOR MORE FACTS WRITE 
FOR THIS BOOKLET NOW! 


You have the right to know the facts about 
this new government regulation —a peacetime 
control of free, competitive 
producers. Send today 

for the booklet, 

“Natural Gas—A Key 
Resource in Jeopardy.” 





NATURAL GAS 











NATURAL GAS AND OIL RESOURCES COMMITTEE 


oil 


Room 5402, 350 Fifth Avenue, New York 1, N. Y. 








FUEL uel aia FILTER 


Model F 300 


EASY to install SURE to satisfy 
STURDY trouble-free design 


eliminates needless callbacks 


Guarantee your customers steady, max- 
imum heating efficiency with the Auto- 
Flo Fuel Oil Filter. All wool felt cartridge 
filter plus fine mesh screen core removes 
all dirt, scale, water and foreign matter 
before they reach the burner, assuring a 
clean, free-flowing oil supply. Hexagon 
extensions for easy installation of oil line 
fittings. One piece cast bowl has strong 
bolt spud. 


Auto-Flo Corp., 14590 Schaefer, Detroit 27, Michigan 
Please send me full information on: 

(1) Auto-Flo Fuel Oil Filter 

[[] Auto-Flo 100’ Automatic Humidifier 


Name 





Address 





Cit 
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Kam tankless water Heater 
with removable coil Unit 


A NEWLY ANNOUNCED Kam all copper tankless heater fea- 
tures a removable copper coil unit, designed to cut main- 
tenance costs. Nine heaters in the line offer capacities from 
4 to 25 gpm, each can be installed in vertical or horizontal 
positions. All joints, coil tubing, copper shell, seams and 
bronze flange are Sil-Fos brazed to bronze fittings. 

Two lock nuts on the cover hold copper coil in place, 
while 12 nuts and bolts secure 4” cover to heavy gauge 
copper shell. A specially-treated gasket provides a water- 
tight seal. 

Made by: Kam Water Heater Mfg. Co., Inc., 239-249 
Alabama Ave., Brooklyn 7, N. Y. 


Circle E12 on coupon, page 127 


Gar Wood elevating End-Gate is 
for 1144 ton and larger Trucks 


GAR Woop has developed a new elevating end-gate for 1//, 
ton or larger trucks or semi-trailers. Capable of lifting or 
lowering loads up ' 
to 2,000 lbs., the 
device is hydrau- 
lically op- 
erated with single 
lever controls, 
complete with 
safety control 
valves. An over- 
load valve pre- l 
vents raising the 
end-gate when the platform is overloaded; a safety valve 
prevents closing the gate when the platform is loaded. 

The end-gate is of 3-arm construction, with all load: 
bearing points fitted with bronze bearings. The single, dou’ 
ble-acting cylinder which powers all operations is of ex’ 
clusive Gar Wood 3-piece construction. Two platform 
syles, standard or ramp type, are available in four sizes 
with loading areas of 84” x 28”; 84” x 34”; 90” x 28" 
and 90” x 34”. 

Made by: Gar Wood Industries, Wayne, Mich. 


Circle E13 on coupon, page 127 
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Montgomery Chemical develops 
fueloil sludge Solvent No. 32 


SLUDGE SOLVENT NO. 32 has been announced as a fueloil 
additive that dissolves sludge, disperses water and prevents 
rust. The additive emulsifies water present in the oil, with 
an agent especially selected to prevent wetting the tank 
by the water but rather to promote wetting the tank with 
oil. 

The manufacturer reports tests which show that the sol 
vent emulsifies the water and keeps it out of contact with 
the metal of the tank, thus preventing rusting of the tank 
walls. 

Made by: Montgomery Chemical Co., Jenkintown, Pa. 


Circle E14 on coupon, page |27 
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. New Products 


Oilburner operating at .65 to 3.5 gph 
is marketed by Century Engineering 


AN OILBURNER designed to operate at .65 to 3.5 gph has 
been marketed by Century Engineering. One basic unit 
s adaptable 
through change 
of pieces, 
nozzles and mani- 
folds. Burns all 
fueloils, includ- 
ing catalyt 

ic cracked. Both 
integral and uni- 
adjustable 
flanges are 


nose 


versal 
avail- 





able for mounting 
directly to the heating plant. 

Century has adopted steel stampings firmly welded in 
precision fixturing equipment for proper alignment. The 
steel stampings also reduce weight, misalignment and ship- 
ping damages. Standard component parts are used through- 
out. A hinged panel makes the unit accessible for servic- 
ing anid maintenance. 


Made by: Century Eng. Corp., Cedar Rapids, Iowa. 
Circle E17 on coupon, page 127 


Premier Co. manufactures industrial 
Vacuum with increased dirt Capacity 


PREMIER has a new heating and airconditioning system 
cleaner equipped with a large filter area allowing increased 
dirt capacity. Named Spic- 
Span, model 950H, the unit 
is of light-weight, portable 
design. The unit is powered 
by a Yo hp, 600 watt input, 
\15 volt AC/DC motor and has 
a specially designed pleated 
flter. Bearings are of preci- 
sion ball type, sealed in lubri- 
cant. 

The unit stands 19” high, 
his an outside diameter of 
14)", and a tank capacity of 1 bushel. Included is a 30’ 
tubber covered cord, flexible steel hose, crevice tool, re- 
dueer coupling and fabric and throw-away paper filter. 


Made by: Premier Co., 755 Woodlawn Ave., St. Paul, 
Minn. 





Circle E18 on coupon, page |27 


C-B Easy Shock Eliminators 


fase water hammer Condition 


“B EASY SHOCK eliminators are recommended for reliev- 
§ water hammer conditions developed by tankless water 
eaters. Made of 34” 0.D. copper tubing, 3” in dia. and 
ie overall length, the device has one wid fitted with a 
Mf itp-7. flared tube connector and a coin air valve at- 
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WALKER 
SCORES AGAIN! 


















REVOLUTIONARY 
IMPROVEMENTS 
in Automatic DRAFT REGULATORS 


5 tapgil 
Now for the first time in fe 
Draft Regulator construc- 
tion a REVOLUTIONARY im- 
provement seals the adjust- 
ment assembly (the heart 
of any draft control) and its 
intricate mechanism away 
from dirty, corrosive soot 
and carbon deposits that destroy 
its proper functioning. Illustra- 
tion shows heavy deposit of soot 
and carbon on the back side 
(actual installation). Cut-away 


view shows how adjustment 
assembly is protected from 
rust and dirt with this new, 
outstanding (patents pending) 


sealed-in feature. 
This view (actual installation 

in use a year) shows how front 

side of regulator is clean as | 
new. Sensitivity of the pivot 
pins on the dirty regulator are 
positively not impaired be- 
cause (1) They are located on 
the clean face of the vane and 
set back away from edge; (2) 
The box type hinge makes it 
possible to seal the knife-edge 
bearings from the dirty soot 





deposits on back of vane; (3) 
The hollow box construction 
provides a knife-edge bearing 
and centering guide for vane. 





shoes | 









4 This is an unretouched photograph of 
unit in use for over a year. This 
shows how clean and glistening pivot 
pins remain after years of use. 





Shows how box type hinge for pins 
is completely closed front and back. 
Assures sensitive service for years. 








Walker Manufacturing & Sales Corp. 


1750 Penn St. St. Jeseph, Missouri 
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NOW you can do something 


about the weather 









































under all weather conditions. 





for years to come. 


tor ... there are no holes in the gauge. 


or back... 





MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 
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It’s sealed out of the 


Xochtslh WNIWERSAL® 


oil tank gauge 


WEATHERPROOF! New head and flange design pro- 
vides a shockproof, hermetically sealed unit that posi- 
tively locks out dirt, moisture, and other foreign mate- 
rials. This assures extra years of trouble-free service 


STOCK JUST ONE GAUGE for all installations! It pays 
to standardize on ROCHESTER UNIVERSAL Gauges. In- 
doors or out, they’ll remain accurate and easy-to-read 


NO SEEPAGE! NO FUMES! A powerful permanent 
magnet transmits float-arm action from tank to indica- 


EASY TO READ. “DUAL DIAL” can be seen from front 
makes tank filling and checking a snap. 


EASY TO INSTALL and stocked by leading 
wholesalers everywhere for all standard 
oil burner storage tanks. Rochester Manu- 
facturing Co., Inc., 8 Rockwood Street, 
Rochester 10, New York. 


DEPENDABLE B ACCURACY 





alg 











. New Products 


tached to the other end. It is suitable for pressures up 
to 125 Ibs. 

The eliminator is installed horizontally as near the tank- 
less water heater as possible with a tee cut into the hot 
water line, preferably with a valve placed ahead of the 
eliminator to permit removal from the line for servicing. 
The shock eliminator also may be used on cold water lines 
by installing it in a horizontal position near the water meter. 

Made by: C. R. Bernstrom, Inc., 183 Hartford Ave., 
Providence 9, R. I. 


Circle E19 on coupon, page |27 


Pyramid Instrument offers 
snap-around Volt-Ammeters 


FOUR TYPES of Amprobe snap-around volt-ammeters are 
being offered, the latest addition to the line being the 
Amprobe, Jr., 
model. Seven models of the 
Amprobe Jr. are available for 
voltmeter ranges of 0-150 /600 
volts AC and 0-125/150 volts 
AC; | ammeter range covers 
0-10, 0-25, 0-50 and 0-1000 
amps AC. 

Amprobe *300” 
ammeter ranges up to 300 


an economy 


covers 6 


amps and 3 voltmeter ranges 
up to 600 volts, Ac; Am- 
probes “600” and “1200” handle extra heavy loads up to 
600 amps and 1200 amps ac. All are equipped with volt- 
age test leads. 

To use, the probe jaws are opened and snapped around 
the conductor to measure current; to measure voltage, a 
pair of test leads are plugged into the pin jacks on the 
front of the case and connected to the line. 

Made by: Pyramid Instrument Corp., 630 Merrick Road, 
Lynbrook, N. Y. 


Circle E20 on coupon, page |27 


Burnham Corp. introduces Hide-away 
central waterless Airconditioner 


A HIDE-AWAY cooling unit which tucks away out of sight in 
attic, basement, utility room, garage or closet has been 
brought out by Burnham. Re- 
quiring six feet of floor space 
the unit needs no water for 
operation and distributes cool 
air to those rooms most used. 
A minimum of duct work is 
used and in some homes can 
be done away with entirely. 

For instance, in one story 
homes with a central hall the 
unit is placed in the attic 
above the hall and the ceiling 
is dropped to form a plenum chamber with cooled ai 
directly into surrounding rooms through openings neat the 
ceilings. 
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_,.« New Products 








Three models are available, ranging from two to six 


room capacity with compressor hp of 1.0, 1.5 and 2.0 The Modern Draft Control 


Made by: Burnham Corp., Irvington, N. Y. 







Circle E21 on coupon below 





that’s 


‘«¢QUICKER 
ON THE 


Morrison adds four Series 
of warm air furnace Units 


:QUR NEW SERIES of Mor-Sun automatically-fired warm | 
ir furnaces have been announced, including the “u,” “c” | 
and “H” series with capacities in the | 
vilired models ranging from 72,800 
to 112,000 Btu/hr and the “B” series 
with oilfired capacities from 84,000 to 
112,000 Btu/hr. The “u” series are 
upflow Highboys for utility room, base- 
nent or closet; the “‘c”’ series are coun- 
terflow models for perimeter heating 
and the “H”’ series are horizontal fur- 
naces. “B’ series are upflow Lowboys 
for basement installation. 

All are equipped with a new heat exchanger which 








carries a 10 year guarantee and feature a new combustion 
chamber design combining stainless steel and ceramics. 
Made by: Mor-Sun Div., Morrison Steel Products, Inc., : 
601 Amherst St., Buffalo 7, N. Y. | 
| 


Circle E22 on coupon below 


READER SERVICE COUPON 








Trigger-ready for the slightest change in 


FUELOIL & OIL HEAT READER SERVICE | draft, the Windmaster vane is mounted for 
2 West 45th St., New York 36 | action! Starting at the important 45° angle, 
REPLY CARD FEBRUARY | it doesn’t have to make that nervous, ineffec- 


tive trip from zero to 45 degrees. 


Mail Now—C i i 
ail Now—Card Expires April 30, 1956 At the slightest movement of the Wind- 


master vane, prompt relief is provided. 
inca ik wail a Whether the split-second need is to open or 
aoe close, Windmaster is “quicker on the draw.” 

This can mean the difference between an effi- 


El €2 €3 £4 £5 £6 E7 £8 €E9 cient, smooth running installati d 
El0 Ell E12 El3 E14 EIS El6 EI7 E18 Prenton amma installation and one 
E19 £20 E21 E22 . 


ADVERTISEMENTS—Give page number and name 


of advertiser about whose products you want more 





Circle numbers of new product items on which you | 





You benefit by these Windmaster Features 


information. B 45° Vane—no nervousness B® Large Square Vane—more 
p —faster response effective area 
eI as ee be a eneernees 

— | @ Permanently Silent Non- &@ Sloping Pipe Installations 





Rusting Nylon Bearings @ E-Z 'Dapter — quick, easy 





INC ee ee er ere rE Be 
@ Calibrated Counterweight installation 
Company ee tate esa casiae Position ........... 
| It pays to say 
enna ems ee FAR | ‘‘Windmaster”’ to your jobber 
ee a 


Check Classification of principal dollar volume: 
J Fueloil Dealer (0 Parts and Equipment Jobber [] Manufacturer 


Ps ® 
Manufac i nl dm 4 ster Corporation 
sir one Employee [] Manufacturers Rep. [| Oilheating 


| 
| 
Other | 43 Vine St. Columbus 15, Ohio 
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Names in the News 
(Begins on page 6) 





berton, O. R. W. Cox and J. P. Craven 
will continue to head their respective 
departments under Hayward. 


Laurence W. Hayward has been 


named manager of a new department, 
Contract and Erection, Babcock & 
Wilcox Co., New York, N. Y. Ac- 
cording to M. Nielsen, vice president, 
Boiler Division, the new department 
consolidates the contract and erection 
phases of the division’s operations. The 
department will be located in a new 
office building soon to be built near the 
company’s manufacturing plant in Bar- 


John H. Wall has filled the newly 
created position of general manager, 
of Self-contained Home Appliance Di- 
vision, Servel, Inc., Evansville, Ind. He 
also became a member of the execu- 
tive committee. The other self-con- 
tained operating divisions at Servel 
are the Airconditioning Division, Con- 
tract Division, Defense Division and 
International Division. 






















A GOOD TIP 


“24” & “48” Nozzle Boxes 


Don’t jumble your nozzles 
loosely in your tool box 
like ‘‘nuts and bolts’ if 
you expect them to he 
usable, Carry them se- 
curely in these sturdy, 
compact steel boxes. 


FLAME MIRRORS 


Until you can see the 
flame you can't tell 
whether or not a 


burner is_ firing 
property! With a 
onarch Flame 


Mirror you can 
see to check that 
the flame is bal- 

anced, the elec- 

prop- 
erly located, 
that 
there is no 

flame im- 
pingement on 
the firebox 

or air cone. 





2679 Danforth Ave., 
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1. Every Tip individually tested for Spray Angle 
and Capacity—your guarantee of uniformity. 


2. Self-Centering internal assembly always pro- 
duces a balanced spray—No lopsided fires. 


3. Miaro-Finish of Tip and Disc seats plus ex- 
tremely close manufacturing tolerances insure 


supplied in the United States or Canada. 


5. Tip, Disc and Locknut are made of a High 
Chrome Stainless Steel for maximum heat and 
wear resistance. 


6. Five different series available for producing 
various spray characteristics — all developed 
through hundreds of fire tests in both Laboratory 
and Field work. 


WRITE FOR CATALOG ‘'O"' 


a accurate capacity control. 
4. Will handle any domestic oils currently being 


DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Sales Agents: (Except B.C.) Canadian General Filters Ltd., 


Toronto 13, Canada 


February 
1955 


. manager of domestic and Canad 








M. R. McLary has been appointed 
works manager of the Ingersoll Prod 
ucts Division, Borg-Warner Corp, 
Chicago. He joined the organization jn 
1952 as chief engineer and suby 
quently became director of engineer. 
ing and research, then factory manager 
Previously McLary had been maste 
mechanic of Airtemp. 


William A. Meiter has been named 
general sales manager, Worthington 
Corp., Harrison, N. J. He succeeds 
Thomas J. Kehane, appointed vice 
president in charge of sales. Meiter has 
been with Worthington since 192) 
with the Cleveland and Buffalo district 
sales offices. In 1950 he became cen 
tral sales manager. His headquarters 
will be at the executive offices, Harri 
son. Clarence S. Wentworth, manager 
of the Detroit district office, will suc 
ceed Meiter as central region sales 
manager. 

















Frederick B. Seel has been named 
chief engineer of the residential se 
tion, Air Conditioning and Refrigerw 
tion Division, Worthington Corp, 
Harrison, N. J. With headquarters a 
Holyoke, Mass., Seel will be in charge 
of design and development of cooling 
equipment and its adaptation to com 
bination heating and cooling units. Be 
fore joining Worthington in 1951 he 
had been associated with Westing 
house. 


Jack Goldberg, 59, founder of Radi 
ant Utilities, Brooklyn, N. Y., die 
recently. He had been associated with 
the heating and plumbing busines 
since 1923. In 1936 he and the lat 
Frank Michael founded the firm which 
manufactures burners and burne! 
parts. When the firm was formec 
Goldberg was secretary and treasurer 
in 1941 he became president. He is sur 
vived by his wife, a son, Julius S. Gold 
berg, secretary of the firm, and a 
daughter. His son-in-law, Arthur A. 
Marcus, is now president of the organ’ 
ization. 

James J. Offutt has been appointed 
an 
affiliate companies, A. P. Green Fire 


Brick Co., Mexico, Mo. He has mat 
aged the company’s affiliate in Toront® 
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3 places a 
customer feels 
the difference 

with Regulaire’ 












Around his head 


Regulaire automatically insures continuous 
warm air circulation that provides uniform 
temperatures from floor to ceiling—no hot 
heads or cold feet. 





For you, too, Regulaire offers extra benefits in 
telling and servicing. It’s so simple and service-free 
that call-backs are virtually eliminated. Sales are 
easier to close because Regulaire—exclusive with 
Perfection—is the one big difference in furnaces 
today. Nationally advertised, too. So this year—why 
Not increase your share with Regulaire? Perfection 





Stove Co., 7618-B Platt Ave., Cleveland 4, Ohio. 
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Around the feet 


Playing “footsie” with cold, drafty floors 
isn’t a smart customer’s idea of comfort. 
Floors can’t get cold in a home equipped 
with Perfection’s Regulaire. 






































In his pocketbook 


Regulaire gives comfort at lower thermostat 
settings. Ends overheating and “cold 70's.” 
Your customer saves fuel and money. 





*Pat. Pending 


A jovrnomecescaves gif , 
Perfection Bi 
IES f 


FURNACES + HOME HEATERS - RANGES + AIR CONDITIONERS - WATER HEATERS 





PORTABLE 
HEATERS 
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. « « « Names in the News 


and before that was superintendent of 
the Tunnel Kiln Plant at Mexico. 
W. G. Twyman, who formerly man- 
aged A. P. Green Fire Brick Co. of 
Michigan, succeeds Offutt as general 
manager of A. P. Green Fire Brick 
Co., Ltd., Toronto. 


Edward R. Galante, Saugus, Mass., 
has been appointed New England rep- 
resentative, V. & E. Products, Inc., 
Schuylkill Haven, Pa. He has ware- 
house facilities in Lowell, Mass., and 
replaces Walter Moriarity who died 


shortly before Christmas after several 
months of illness. Moriarty was an old 
time boiler man, formerly with Pierce 
Butler & Pierce. 


Charles Csthoff, 80, founder and 
board chairman, Liberty Bell Oil Co., 
St. Louis, Mo., died January 11 of a 
cerebral hemorrhage at his home in 
University City, Mo. He founded the 
distributor firm in 1919 and served as 
its president until last October when 
he was elected chairman of the board 
of directors. He is survived by a son, 





Cuts Heating Costs 15 to 20%! 


FLAME-MASTER 


Low-Pressure 


OIL 
BURNER 


for Dependable, 
More Economical Heat 


Here is the last word in modern oil 
burning equipment, The FLAME- 
MASTER Low-Pressure Oil Burner 
is engineered to burn any good 
light oil including catalytic oil, 
producing high CO. and maximum 
BTU without smoke. Performance- 
proved on thousands of installa- 
tions. Actual operations indicate 
savings of 15 to 20% in heating 
costs. FLAME-MASTER provides 
advancements that make it today’s 
outstanding low-pressure oil burner. 





Burns any good light oil in- 
cluding catalytic oil, produc- 
ing high CO2 and maximum 
BTU without smoke. 


Savings of 15 to 20% in 
heating costs indicated in 
actual operations. 


Easy to install . . 
service. 


. easy to 
Requires minimum mainte- 
nance. 


Approved by Underwriters 
Laboratories. 











Profitable distributorships and dealerships available. 
Write for full details. 


FLAME=-MASTER CO. 


INC. 


3118 NORTH MILWAUKEE AVENUE 


el ley Nee) 


18, ILLINOIS, U.S.A. 
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Charles H. Osthoff, Jr., president of 
the company, and a daughter, Mrs 
Kathryn Wedemeyer, both of 
Louis. 


























J. Austin Miller has joined Shana 
Mfg. Co., Inc., Chicago, Ill., as vice. 
president in charge of Franchises and 
Sales. Formerly vice president of 
Wayne-Oliver Corp. where he super 
vised distribution of waterless aircon. 
ditioning equipment and other related 
products, Miller’s background also in 
cludes distributor and dealer experi 
ence with such brands as York, Car 
rier, Frigidaire, and McQuay. 





Charles S. Mitchell was recently 
named manager of all transportation 
facilities of the Cities Service Co., New 
York, N. Y. Since 1950 manager of the 
crude oil supply and transportation di: 
vision of the Cities Service Oil Co. 
(Del.), Mitchell is also president of 
the Cities Service Pipe Line Co. He 
has been with the company for twenty 





five years. 


P. O. Peterson has been elected prev 
ident, ‘Mack Trucks, Inc., New York. 
E. D. Bransome, formerly president, 
will continue in his position as chair 
man of the board. Peterson comes to 
Mack from Studebaker-Packard Corp. 
where he was executive vice president. 
He had been with Studebaker since 
1919 and had held numerous positions 
in all phases of that company’s bus’ 
ness. 


Nils D. Sellman has been appointed 
commercial and residential department! 
manager, Wholesale Division, York 
Distributors, Inc., Long Island City, 
N. Y. He will set up a sales department 
and expand the dealer organization 1 
a sales territory that covers the five 
boroughs of New York City as well as 
Nassau, Suffolk, Westchester and Put 
nam. Sellman formerly was easterm 
regional manager for Servel’s Aircow 
ditioning Division. 


William J. Gorman has been 4p’ 
pointed merchandising managet, Jef- 
- ferson Electric Co., Bellwood, Il. 
Prior to joining Jefferson, Gorman wa 
in the statistical research department 
of the Fibre Box Association, Chica£° 
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ad NOW! It’s Business Everyday 
Car for Moncrief Dealers 
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Moncrief dealers can have business rolling their way, day after day; every 


the Heating and Air Conditioning season of the year. Old fashioned ups and downs are eliminated with Mon- 


crief’s more competitive and versatile line of air conditioning equipment for 


Units for ANY Size or Type 




































































n di: Fall and Winter heating and Spring’ and Summer cooling. 
Co. of Installation eee Oil or Gas Now, new Year ‘Round units that will strengthen, even further, Moncrief’s 
claim to the most complete line for meeting the most exacting customer and 
at of 
H market demands, are soon to be announced. 
). Te 
: @ Counterflow models of Year ‘Round Air Conditioners in the two most-in- 
enty’ demand sizes — 2 ton Cooling with 100,000 B.T.U. Heating and 3 ton 
Cooling with 140,000 B.T.U. Heating. 
@ Matched, 5 Ton Year ‘Round Air Conditioners with a selection of -(1) 
pres 140,000, (2) 175,000 or, (3) 220,000 B.T.U. Heating. 
York @ New Air Cooled Refrigerating Circuits with Compressor located some 
ges: c a - : Counterflow distance from Cooling Coil. For use in Year ‘Round Combination Units and 
ident, iieaiedr anata taiittee Units. as Add-On Units. 
chair’ 
les [0 
Yorp.. 
Y ° . eee * * . , 
ident. Moncrief Gives You Complete Versatility in Combination, Year ‘Round 
since Units... plus, Add-on Summer Cooling Units for Use with Present 
a Pa Warm Air Systems 
bust Furnaces 
Complete Year 
‘Round Unit. 
Heats in Winter Installs Now 
ee Cools in Summer. for Heatin 
ointed Equipped with Only. Ad 
Oil Burner. Cooling Circuit 
tment ANYTIME 
York 
ity Unit Heaters 
City, Gas Fired 
nt Incinerators with 
rtmen without Ses Savior. 
on in 
1e five Horizontal 
Furnaces i 
well as Gas Fired . Same Unit 
Oil Fire equipped with 
d 
d Put Gas Burner for . 
Winter Heating — Contes 
nit instatie 
astern acl to Operate 
\ircon’ ia eet 
NOW!! YOUR OPPORTUNITY TO CASH-IN WITH MONCRIEF IS UNLIMITED. See your Moncrief jobber TODAY! 
en ap’ He carries a complete line of EVERYTHING you'll need to keep up with the demand for Moncrief Equipment, 
x, Jef 
d,_ Il THE HENRY FURNACE COMPANY «= Medina, Ohio 
an was —_=—. 
fi = 
rtmen IE FURNACE Fer sé AND FETT Ia eos 
hicage- 
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Industry Grouyas 


Activities of local and national in- 





dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 
15th. 


Warm Air Association sets 
Program for short Courses 


THE OPTION of selecting one of three 
problems according to the individual's 


interest is the feature of a series of 
college short courses in heating and 
cooling applications to be conducted 
jointly by a number of colleges and the 
National Warm Air Heating and Air 
Conditioning Association. 

The four-day schools offer the choice 
of : 

1. A small residence that may be fig- 
ured with, or without basement. This 
plan will be used for the basic heating 
problem. Emphasis will be placed on 
figuring heat losses, and perimeter 
heating, as well as standard pipe sys- 
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tems also will be discussed. The Asso 


ciation’s manuals to be used in thes 


classes include 3, 4, 7, and 10. 


2. A large ranch-type residence with 
or without basement. This program 
will be an advanced problem in heat 
ing, or combination heating and cool 
ing. Manuals 9, 10, and 11 will be used 
in this course. 


3. A commercial building. Design 
studies will be made for heat gain and 
air distribution for commercial cooling 
and proper ventilation. 


The schedule is as follows: Okly 
homa A. & M. College, February 14 
17; Purdue University, March 9-1), 
Michigan State College, March 28-31; 
Iowa State College, April 18-21; Penn 
State University, April 6-8; Univer: 
sity of Wisconsin and Syracuse Uni- 
versity, dates to be determined. 


Further information may be ob 
tained by writing the college or uni 
versity concerned. 


Maryland OHA holds Regional 
Meetings to add Membership 


AS PART of their program to increas 
membership, the Oil Heat Association 
of Maryland is conducting a series of 
regional meetings throughout the State. 


Among the more recent meetings 
was one held at Frederick, which had 
around 44 dealers in attendance. The 
program was made up of talks by Tom 
Carson, Bill Eversmann, Dave Ritten 
house and Patrick Clark. 

On February 3, a similar meeting 
was held on the “Eastern Shore” in 
Easton, at the Tidewater Inn, and 2 
later gathering is scheduled later in the 
month at Havre de Grace. 

Culminating the drive will be a one’ 
day Convention in Baltimore on May 
17, at which time there will be an 
afternoon technical session held in the 
form of a series of roundtable dis 
cussions. 


Large Attendance Highlight 
of annual RSES Convention 


APPROXIMATELY 1,239 people attended 
tthe seventeenth annual convention of 
the Refrigeration Service Engineers 
Society recently held at the Municipal 
Auditorium, Minneapolis, Minnesota. 
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FOR HOT WATER HEAT 


@ TWO-BOLT FLANGES 


Uni INTERCHANGEABLE 

@ SEALED-IN 
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onal @ RUBBER-CUSHIONED 
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‘itten’ f= The 1955 Thrush Water Circulator is quiet in operation, with 


tew rubber mounted motor. Capacity has been greatly increased. 
eeting | Thetime-tested Thrush construction . . . spring coupling, balanced 
re” in impeller and sealed-in lubrication PLUS many new features make 
niki this the biggest value in the Circulator field. 











in the Easy to stock, too. With interchangeable flanges, one circu- 

ior takes care of four sizes, 34”, 1”, 144” and 114”. For real 
a one’ dependability, smooth operation, ease of installation and rugged 
. May ‘mplicity ... insist on genuine Thrush Circulators. 
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Department C-2. 
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ANNOUNCING 


New Completely Packaged 
Quality Fuel Oil Trucks 
— 1955 CHASSIS — 


1300 GALLON Tank—2 Ton Chassis with 
6 8:25 x 20 10 Ply tires; complete | 
ise cd ta lols hapa Sande loneignala:s Voce Re $4450.00 


1500 GALLON Tank-Chassis with 6—900 


x 20 10 Ply tires; complete . .$4725.00 
1600 GALLON Tank-2% Ton Chassis 
with 6 900 x 20 10 Ply tires; com- 
ME iSirivct ur suGwis bb eeweceesee $5125.00 


1750 GALLON Tank-Chassis with 6 
900 x 20 10 Ply tires; complete $5450.00 


2100 GALLON Tank-3 Ton Chassis with 
6 10:00 x 20 — 12 Ply tires, complete 
hile Sud ea ee rae eek SE Peas eae $6675.00 


The above base prices include all Federal 

Excise Taxes. The tanks include 2 com- | 
partments, with 2” Printing Meter, 2” 
Pump, Electric Hose Reel, with 125/1%” 
3 Braid Quality Hose, 2” Seamless Steel 
Tubing lines, manifolded, complete light- 
ing system. Tank is of 10 Gauge shell | 
construction with fully flanged heads. | 


Wire or Write— 


RUSSELL 
OIL EQUIPMENT CORP. 


765 Humboldt Street, Brooklyn 22, N. Y. | 








TEMPER! | 


Do you bark at your 

wife? Snap at the office 
help? Act like a grumpy 

old Scrooge to the children? 


These are merely the 
symptoms of a man who 
is sweating out another 
heating season with a 
needless shortage of 
working capital. 

The cure is simple, certain 


and most inexpensive. 


Write Today for 
Free Booklet H-28 


CORPORATION 


Fuel Financing 
in the New England Area 


M. S$. Lurio, Pres. 0D. A. Robinson, Treas. 
10 Milk Street, Boston 8, Mass. 
Liberty 72-6878 
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LEXINGTON | 


A breakdown of the attendance at 
the four-day meeting shows that 466 
represented service engineers; 58 were 
contractors: '78—wholesalers; 91— 
non-exhibiting manufacturers; 290- 
exhibiting manufacturers; 159—ladies 
and guests; and 97 other classifications. 

The program included talks on such 
subjects as “Application, Installation 
and Service of Room Airconditioners,” 
by R. J. Thompson, director of Service, 
The O. A. Sutton Corp.; and “Appli- 
cation, Installation and Service of 
Chilled Water Airconditioning Equip- 
ment,” by W. B. Cooper, manager of 
Heating and Cooling Systems Dept., 
American Radiator and Standard Sani- 
tary Corp. 

New officers elected at the meeting 
were Charles Bell, Fresno, Calif., presi- 
dent; J. M. Lock, Toronto, Canada, 
lst vice-president; Wm. E. Tierney, 
Worcester, Mass.; 2nd vice-president; 
H. T. McDermott, Chicago, IIl., secre- 
tary; C. W. Neisel, Corpus Christi, 
Texas, treasurer; and George R. Klahn, 
St. Paul, Minn., Sgt.-at-Arms. 

Directors whose terms expire in 1955 
are: Kelvin T. Dawson, Olympia, 
Wash.; Al Dellheim, Chicago, IIl.; A. 
E. Manning, Nutley, N. J.; J. C. 
Titus, Bolivar, Mo.; J. M. Turner, 
Montreal, Que. 


Those directors with terms expiring 
in 1956 are: J. D. Nall, Miami, Fla.: 
J. Lawrence Hall, Nashua, N. H.: 
Wm. V. Peek, Birmingham, Ala.; Ken- 
neth Young, San Diego, Calif.; and 
Earl S. Scheerer, Marion, Ohio. 


Rockford oil Dealers hold 
2nd annual Christmas Party 


UNDER THE DIRECTION of Walter Haf- 
stedt, Highland Lumber & Fuel Co., 





February 
1955 


the Rockford Fuel Oil Dealers Aggo, 
ciation held their second Annual 
Christmas party at the University 
Club, Rockford, Ill., on December 14 
1954, 

Featuring entertainment of a male 
trio, musical quartet, and a musical 
trio, the party was attended by 3% 
members and their friends. 

The Association's president, Stanley 
Thoren made a short talk, and the 
members were the guests of the ass 
ciation at the annual banquet which 
followed. 


Special Meeting held by 
Oil Heat Service Managers 


THE NATIONAL ASSOCIATION of Qil 
Heat Service Managers held a special 
meeting on December 11 at the Hotel 
Statler, New York for the purpose of 
reviewing the year’s activities and 
planning for 1955. 

Stressing the point that the basic 
function of the organization was the 
interchange of information and knowl 
edge, the group voted to publish a br 
monthly bulletin. The first issue wa 
put out shortly after the beginning of 
February, and contained information 
on techniques and development as ap’ 
plied to the service manager's work. 

The next meeting of the Association 


Among the members of the Rockford 
Fuel Oil Dealers Assoc. in attendance 
at the Annual Christmas Party were 
(left to right ): Robert Cragin, Phillips 
Petroleum Co.; Walter R. Hafstedt, 
Highland Lumber & Fuel Co.; Stanley 
Thoren, Skandia Coal € Lumber Co.; 
]. Francis Haste, Smith Oil & Refining 
Co.; and Robert Page, Rockford Lum 
ber & Fuel Co. 
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will be the annual meeting in March, 





ment that measures up is entitled to 





Henry S. Lewis, Manning & Lewis 













8 to be a in Baltimore. The associa- carry a metal plate carrying the words, Engineering, Co., is president of the 
a tion's officers for the present year are: manufactured to the standards of the _— organization. 
i Hugh W. McKee, president, service Fuel Oil and Water Heater Manufac- 
’ — manager, Mass. Wharf Coal Co., Bos- _ turers’ Association.” Warm air Group to publish 
oe peas ome Engel, Jr., vice-presi- These standards have been accepted two technical Handbooks 
ae} dent, service manager, C. Hoffberger _ by Insurance companies responsible for © TWO NEW PUBLICATIONS have been 
~ Co., Baltimore, Md.; Jack Davidson, boiler inspection and insurance. planned for the first quarter of 1955 
ie oe ees Cities Serv- Similar criteria have been set for in- | by the National Warm Air Heating 
a ice “ss a Pa.; oe stantaneous heaters, converters and and Air Conditioning Association, 
ee Wi jam f1. . ae Fs Ys rar a° _ other water heating devices. Technical Cleveland, Ohio. 
aon 1g uckley & scott Lo., research committees are in the process The first publication, devoted to a 
1 Boston, Mass. of setting capacity and installation simplified method for figuring heat 
standards for all classes of water and losses, will come in a size to fit a regu 
Association sets Standards all heat exchange equipment made by lar business envelope. The simplified 
for Fueloil, water Heaters members of the association. method was developed by L. G. Miller, 
THE FUELOIL & Water Heater Manu- Expenses of the association areborne former Dean of Engineering at Michi- 
facturers’ Association measured ac’ proportionately by the following mem- __gan State College, and chairman of the 
. complishments of the past four years ber companies: Bell & Gossett Co., | group’s Educational Advisory Board. 
| Oi at its annual meeting recently. The or- = Morton Grove, IIll.; Davis Engineering The second book is a beginner's 
pecial J vanization is a non-profit association  Co., Elizabeth, N. J.; General Fittings handbook. Developed by G. A. Voor- 
Hote! located in Providence, R. I., established Co., Providence, R. I.; Manning & __hees, the technical secretary of the or- 
se O BF to improve quality and technical stand- Lewis Engineering Co., Newark, N.J.; | ganization and instructor at the Indoor 
and § ards for tubular heat exchangers used Patterson-Kelley Co., Inc., Strouds- Comfort Conferences, the handbook is 
for fueloil and water heating service. burg, Pa., The Sims Co.; Erie, Pa.; designed to help the beginner regard- 
basi The group has set up standards for Taco Heaters, Cranston, R. I.; Water less of whether he is connected with a 
. the materials and manufacturing practices | Tube Boiler and Tank Co., Chicago; manufacturer, wholesaler or dealer, or 
ge throughout the industry, and equip- and Yula Water Heaters, New York. — whether he is in technical, installation, 
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That is why more and more dealers are installing 
the Steinen DRAFT REGULATOR. 





Try one on your next installation and judge for 





yourself. 2 models fit 6 smoke pipe sizes. 





FREE: A NOZZLE KIT to any dealer sending 
Us an order for 6 Regulators. Please include 
the name of your jobber. 





Sold Only 
Through Jobbers And Manufacturers 




















bends 20 gauge 
mild steel 













simplicity, low in cost. 
Let us Show You! Write: 






. » » the Portable Sheet Metal Bending seen oRK: 


Keep all your 
ductwork profits! With 
this one tool, you can both form 


and lock ducts and fittings. Enables you to 
keep up to 35% more profits on each warm air or 
cooling job. Compare specifications and construction — 
WEBCO is an exceptionally strong, precision unit, engineered for 


HALLMOR inc—mcmurray Road, Bridgeville, Pa. 
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service or sales departments of manu- 
facturers, wholesalers or dealers. 


Massachusetts group holds 
207th meeting in Boston 


THE 207th meeting of the Massachu- 
setts Oil Heating Association was held 
January 11, 1955 at the Hampton 
Court Hotel, Boston, Mass., with Rob- 
ert Gray, editor of FUELOIL & OIL 
HEAT as guest speaker. 

Gray reviewed the year’s activities 
within the fueloil industry, and also 
considered the utilization of fueloil 
trucks for fertilizer spreading during 
the warm months and its effect on the 
rolling equipment. 


New Jersey school Program 
attracts record Attendance 

A RECORD breaking total of 2,600 deal- 
ers, servicemen and heating contractors 
attended the classes given as part of 
the oilheating educational program con- 
ducted throughout 1954 by the State 











Educational Committee of the Oil 
Heat Council, a division of the Fuel 
Oil Distributors Association of New 
Jersey. 

A non-profit undertaking, the pro- 
gram had as coordinators and members 
of the County and State Educational 
Committees, Philip Okun, Gus Burk- 
hart, Roger Allen, William Fluhr, 
Sigmund Benedik, Henry Wurfel, Er- 
win Gladstone, Reg Matthews, George 
Frutchey, Scotty MacPherson, Dick 
Hammond, Harvey Miner, Don Bo- 
gart, Tom Valleau, John Squeri and 
the many county secretaries and presi- 
dents. Aaron Rich and Willard Hed- 
den also aided in the formation and 
operation of the plan which was under 
the general direction of Robert Crane, 
State Educational Committee Chair- 
man, who was assisted by John M. Si- 
barium, manufacturer’s representative. 


Companies receiving gold awards 
for participation in a minimum of 
twenty-five schools were: Bacharach 
Industrial Instrument Co., Boston Ma- 
chine Works Co., Minneapolis-Honey- 


well Regulator Co., Perfex Corp, 
Webster Electric Co., General Elec: 
tric Co. Those receiving silver Certif: 
cates for participation in at least twelve 
schools were: Williams Oil-O-Matic 
Div. of Henney Motors, Inc., White 
Rodgers Controls, Inc., General Fil 
ters, Inc., Brundage Co., Sundstrand 
Tool Co. 


Indiana warm air Group 
holds annual Convention 


THE SHEET METAL and Warm Ar 
Heating Contractors’ Association of 
Indiana held their 37th annual conven 
tion on February 3-4, at the Hotel 
Severin, Indianapolis, Indiana. 
Highlights of the first day’s activities 
included talks by Prof. W. T. Miller, 
Purdue University, on “1955 Warm 
Air Heating Short Course,” and on 
“Residential Cooling.” Among the fea’ 
tures on the second day of the meeting 
was a talk by Dean Lorin G. Miller, 
technical consultant, National Warm 
Air Heating and Airconditioning Ax 
sociation on “Heating Larger Build 





FREE COLORFUL CATALOG! 





Just out .. 


“4 How they work ... how and where to in- 


stall... how to estimate and how to order. 


oi} om 
UNIT HEATER 


DELTA HEATING CORPORATION, 
TRENTON 8, NEW JERSEY 
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. packed with photos and valuable 
_ information on OIL-FIRED UNIT HEATERS 








nuts. 


Hold filter ele- 
ment under hot 


impurities. 


out of cup — 
reassemble filter. 








3 simple steps to clean: 


1 of 

Remove 2 wing a 
water faucet for pe 

| a few minutes to py 

| remove dirt d 

ve dirt an eS 


Empty water and 
heavy residue @A-p 









FOR ALL 
GRAVITY -TYPE AND 
POWER BURNERS 
using up to 5% gph 
of No. 1 or 2 fuel oil. 








. Install profitable trouble-free | 
Trap-it on that next job 


CONTROLS CORPORATION 


2458 N. 32nd Street, Milwaukee e bebe Ont 
a : A- ., Ltd., Cooksville, = 
In Canada: A-P Controls Corp., Lt 
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ings,” and a panel on “Residential Air- 
conditioning,” which included four 
national authorities on the subject and 
was moderated by T. B. Speaker. 

In addition to the business sessions, 
there was a women’s program, banquet, 
and stag party, with door prizes being 
awarded. 


Westchester Group hears 
Bucher on gas Threat 


THE FIRST MEETING of the new year 
for the Westchester Oil Trades Asso- 
ciation was held January 11 at Cea- 
sario’s Lodge, New Rochelle, N. Y., 
and featured a review by Carl Bucher 
of the natural gas situation in the area. 

Bucher outlined the methods now 
being used by various utilities to pro- 
mote gas heating, and some of the sug- 
gested means by which oilheating men 
may counter the threat. 


Oil Heat Institute offers 
1956 “Sales Twins” Calendar 


THE DISTRIBUTION DIVISION of the Oil 
Heat Institute of America, New York, 
N.Y., is offering a 1956 “Sales Twins” 
Calendar which features photographs 
of baby twins in humorous poses for 
each month. 















The calendar, which includes De- 
vember, 1955, reproduces monthly sales 
messages, and is aimed at keeping the 
oil heat viewpoint before the customer 
for thirteen months. 

Prices for the calendars are as fol- 

ows: Early Buying Price, each, 22¢ 
in 250 lots, 21¢ in 500 lots, 20¢ for 
1,000 lots and 19¢ for 2,500 and over 
lots. Later buying adds two cents each 
to these prices, 
Further information may be obtained 
‘tom the Oil Heat Institute of Amer- 
a, Distribution Division, 500 Sth 
Ave., New York 36, N. Y. 


Large Group graduates from 
Michigan oilheating School 


THROUGH its State-wide educational 
program, the new Oil Heat Division of 
Michigan Petroleum Association, 
toit, Mich., recently graduated 
nore than 200 heating contractors and 
fueloil men, 


Marking the first entry of a jobber 





“Sclation into the oilheating school 








oil 


field, the schools were successfully held _ ticipated in the teaching program: 
in Bay City, Lansing, Grand Rapids General Filters, Inc., Boston Machine 
and Detroit. Works, Leonard Refineries, Brundage 

The objectives of the school pro- Co., Connon Eng. Co., Shuttle Mfg. 
grams are to teach the basic principles | Co., Detroit Lubricator Co., Minne- 
of oilheating, and to convey refresher § apolis- Honeywell Regulator Co., 
information to oilheating dealers and Breeze Co., Inc., General Electric Co., 


their employees. Winkler Div. of U. S. Machine Co., 
Sponsored by the Association © and Webster Electric Co. 

through the coordinated efforts of the William Forrest acted as director of 

various oil men’s clubs and local com- __ the organization’s Oil Heat Educational 


mittees in four cities, the school Division, John M. Sibarium was tech- 
awarded special Certificates of Appre- _ nical adviser. Joseph D. Hadley is the 
ciation to the following firms who par- _association’s executive secretary. 





Ur. Sewice Manager 


Delavan Nozzles Save You Money! 


That’s right, you actu- 
ally save money by 
using Delavan Nozzles 
even though they may 
cost you a few cents more. 
Because, in 99 plus out 
of 100 installations Dela- 
van Nozzles produce a soft, 
quiet fire the first time. 
When your serviceman is 
forced to try two or three 
nozzles to get a good fire, 
you have lost money even 
if the nozzles were free. 








The time he spends is so expensive to you, that 

it will pay you to be sure he has nozzles that will deliver 

a good fire the first time . . . every time. Insist on 

Delavan Nozzles the next time you buy. They’ll pay 
for themselves over and over again. 


To prevent clogging in nozzles of 1 GPH ca- 
pacity or less, install DELAVAN NOZZLES with HALLY 
FILTERS attached. 


Write for Catalog 148B 


DELAVAN Manufacturing Company 


Grand Avenue and Fourth Street * West Des Moines, lawa 











Philadelphia Association 
extends promotion Schedule 
SPOT ANNOUNCEMENTS on radio were 
added to the advertising, promotional 
campaign of the Greater Philadelphia 
Fuel Conference in its drive to push 
fueloil in Philadelphia. 

The advertising schedule in news- 
papers was also expanded and extended 
with a series of quarter page ads in 
the Inquirer and Evening Bulletin. The 
association recently set up a fueloil ad- 
visory committee responsible for stew- 
arding the Oil Heat Public Relations 
Fund. 


profit angle 


This program is being supported co- 
operatively by retail dealers, secondary 
suppliers, refiners and equipment and 
accessory manufacturers. 


Truck Tank Institute issues 
annual Review for past Year 


THE NATIONAL TRUCK TANK and Trail- 
er Tank Institute, Chicago, IIl., recent- 
ly issued its annual report for 1954 
entitled “A Review of Eight Lively 
Years.” The eleven page booklet lists 
the organization’s ten major objectives, 
describes the methods by which the ob- 
jectives are being reached, and provides 
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PREMIER cleaners 
come complete withall 
basic cleaning tools 


Now, faster furnace cleaning with the amazing, low cost 
Spic-Span gives you big returns three ways. You cut idle 
time — increase profit—during non-heating season. You 
gain new customers because of outstanding service. You 
build customer preference . . . keep old clients ‘‘sold”.. . 
by keeping heating units at top operating efficiency. 


Why Spic-Span? Because it’s the finest low cost furnace, 
air conditioning and boiler cleaner made. Has advanced 
design features such as patented internal expandable filter 
with 3 times greater area than any other of its size. Spic- 
Span is completely portable, yet holds half bushel, easy to 
operate, offers the utmost in rugged construction. Built to 
meet the demands of long-time heating and air conditioning 
men by PREMIER, first and most respected name in 


furnace cleaners. 


Investigate this new angle on profits. Write today for details. 


@remen) the premier co. 


755 WOODLAWN AVE., ST. PAUL 1, MINN. 


£38 








information on the Association’s a¢ 
tivities since its founding. 

Officers of the Association include: 
H. H. White, president, Everett Fit, 
jarrald, vice president, William E. Ken 
nedy, treasurer, and Allan R. Smith, 
executive secretary. The 1954 Execy 
tive Committee was made up of Ey. 
erett Fitzjarrald, Arthur, Ill.; W. £ 
Kennedy, Owensboro, Ky.; J. A. Hav 
stad, Minneapolis, Minn.; W. A, 
Sladek, Kansas City, Mo., and H. H, 
White, No. Kansas City, Mo. 


Directors of Penn. Group 
hold Meeting in Harrisburg 


THE BOARD OF DIRECTORS of the Penn: 
sylvania Petroleum Association recent: 
ly held an all-day meeting in Harris 
burg, Pa., and among the issues dis 
cussed, the following are of particular 
interest : . 

1. Decided not to increase the rate 
of assessment on active members, al 
though the Association’s dues as a menv 
ber of the National Oil Jobbers Coun’ 


cil had been increased. 


2. Considered ways and means 
whereby the Association might sup: 
port national programs promoting the 
use of fueloil for heating. 


3. Scheduled the 1955 Fall Conver: 
tion at Pocono Manor for Octboer 23 
25, and also shortened the convention 
time by planning the annual banquet 
on Monday rather than Tuesday night. 


South Jersey Association 
holds January Meeting 


THE SOUTH JERSEY Fuel Merchants 
Association, Audobon, N. J., held their 
first meeting of the year on January 
11, 1955 at the Silver Lake Inn, Clem’ 
enton, N. J. 

Reports were presented by Andy 
Peak, chairman of the 37th Anniver’ 
sary Committee on the results of the 
anniversary dinner and show; and Dick 
Hammond, chairman of the Fueloil 
Committee. Hammond reported on the 
progress made in the billboard cam’ 
paign, and also on the plans of the Oil 
Heat Council. 

Guest of the evening was Glenn E. 
Eshbach, district sales managef of the 
Atlantic Refining Co. 


February 
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AT THE DECEMBER meeting the past 
presidents of the Massachusetts Oil 


Heating Association were honored. 


Catherine Woodbury, secretary of the 
organization, wrote the poem below for 
the occasion. 


‘TWAS A NIGHT IN THE 
TWENTIES 
(With on ag to St. Nicholas’ 
“Night Before’) 


‘Twas a night in the Twenties—when 
coal men held sway 
A small group of oil men formed 
M, O. H. A. . 
The public were leary of oil-fired ma- 
chines 
Hard work was ahead for this group of 
marines. ‘ 
They worked and they plodded and~- 
gathered the Clan 
That night they laid cut a workable 
plan. 


The coal men had settled for a long 
Summer's nap 
But the oil men prepared for a good 
healthy scrap. 
The work they did stirred up such a 
clatter 
The coal men woke up to see what was 
the matter. 
Away to their windows they flew 
like a flash 
Tore open the shutters and threw 
up the sash. 


The moon shining bright on the objects 

below 

Showed a stream of oil trucks passing 

steady and slow. 

They hastily grabbed their clothing and 

ran 

But too late to upset the oil men’s plan 

Of building a business so strong 
and fine 

That all the people would form 
in line. 


There was FISK and JOE WALSH! Young 
GOULD and DON HOBBS 
With HAWKINS and BROADY leading the 
mob. 
Then WARNER and LORDAN, RAY EL’ 
DRIDGE and COOP 
With EDWARDS and DWELLEY joining 
the group. 
At the head of the line FRED BECK- 
WITH held sway 
With a sHout he commanded: 
“COME ON BOYS——-AWAY!” 


Come SELTZER and HEANEY, DEWOLFE 
and TOM scoTT! 
Come WALKER and GODWIN—Let’s go 
to the top! 
let's shout of our product from tops 
of the roofs 
nd give to the public irrevocable proof 
That om is the fuel to heat their 
homes 
For cleanliness, comfort and tem- 
perate zones. 


This night in December of Fifty-four, 
the Public has opened wide its door 
¢ Mass. Oil Heat has won acclaim— 
in the oil heat field it’s made a name. 
ast Presidents all have done their share 
"building an industry, honest and fair. 

8 give a cheer this past presi- 
dents’ day 
To those who have fostered the 











M.0. H. A! 


Plumbing and Heating Show 
scheduled for early June 


THE 1955 National Plumbing and 
Heating Exposition will be held June 
6-9, in the South Wing, Navy Pier, 
Chicago, Illinois. Sponsored by the 
National Association of Plumbing 
Contractors, the Convention and Ex- 
position Committee is under the gen- 
eral chairmanship of Robert E. Mur- 
phy, 1016 20th Street, N.W., Wash- 
ington 6, D. C. 

To date, about 145 various compa- 
nies have taken space for the show, 
with approximately 85 available spaces 
left. 


Maryland OHA Members hear 
Baltimore Colts President 


THE FIRST monthly meeting in 1955 for 
the Oil Heat Association of Maryland 
was held at the Stafford Hotel, Balti- 
more, January 18, and featured an ad- 
dress by Don Kellett, president of the 
Baltimore Colts professional football 
team. . 

Kellet, who has put the Baltimore 
Colts on a sound financial basis for the 
first time, spoke about his team and its 
future in the National League. 

Patrick Clark, executive secretary of 
the group, was in charge of arrange- 
ments for the luncheon. 
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FOR QUICK-OPENING, TIGHT-CLOSING, POSITIVE-LOCKING MANHOLES 


no matter 
who 

builds your 
tank trucks 





Standard 
Manhole 

Size 12” x 16” with 
6%”, 8”, or 10” fill 
opening. A slight- turn 
of locking ring opens 
and closes cover. 





eines: 


Self-Closing 
Manhole 

Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 





14” Diameter 
Self-Closing 
Manhole 


For heavy  fuel-oil 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock orm and 
raise cap. 





0 “Maal by Pada eb 


Write the words “Manholes by 
Philadelphia Valve’ into your 
order. These quick-opening man- 
holes are absolutely tight. They 
surpass every fire underwriter’s 


= oo oe . standard. They open and close 


easily and quickly. They are built 
to outlast the tank. 

Each type of manhole is simple; 
strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 
=~ minum. No cast iron is used. 
“5-in-1” vents automatically close 
if truck upsets, and will release 
under 6 lbs. pressure to prevent 
explosion in case of fire. Gaskets 
are easy to keep tight. 

Philadelphia Valve manholes are 
= standard with many major oil com- 
panies from coast to coast. Make 
them standard on your tank 
trucks, too! 

Send for catalog 170 for descrip- 
tions and engineering drawings of 


all Philadelphia Valve Company 





TT products. 


PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, los Angeles 11, California, 









OIL BURNER 
IGNITION ELECTRODE 
ASSEMBLIES 


DIELECTRIC offers the only 
complete line of top-quality 
ignition electrode assem- 
blies, bus bars and fittings 
— maintains the largest 
stock of the greatest number 
of designs for day-of-order 
shipment — is equipped to 
supply manufacturers’ new 
designs quickly, in any 
quantity. Uniformity of pro- 
duction is assured by use 
of specially developed auto- 
matic machinery. You can 
be sure of satisfactory serv- 
ice with DIELECTRIC prod- 
ucts. And the prices are 
always right. 































PRODUCTS CO., Inc. 
125 Virginia Ave.,Jersey City 5, N. J. 


Sales Representatives 


Boston + Philadelphia + Des Moines 
| Toronto 





| dell. 


_ the Fuel Oil Assn. of New York, have 
| agreed to bill their customers for total 


| the rate of one tenth of a mill per gal- 
| lon, and through the use of a monthly 
_ news letter will urge the dealers to con- 








New Jersey fueloil Men will 
meet at Asbury Park in April 


THE HOTEL Berkeley-Carteret, Asbury 
Park, N. J., has been chosen by the 
Fuel Oil Distributors Association of 
New Jersey as the site for their annual 
convention on April 27-29. 

To date, one entire room of exhibits 
has been taken with the over-flow tak- 
ing up space in a second area. Although 
the program formally starts on the 
28th, it is expected that most members 
will arrive the day before for informal 
gatherings. 


New York City Groups form 
oil heat Council for Area 


A NEW ORGANIZATION, the Oil Heat 
Council of New York, Inc. has been 
formed by a group of New York oil- 
burner and fueloil associations. Its ob- 


| jective is to foster and encourage the 
| sale of oilheating in the metropolitan 
| New York area in the face of increased 
_ activity of competing fuels. 


Making up the new Council will be 


| the executive secretaries and one mem- 


ber each to be named from the follow- 


_ ing groups: New York Oil Heating 
| Assn., Philip Schepp; Fuel Oil and Oil 
| Heating Dealers of Nassau; Bronx 
| Fuel Oil Board of Trade, Frank How- 
| ard; Fuel Oil Assn. of New York, 
| Martin Shea; Long Island Terminal 
| Assn., H. H. Rains; South Shore Fuel 
| Oil Assn., A. Fuccillo; and the West- 


chester Oil Trade Assn., Noel B. Yew- 


The terminal operators in the group, 
the Long Island Terminal Assn., and 


gallonage that they have purchased at 


+ + + Industry Group, 





















annual two-day, and a special pp 
gram for the women was included a 
part of the general convention, Cy 
chairmen for the luncheon meetj 
were B. D. Egbert, Egbert’s Service 
Hutchinson, and William L. Oswald, 
O. K. Service, Hutchinson. 

Officers for 1955 for the organiza 
tion are E. D. Erickson, Erickson Qj 
Co., Lindsberg, president, and Wi 
liam Kistler, Kistler Oil Co., Coffey. 
ville, is vice-president. 

Erickson replaces Jack Schroeder, 
Tri-County Distributors, Goodland, as 
president. — 








Empire State Petroleum Assn, 9 nar 
swings into Membership Drive agp: 


WITH A GOAL of doubled membership | Mat 
the Empire State Petroleum Associ § Il, 
tion Inc. has begun a drive for new § the! 
members under the chairmanship of  ¥ 
Harvey W. Lewis, Lewis Oil Co., Inc. F *8¢ 

New York state has been divided J Bail 
into areas under the direction of chair 0 
men and co-chairmen. According to Ree 
Lewis, every member of ESPA is on § YH 


the membership committee. Con 
urer 














tribute to the new organization. 


Wimmer’s Address opens 
Kansas oil Convention 


THE 40th Annual Convention of the 
Kansas Oil Men’s Association was held 
January 17-18 at the Baker Hotel, | 
Hutchinson, Kansas, highlighted by an | 
address by Ed Wimmer, vice president 
of the National Federation of Inde- 
pendent Business, Inc. 

Over 400 oil men registered for the | 
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RENICK & MAHONEY, 1 ns 
Get dependable EQUIPMENT 
— sis 
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GOODRICH REEL HOSE 


Goodrich special oil-resistant 
rubber hose eliminates swelling, 
shrinkage and kinking. Stays 
flexible—facilitates deliveries. 
Consult us now about your 
plant or truck equipment 
problems, or write for catalog. 


Get dependable SERVICE 
RENICK & MAHONEY, ne 


380 Second Ave. (at 220d St. 
New York 10, N. Y. 
Complete Equipmeat 
Senvice for the Oil Trade 
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ONLY MICCORKLE 


give you this combination 


| aw. 


“\ ro} MAAR co] Me a-Yoh itl a=s- 





@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 

@ Snap acting Micro-switch. 

@ Heavier, more rugged construction. 

@ Less service— greater customer satisfaction. 


CONTROLS 


for Vaporizing Oil Burners 











We will gladly furnish literature and speci- 
fications for your particular requirements. 
Write us today! 





p.n. WRCCORNELE co. - 


Box E, Station A 


Berkeley, California 

















Convector Manufacturers 
name Rickahaugh President 


REELECTED president of the Convector 
Manufacturers Association, Chicago, 
Ill, at the group’s annual meeting at 
the Hotel Cleveland, Cleveland, Ohio, 
was Robert S. Rickabaugh, sales man- 
ager, Wet Heat Division, Tuttle & 
Bailey, Inc., New Britain, Conn. 

Other officers reelected were Ray O. 
Reeves, Airtherm Mfg. Co., St. Louis, 
vie president; and George W. Mc- 
Cormick, Jr., Detroit, secretary-treas- 
urer. 


Calendar of Meetings 


FEBRUARY, 1955 
14-16—National Heating and Air Condi- 
tioning Show, Industry Bidg.. 
C. N. E. Coliseum, Toronto, 
Canada. 
15—OHI of Greater Washington, 
D. C., Dupont Plaza Hotel, 
Washington, D. C. 
l§-16—Iowa Independent Oil Jobbers 
Assn. (Annual Convention), 
Hotel Fort Des Moines, Des 
Moines, Iowa. 
1§-17—Texas Oil Jobbers Assn. (Manage- 
ment Institute), Driskill Hotel. 
Austin, Texas. 
17—Atlantic Heating & Cooling Assn., 
Penn-Atlantic Hotel, Atlantic 
City, New Jersey. 


19—20—California Petroleum Distributors 
Assn. (Annual Meeting), Sacra- 
mento, Calif. 
21—Fuel Oil Dealers’ Assn. of B. C., 
Hotel Georgia, Vancouver, B. C. 
~Rockford Fuel Oil Dealers’ Assn., 
Lafayette Hotel, Rockford, III. 
23—Oil Heat Assn. of Gary, Ind., Hotel 
Gary, Ind. 
24—-Wisconsin Oil Heat Assn., Wis- 
consin Hotel, Milwaukee, Wis. 


24-25—-Michigan Heating & Sheet Metal 
Assn., (Annual Convention), 
Bancroft Hotel, Saginaw, Mich. 
MARCH, 1955 


2- 3—Wisconsin Petroleum Assn., Hotel 
Schroeder, Milwaukee, Wisc. 
Illinois Petroleum Marketers Assn. 

(Annual Convention and Equip- 
ment Show), Pere Marquette 
Hotel, Peoria, Ill. 
8—South Jersey Fuel Merchants Assn., 
Silver Lake Inn, Clementon, 
New Jersey. 
9—Richmond Oil Heat Assn., Wil- 
liam Byrd Hotel, Richmond, Va. 
14—Delaware Valley Oil Heat Assn., 
Buck Hotel, Feasterville, Pa. 
15-17—Ohio Petroleum Marketers Assn. 
(Spring Convention and Trade 
Exhibition), Deshler-Hilton Ho- 
tel, Columbus, Ohio. 
17-19—Pacific O. H. I. Convention, Civic 
Auditorium, Seattle, Washing- 


8— 9 


ton. 

17-19—Texas Oil Jobbers Assn. (Annual 
Convention and Trade Exhibi- 
tion), Gunter Hotel, San An- 
tonio, Texas. 


APRIL, 1955 
13-15—Nat’l Petroleum Assn. (Annual 
Meeting), Cleveland Hotel, 


Cleveland, Ohio. 

17-21—Oil Heat Institute of America 
(33rd Annual Convention), 
es Hilton Hotel, Chicago, 

1. 

20—23—-Air Conditioning & Refrigeration 
Institute (Annual Convention), 
The Greenbrier, White Sulphur 
Springs, West Virginia. 

27-29—Fuel Oil Distributors of New Jer- 
sey (Annual Meeting), Berke- 
ley-Carteret, Asbury Park, New 
Jersey. 


MAY, 1955 
2— 4—American Petroleum Institute, 
(Evaporation Loss Committee 


and Sub-Committee Meetings), 
Edgewater Beach Hotel, Chi- 


cago, Ill. 
9-10—Steel Boiler Institute (Annual 
Convention), The Shamrock 


Hotel, Houston, Texas. 

10-13—-Heating, Piping and Air Condi- 
tion:ng Contractors Nat'l Assn. 
(66th Annual Convention), 
Shamrock Hotel, Houston, Tex. 

15—-17—Pennsylvania Petroleum Assn., 
(Spring Convention), Bedford 
Springs Hotel, Bedford, Pa. 

23—25-—American Petroleum Institute (Di- 
vision of Marketing, midyear 
meeting), Chase & Park Plaza 
Hotels, St. Louis, Mo. 


JUNE, 1955 

7-10—Oil Heat Institute of New England 
(Eastern bennial exposition of 
oilheat and domestic cooling), 
Hotel Statler, Boston, Mass. 





SE Ree mts. Cd CURE DRAFT TROUBLES! 


in 2 minutes with TAN KIT § 





@ POSITIVE RESULTS 
© ECONOMICAL 


necessary. 


nearest distributor. 


= TANKIT co, 












Not affected by tank pressures or vibrations. 
Tankit can be reused indefinitely. No pump out 


meprace Tank At Your Convenience 
Sizes: Standard for small leaks. 
porous areas up to 1/8 square inches. 
Available at your supply house only or 
write for full information and name of 






174 GOLDSMITH AVE. 
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Giant for | Vertically. 






NEWARK 8, N. J. 





“Tjernlund Auto 


Draft Inducer" 


|No smokepipe obstruction. 
Simple installation: just cut a 
slot in smokepipe and band 
horizontally or 


(THE EASY 
WAY) 





Make customers happy! Reduce fuel costs. Dealers, 
Jobbers, Reps! Write, wire or phone and hook-up 
with a “‘live’’ outfit and sell a real profit-maker! 


TJERNLUND MFG. CO. 
2140 KASOTA AVE. 


(Prior 5861) 
ST. PAUL, MINN, 
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Manufacturers 
Ldetivities 


Malleable Iron Fittings sells 
burner Business to Branford 


T. F. HAMMER, president, Malleable 
Iron Fittings Co., Branford, Conn., re- 
cently announced that his company 
had sold its oilburner manufacturing 
business to Branford Tank & Heating 
Products, Inc., 286 Howe Ave., Shel- 
ton, Conn. 

Harrison M. Lang, who has been act- 
ing as sales engineer for the Oilburner 
Division, will be associated with the 
new company. 


McDonnell & Miller announces 
Names of Sweepstakes Winners 


WINNERS OF the 1954 sweepstakes 
sponsored by McDonnell & Miller, 
Inc., Chicago, “Ill:;: were recently an- 
nounced by the company, which holds 
the contest annually for those in the 
heating and allied fields. The drawing, 
this year, was made in the company’s 
home office in Chicago. 

The winners, their organization and 
prizes are as follows: Edward H. Ron- 
ald, Preferred Utilities Mfg. Corp., 
New York, N. Y., Hi-Fi Player; Ray- 
mond E. Blim, Crane Co., Buffalo, 
New York, Hahn one-suiter; Gus E. 
Olsen, Fitzgibbons Boiler Co., New 
York, N. Y., Portable typewriter; A. 





@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 
in the U. S. A. Normal discounts in dozen lots. 





Miss Eileen Bingen picks the first win- 

ner in the 15th McDonnell & Miller 

Sweepstakes, while George LaRoi, vice- 

president, supervises the Christmas 
give-away. 


M. Findlay, Travelers Indemnity Co., 
Springfield, _Mass., Portable radio; 
Frank Pulley, Consulting engineer, 
Des Moines, Iowa, Portable radio; and 
Edward Horn, Consulting engineer, 
Nashville, Tenn., Portable radio. : 


Lennox Furnace holds final 
regional sales Meeting 


MARSHALLTOWN, IOWA, was the scene 
of the third and final regional sales 
meeting of the Lennox Furnace Co., 
Marshalltown, Ia., which was held dur- 
ing the week of January 3rd. 





MARQUART MANUFACTURING COMPANY 






Sales representatives from the com, 
pany’s Salt Lake City, Western Can. 
ada, and Marshalltown divisions at 
tended the meeting, which had as it 
principal speaker John W. Norris 
president of Lennox. Introduced at the 
meeting were the 1955 Lennox lines of 
air-cooled central airconditioning units 
and heating models. 

The Marshalltown meeting followed 
previous meetings at Fort Worth, 
Texas; Syracuse, N. Y.; Decatur, Ga, 
and Columbus, Ohio. 


American Furnace Co. elects 
two to Board, five Officers 


ELECTION OF TWO additional members 
to the board of directors and five new 
officers has been announced by the 
American Furnace Co., St. Louis, Mo. 
Clarence S. Franke, former president 
of the company, was elected chairman 
of the board. He is succeeded as presi’ 
dent by Charles H. Franke, formerly 
vice-president in charge of sales and 
business administration since 1950. 
Ernest H. Spellmeyer, vice-president 
in charge of St. Louis area sales since 
1951, has been elevated to the newly: 
created post of executive vice-presi 
dent, while Richard A. Cromwell, 3 
member of the company’s St. Louis area 
sales department since 1941, replaces 
Spellmeyer. Cromwell also has been 
elected to the board of directors. 
Formerly purchasing agent for the 
company, Harry J. Timmerman has 


Profitable Sales! Fewer Sewice Calls! 


SELL AND INSTALL 


Microstone® Element 


FILTERS 


ee ee ee ee — 





Send the coupon today! 





EXPORT DIVISION—OCEANIC EXPORT COMPANY 


400 MONTGOMERY ST. + SAN FRANCISCO 4, CALIFORNIA 
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| 
| 

! 1241 High Street + Oakland 1, California 

1 Please send the following, postpaid. l 

| __Doz. *Model F-10B—List Price $2.80 each. __Doz. *Model MS-3—List Price $3.95 e0ch- 

| For small to medium installations. Fits For medium to large installations. 

| drum or tank. ___Doz. Model KS-3—List Price $7.80 were 

| ____ Doz. *Model Z-1— List Price $2.80 each. Features Pre-Screening. Designed for the 
For small to medium installations.. Fits largest, dirtiest jobs. 

. ALL control valves. *UL Approved 
NAME | 
ADDRESS $$$ 
CITY STATE J 
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Spellmeyer 


Franke 


been elected vice-president in charge 
of purchasing, and at the same time, 
Dale M. Dassler, assistant superintend- 
ent of the American Furnace Co. plant 
at Red Bud, Ill., has been elected to 
the board. 


Coastal to distribute for 
American Liquid Fertilizer 


AS THE RESULT of a study concerned 
with the problem of fueloil tank truck 
and personnel utilization during the 
summer months, the Coastal Oil Co., 
Port Newark, Newark, N. J., has en- 
tered the liquid fertilizer field as a dis- 
tributor for the American Liquid Fer- 
tilizer Co., Inc., Marietta, Ohio. 

Coastal will represent American in 
the New Jersey and Long Island, N. Y. 
areas. The fertilizer company markets 
its products under the title of “4 Way 
Lawn Care,” and the program con- 
sists of fertilization, insect, weed, and 
crab grass control. 


Sunbeam cuts Prices on winter, 
summer airconditioning Units 


PRICE REDUCTIONS of up to 21% on 
summer cooling equipment and up to 
11% on automatically fired winter air- 
conditioners have been announced by 
the Sunbeam Airconditioner Division, 
American Radiator & Standard Sani- 
tary Corp., Elyria, Ohio. 

T. W. McNeill, president, ex- 
plained, ‘Business forecasts for 1955 
indicate a healthy but competitive situ- 
ation in the new home and moderniza- 
tion market. Increased production 
facilities at our plant, plus new design 
units added to both our heating and 
cooling lines, make it possible to re- 
duce cost and thereby pass these sav- 
ings on to the trade and consumer.” 





These price levels are reflected in a 
new Consumer Price List being issued 
for the first time by the Sunbeam Air- 
conditioner Division. 


AGE sells Cleveland Plant 


to consolidate Facilities 


FOLLOWING COMPLETION of defense 
contract commitments at its Cleveland, 
O., plant, Affiliated Gas Equipment, 
Inc., has sold this property to the Eaton 
Manufacturing Co., Cleveland. 
According to Lyle C. Harvey, presi- 


SO MUCH 





dent, this sale is the last step in a pro- 
gram begun sometime ago to combine 
Afhliated’s production facilities into a 
more efficient manufacturing and dis- 
tribution operation. This was the small- 
est of the company’s major plants. 
Other factories are in Indianapolis; 
New Lexington, O.; Philadelphia; Ty- 
ler, Tex.; and Monrovia, Calif. 
Harvey said, “The elimination of 
the Cleveland plant has put the firm in 
an excellent operating position for the 
proposed merger with the Carrier 
Corp., and paves the way for a planned 


VALUE at 


SO LITTLE COST! 


























$4,078 


1000 gallon 1% ton DODGE 


| DY=Yol !<=¥4 
Brothers 


300 LINCOLN AVE. 





Prices range from 


UP TO 


$11,890 


3300 gallon 4 ton DODGE 


The base prices include 2 compartments, full skirting, top shrouding, 
electric or “Fluid Drive” reel, 125 feet of 144” hose. Rear or side in- 
stalled equipment and variations in basic specifications available in 
all sizes on different make chassis. Other tank sizes and prices on re- 
quest. Consideration given to all state and local requirements. 


TRADES ACCEPTED and TERMS ARRANGED 


*Includes chassis, tank, pumping 
and metering equipment 
All prices above include Fed. Tax. Tank prices 


on other make chassis and trailer prices with. 
specifications on request. 


Send for FREE CATALOG FO 











HAWTHORNE, N. J. 
HAwthorne 7-2100 - 01-02 
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. Manufacturers’ Activities 


expansion program for the Bryant, Day 
& Night and Payne Divisions which 
will retain their independent identities 
in the new setup.” 

The joining of Afhliated and Car- 
rier is still subject to ratification by 
stockholders. In a joint statement Har- 
vey and Cloud Wampler, Carrier 
president, said: “Each of the merging 
companies will be able to extend its 
own lines of equipment with special 
emphasis on the increasingly important 
home field.” 


Iron Fireman on Tour 
with district Meetings 


IN THE LATTER part of January three 
officials of Iron Fireman Manufactur- 
ing Company, Cleveland, conducted a 
tour of six cities spread across the 
country in which they brought in all 
of their district managers for general 
sales management conferences. 

The head office men conducting the 
meetings were C. T. Burg, vice presi- 
dent sales; E. C. Webb, vice president 
and D. D. Bailey. 
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Stainless steel construction, Drip-feed puts just enough 
water in pan for fastest vaporization. 


scum ... no stagnant water pan. 


Pre-assembly cuts labor time and costs. 
simply cut hole in plenum wall, slip VAPORITE in 
just as it comes from shipping package. 


Write FO-2 


Get complete information. 


Automatic Humidifier Co. | 
CEDAR FALLS, IOWA 
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aporite 


AUTOMATIC HUMIDIFIER 


OFFERS QUICKEST — FASTEST INSTALLATION 
ADJUSTABLE TO SLOPING OR STRAIGHT 





SERIES 577 





Burg told the groups that the com- 
pany’s heating equipment sales in 1954 
were up 25%. Much of this was due 
to the success of the new heating sys- 
tem “Selectemp” which exceeded its 
announced quota by more than 50% 
during the year. 

Burg also reported that sales of pack- 
age boiler units were up importantly 
over 1953 and that inquiries from all 
types of sales promotion were five times 
the previous year. This again was in- 
fluenced largely by the new products. 


AS EASY AS 
A TWIST 
OF THE WRIST 





Eliminates 


NewHARVEY 
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| 

| MADE TO LAST WITH 

RUST RESISTANT-BLACK 
OXIDE COATED STEEL 


a 


Recipients of the 1954 President's Dia 
mond Pin Award certificates given by 
Mueller Climatrol of Milwaukee, with 
Harold P. Mueller, president, making 
the presentation, are (left to right): 
John L. Stewart, Oakland, Calif., 
northern California sales representa- 
tive; Mel. James, Milwaukee, salesman 
for the Iowa territory; and M. H. 
“Tommy” Thomas, Columbus, Ohio 
sales representative. The award is given 
to the four top level salesmen within 
the company. The winners competed 
with some 30 other Mueller salesmen 
in categories ranging from advertising 
through competitive selling. 


FAN PULLER 


REMOVES FROZEN FANS 
EASILY. WITHOUT DAMAGE 








ALLEN SET SCREWS 
GRIP FAN AT THE HUB 





To install 


TRADE 
PRICE 
$9.25 












CAN’T DAMAGE FAN 
ALL PRESSURE APPLIED 
AT HUB 
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SINCE 1908 


COMBUSTION 
CHAMBERS 


Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they’‘re “tough” 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 
Write Today! 

Special designs to meet furnace and boiler manufac- 


turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 














GE CLAY FORMING CO. 


Sebring, Ohio ¢ Phone: 8-6141 
Mig’s. of RADIANTS © BACKWALLS ¢ STOVE LINERS 
COMBUSTION CHAMBERS e INSULATING BRICK e« ELEMENTS 











IN } Almost Anyone 
ER { Can Learn to 
SS } Sell...lf He'll 
IN | Use the Proper 

G } Selling Techniques 








OR the benefit of those breaking into selling 

and for improvement of active salesmen, W. 
A. Matheson, a director of Eureka Williams 
Corp., wrote an exciting book on selling tech- 
niques that has helped thousands get ahead faster. 
He calls ic THE SELLING MAN. He believes 
that almost anyone can sell if he'll take the 
trouble to learn. The techniques he suggests are 
practical because he has tested them himself. The 
$4.00 investment is a tiny price for so much 
helpful and profitable information. 
We Pay Postage. PLEASE MAIL REMITTANCE WITH ORDER! 


$4.00 Special Price 


HEATING PUBLISHERS, Inc. 
2 West 45 St. New York 36, N. Y. 
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LOOKING FOR WAYS TO 
IMPROVE YOUR BURNER? 


We invite you to test an Acme Electric transformer 
under any conditions that will match actual service 
by all electrical standards. Acme Electric ignition 
transformers will provide maximum performance to 
assure customer satisfaction. 


ACME ELECTRIC CORPORATION 
Main Plant: 502 Water Street * Cuba, N. Y. 


West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., 
Los Angeles, Calif. 
in Canada: Acme Electric Corp., Ltd., 50 Northline Rd., Toronto, Ont. 












































® You can install 
it fast and profi- 
ably. 


© Your customer 
can install i on 
his present system. 


The Allen Automatic Booster Fan makes cold basements, aftic, 
and other hard-to-heat rooms useful again. Install in furnace 
pipe, plug it in, set the control and forget it. The Allen Fan 
moves lots of warm air and is completely automatic! Saves heat- 
ing dollars for your customers . . . makes money for you. Write 


for low prices and complete information today! 


PARK HEATING SPECIALTIES 
6212 Goodrich Ave., Minneapolis 16, Mian. 
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He mentioned that the company add- 
ed during the year 1,477 new dealers 
in the United States and Canada. 
Many of these being added through 
the new “Selectemp” department. 

The company is hiring eleven new 
fieldmen this year and has the largest 
advertising budget in its history, Burg 
told the group. 


Waterman-Waterbury sponsors 
sales and marketing Meetings 


SPONSORED for their distributors and 
dealers, the Waterman-Waterbury 
Co., Minneapolis, Minn., has initiated 
a series of sixteen service, sales and 
marketing conferences, which will run 
until April 30. 

The first meeting was held at Co- 
lumbus, Ohio on January 10, to be fol- 
lowed by others in Detroit, Harris 
burg, Boston, Atlanta, and Minneap- 
olis. 





Advertising history was made recently 
in the Upper Midwest, when the 
Waterman-Waterbury Co., Minneap- 
olis, Minn., participated in the first 
locally-produced and sponsored live 
color telecast over station WCCO-TV, 
Minneapolis. Checking the arrange- 
ments for Waterman’s first color com- 
mercial are (left to right) Harry Cross, 
chairman of the board; Harry Jones, 
wcco-Tv producer; John Foley, Olm- 
sted & Foley advertising agency, and 
Stuart Smith, Waterman sales mgr. 


New Carrier Unit announced 
at New York City Meeting 


DURING A recent New York meeting 
at the Waldorf-Astoria, the Carrier 
Corp., Syracuse, New York, intro- 
duced its new line of ““Weathermaker” 
airconditioning equipment. 

The new unit is not much larger 
than a room airconditioner, may be in- 
stalled with minimum ductwork inside 








Conducted by E. M. Delaney, sales 
promotion manager and Otto Grief- 
now, chief engineer, the three-day 
meetings represent a change from past 
company policy when dealers were in- 


vited to the home office. 


Distributors in each city will play 
host to their dealers during the sessions. 


the home, and is connected, outside, to 
a refrigerating package which is air 
cooled. 

In addition to the introduction of 
the new product, the meeting featured 
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THE RESULT OF 
46 YEARS 
OF 
“KNOW-HOW" 
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ONGAN Transformers are the embodiment 

of 46 years of experience in the specialized 

field of transformer design and construction. 

This accounts for their many outstanding fea- 

tures—features which have made the name Don- 

gan the synonym for dependability in oil-burner 
ignition. 

* 


Voltages from 5,000 to 20,000 
A variety of sizes and mountings 





Dongan Electric Manufacturing Co. 
2981 Franklin Detroit 7, Mich. 
“The Dongan Line Since 1909” 


WRITE FOR 


ot iteralure | 
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"Instrument check- 

ups open the doors 

to profitable equip- 
sales.’ 


ment 






_. QUALITY INSTRUMENTS 
that Pay for Themselves 


The FYRITE Service Kit provides a complete set of accurate, 
quality-built combustion-testing instruments at the lowest cost 
It includes the FYRITE CO; Indicator which is unsurpassed for 
fast, accurate flue gas analysis; and also contains the populat 
DRAFTRITE Draft Gauge and the 950° F. 
mercury Stack Thermometer, all packed in 
a sturdy steel instrument chest. 


The chest is equipped with brackets for the mercury 
thermometer, and the TEMPOINT 200°-1000° F. Dial 
Thermometer shown at the right which may be sub- 
stituted for the mercury thermometer at slight extra cost. 


Ask your Jobber or Write for Bulletin 730 


BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE ® PITTSBURGH 8, PA. 
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an address by Cloud Wampler, Carrier 
president, who predicted that total in- 
dustry volume of all products at retail 
in 1955 would rise to $214 billion from 
the nearly $2 billion mark reached last 
year. Wampler also analyzed the po- 
tential airconditioning market in exist- 
ing homes, which he felt should total 
about $28 billion not including some 
16 million multiple-family dwellings. 


“Boodle Barrel” feature of 
Armstrong Furnace meeting 


THE FOUR-DAY, 1955 product develop- 
ment and merchandising meeting of 
the Armstrong Furnace Co. held at 
the Columbus, Ohio, plant recently, 
was highlighted by the use of a “Boodle 
Barrel.” 

Every man of the 38 top manage- 
ment, sales, engineering, advertising 
and production departments was re- 
quired to reach into the barrel, pull 
out a furnace or airconditioner part 


and tell the assemblage what it does 
and how it should be sold. 


The theme of the meeting was built 


around the “Features Drive for Fifty- 
Five” campaign, and emphasis cen- 
tered around the new features of the 
various models of the company’s warm- 
air furnaces and summer aircondition- 
ers. 

W. J. Olsen, president, conducted 
the meeting, assisted by Larry Hickok, 
vice-president and George Zimbleman, 
western sales manager. Others on the 
program were Don Kinnan, board 
chairman; Charles Brooks, assistant to 
the president; Jack Swinehart, assist- 
ant sales manager, Jack Galleher, ad- 
vertising manager; Lou Feeney, air- 
conditioning service manager; Herb 
Hays, chief engineer, and Bert Leslie, 
production manager. 


Perfection Stove elects Case, 
Secretary at Board Meeting 
THE BOARD OF DIRECTORS, Perfection 
Stove Co., Cleveland, elected Manning 
E. Case secretary and treasurer to suc- 
ceed Paul T. Skove who is retiring 
after 45 years with the company. 

Mr. Case joined Perfection in 1952 
as General Counsel and will retain that 





position. John H. Foster was named 
assistant secretary-treasurer. 

As head of the cost department, Mr. 
Skove joined the company in 1909 and 
during the years headed the payroll 
and purchasing departments. He was 
elected to the board in 1948 and be- 
came secretary-treasurer in 1953. 


Johns-Manville releases 
motion Picture on Transite 


FOUR types of Transite pipe for the 
home is the subject of a new motion 
picture entitled “White Pipe” recently 
released by Johns-Manville, New York, 
N. Y. 


In full color and sound, the 16 mm 
film has a running time of about 35 
minutes and deals with sewer pipe, 
plumbing vent pipe, warm air duct and 
gas vent. 

Available through any of the com- 
pany’s sales offices, the picture takes 
up the different pipes in detail, and ex- 
plains the adaptability of Transite 
warm air ducts to perimeter heating 
systems. 





with specialized training. 


—nozzle application tests. 


most months of the year. 








OIL HEATING MEN— 


BE AN EXPERT IN YOUR FIELD! 


> The oil heating industry has great need for men 


®& The Boston School of Advanced Oil Heat Train- 
ing offers a 3-day course covering: proper firing 
rates—combustion chamber design—baffling of boil- 
ers—draft control—mating of air and oil patterns 


& For men with one or more years experience in 


the installation and service field only. 


®& This course is offered every other week during 


Write for complete details 


BOSTON SCHOOL of ADVANCED 
OIL HEAT TRAINING, INC. 


Manufacturers—Central National Bank Bldg. 
Lynn, Massachusetts 


i ey 








Complete sample set of 


TIME SAVING 


| E “i y J so S ca es head = r a 2éie 
DAMPER REGULATORS 
PERMIT 





It’s the little things that 
make the Big difference! 


INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 
Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


M.A.GERETT Corp. 


724 W. Winnebago, Milwaukee, Wis. 


STYLE & SIZE 
Famous E-Z-ON standard 
design No. 27 
Solid end tail piece, threaded 
head piece and wing nut — 

%" bearing. 
Superior E-Z-ON 
**Snap-Tite’’ Design No. 29 


E-Z-ON DAMPER Regula- Tail piece with retractable 
4 gy oath gn snap end bearing, threaded 
for profit- head piece and wing nut — 
Ser vole Ne details” %" bearing. 
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. Manufacturers’ Activities 


Modernization of Kolb Factory 
steps up production Schedule 















MODERNIZATION of plant facilities and 
the introduction of automation have 
stepped up production schedules and 
tripled capacity at Kolb Refractories 
Co., Philadelphia. 

Automation has been applied to the 
entire manufacturing process, 
management is pleased with the auto- 
matic quality control now possible in 


and 


the manufacture of refractory combus- 
tion chambers. 





White opens Truck Service, 
sales Office in Pittsburgh 


A MODERN TRUCK sales and service 
headquarters has been opened in Pitts- 
burgh’s northside at 1136 Western 
Ave. by the White Motor Co., Cleve- 
land, Ohio. 


The structure was erected to more 
efficiently handle the rapidly expand- 
ing truck transportation business in the 
tri-state area of western Pennsylvania, 
eastern Ohio and northern West Vir- 
ginia, replacing the old outlet at 468 
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Melwood St., and integrates Autocar 
Division’s former offices into the en- 
larged operation. 


Williams Division holds 


eastern sales Meetings 


WITH OVER 1,000 attending, the Wil 
liams Division, Eureka Williams Co., 
a division of Henney Motor Co., Inc., 
Bloomington, Illinois, held their first 
eastern sales meetings of the new year 
at the Shelton Hotel, New York, N. Y., 
on January 18 and 19. Highlight of 
the meetings was the introduction of 
the company’s new R-160 low prey 
sure Oil-O-Matic oilburner. 


Worthington Corp. elects 
Ramsey, Schwanhausser 


THE BOARD OF DIRECTORS, Worthing- 
ton Corp., Harrison, N. J., has named 
Hobart C. Ramsey as chairman of the 
board and Edwin J. Schwanhausser, 
president of the corporation. 


Succeeding Howard Bruce, who has 
been elected chairman of the Executive 
Committee, Ramsey, formerly presi- 
dent of the company, will continue as 
chief executive officer. 

Prior to his election as president, 
Schwanhausser held the position of ex: 
ecutive vice president and is a mem: 
ber of the board of directors. He will 
be succeeded by Walter H. Feldman, 
who has held the post of vice president 
in charge of sales for the past four 
years. 

Moving into Feldmans’ former post, 
is Thomas J. Kehane, most recently as’ 
sistant vice president and general sales 
manager. 

Retiring as vice-chairman of the 
Board is Clarence E. Searle, who will, 
however, continue as a director. 

At the same time, it was announced 
that Charles A. Butcher had been 


named vice president for planning. 


Koven sales Representatives 
attend annual Conference 


ATTENDED by 48 members of the sales 
organization, L. O. Koven & Brother, 
Inc., Jersey City, New Jersey, held its 


_ annual sales conference at the office of 


the company in December. 
Basic points considered by the com 
ference in an effort to supply the job 
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CROWN 


your 
Installation 
with 


GALONGA GE! 


Outstanding in its field, 
Galongage design, con- 
struction and appearance 
does credit to the finest 
heating installation. Because Galongage measures in gallons... 
has large, easy-to-read numbers . . . requires only 4-inch head 
clearance . . . comes fully assembled .. . is approved by Under- 
writers’ Laboratory. 

When ordering, specify depth of tank and size of opening. 








APPLIED MECHANICS COMPANY 


381 CONGRESS STREET, BOSTON, MASSACHUSETTS 














materi 
SAFE-FILL® TAPERED NOZZLE PLUG 


(Reg. U.S. Pat. Off. No. 2545233) 





SAFE-FILL@® nozzle plugs Because SAFE-FILL plugs are 
permit faster Siliag under permanent, you need no other 


Pressure, instead of by gravi ipe fitting or wrenches. 
flow. Vented SAFE. FIL Srcedily constructed of syn- 
plugs (B2) oes off at ap- thetic i rubber designed 
omen pounds P.S. to stand up under long, hard 

AFE-FILL plu without usage in contact with oils, 
ag valve (Bl) pop out gasoline and similar liquids. 
at 


pounds pressure. 


GUARANTEED for 1 year 
soeeene defects in workman- 
or material, under nor- 
mal use. 
DEALER’S PRICES 


ey ty Bote in Pig, for 
1-3/8” O.D. Nozzle Tube, 
Ping Only (Bl) $1.95 Each. 


Hy A With Safety Valve (B2) 
3.95 Ea. 




















Here's why... 
Every GULF SOLAR HEAT brand dealer 


can expect even greater profits in ’55 





He has... 


the finest marketing plan in the industry 
to help guide him in the operation of 
his business...plus a product to sell 


that is second to none 





GULF OIL CORPORATION 
GULF REFINING COMPANY 








heating oil 


— 


B2 
PLUG 
WITH VALVE 








Sold Through Leading Jobbers 
Made By 


g’sley MANUFACTURING CO. 


420 HOWARD AVE NEW HAVEN, CONNECTICUT 
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TE SHORTER THE CHIMNEY 
THE BETTER THE DRAFT 





with the 


quickdraft 


DRAFT CREATOR 


All the bugaboos that have beset you—all the 
draft complications caused by low chimneys, high 
trees, long smoke pipe runs, angles in chimneys, 
etc.—are ended when you adopt this modern de- 
vice. Relatively inexpensive, quickly installed, 
available for installations from 1 thousand to 8 


million B. T. U. capacity. 


Get all the facts. You'll want to use Quickdraft 
on your next job—and on all of them from now 
on. Ask your jobber—or write us for name of 
Quickdraft jobber nearest you. 


QUICKDRAFT COMPANY, Dept. £ 
1150 So. Erie Blvd. HAMILTON, OHIO 
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For 
Dependable 
Performance... 





Specify... 


BERKSHIRE 









3 y You'll find the highest standards of 

cial engineering and dependability built 
into every BERKSHIRE you purchase. 
Each transformer is individually test- 
ed, and adjusted. U.L. Approved. 
Shielded. Interchangeable. Fully 


guaranteed. 


Write for full Information: 


. TRANSFORMER CORP. 
15 South Ave., New Milford, Cena. 

















@g,@e@ 
Ignition Transformers CLISBY & ASSOCIATES CLISBY & ASSOCIATES 
Phitadelonie 6. 6. Pe York. Sean. 
0 M4 enna. 
. Manufacturers’ Activities pone, manager of the New York Divi- American Coils has been manufac- 
: , sion, the center will handle bulk plant, turing and marketing “Comfortaire” 
ber with faster shipments and a more : 
truck tank, and service station equip- heat pumps for several years and now 
complete line of products included sizes MaRS 5 
: ment; parts, maintenance, and repair is ready to produce the units in in- 
and styles to be manufactured, quanti- ve 
ley service. creased volumes. In addition, the com- 
ties to be stocked, shipping procedures, ‘d Coates 
pany makes “Tradename” aircondi- 
and new products to be made. ' — . ’ 
ag American Coils Co. appoints tioners for national concerns offering 
In addition to hearing a talk by . hei 
Hatcher as Head of Sales the unit under their own names. 


Gustav H. Koven, president, and dis- 
cussing the foregoing topics, the sales 
representatives saw a new color film 
showing growth, type of work and 
products manufactured by Koven. On 
the entertainment side they visited the 
“Latin Quarter” in New York and 
closed the meeting with a banquet and 
floor show at the Plaza Hotel. 


Amco Corp. opens Center for 
Warehousing, Sales, Service 


THE AMCO CoRP., Chicago, Ill., manu- 
facturers of petroleum handling equip- 
ment, recently opened a New Jersey 
warehouse - Sales - Service Center lo- 
cated at 612 Commerce’St., Linden, 
N. J. 

Under the supervision of I. R. Filip- 


New units are to be available in 3, 
5, 7%, 10, 15 and 20 ton self-con- 
tained models; all models, 3 hp through 
15 hp, will be offered with a choice 
of semi-hermetic or conventional open 


AMERICAN COILS CO., Newark, N. J., 
manufacturers of the “Comfortaire” 
Heat Pump, have appointed C. M. 
“Pete” Hatcher as general sales man- 
ager. : 
According to Michael Parcaro, com- ape Pere see 
pany president, increased activity in 
the heat pump field, and the advent of 
the company’s own line of self-con- 
tained airconditioners necessitated the THE MANUFACTURING and distribution 
employment of a full time sales man- of “Damperset’” damper hardware 
ager. originated by the Minneapolis- Honey 

Formerly with the Brunner Mfg. — well Regulator Co., Minneapolis, 
Co., Utica, N. Y., as advertising and Minn., has been licensed to the Elgen 


Elgen Mfg. licensed by M-H 


to manufacture “Damperset” 


sales promotional manager and acting | Manufacturing Corp., Long Island 
assistant salesmanager, Hatcher will re- City 4, N. Y. 

port directly to James Turner, execu- The new “Damperset” hardware is 
tive vice president and secretary of | designed for multi-blade dampers, 
American Coils. either parallel or opposed, and may be 





¥%, to 12 Gph 


¥%, to 10 Gph 








HAY WARD 
Rotary Atomizing Burners 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 


Boiler-Burner Units in any room! 
200 to 2000 Sq. Ft. EDR Steam 


Write for franchise information: RE Ti ~ ver 
HAYWARD OIL BURNER CORP. AT- MER corporation 
86 Kirkland Street, Cambridge, Mass. Dept. 6 657 Broadway, New York 3 N. Y. AL 4-5380 


Factories in Brooklyn, Totalizer, Thermovall@, 
N.Y. and Taunton, Mass. Mfrs. of HEAT-TIMER electronic weather controls, Heat Recorder-Totalizer, | 


VARIVALVE gets heat f-a-s-t 
pig to cold radiators! 
list $345 











the temperature desired 


write for detailed literature C list $395 














Varivalve, Motorized Valves, Smoke-Eye Smoke Alarm, Fire-Chief Fire Alarm 
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utilized in heating, ventilating, aircon- 
ditioning, blower and exhaust systems. 
Construction details and blade chart 
are available from Elgen. 


A-P Controls builds first 
European Plant in Holland 


FIRST SUBSIDIARY plant of A-P Con 
trols Corp., Milwaukee, Wisc., beyond 
the North American continent is being 
constructed at Nijmegen, Holland. 
The modern plant will have 18,000 
square feet of floor space and will be 
under the direction of Remy H. Lud- 
wig, vice president in charge of for- 
eign operations. 

The Holland operation will be a 
wholly owned subsidiary known as 
AP Controls Maatsechappij, N.V. 
Equipment available in Holland will 
be purchased there and supplemented 
by American machinery. The plant 
will be staffed by Dutch employees. 

A major product of the plant will 
be controls for space heaters which 
are becoming more popular in Europe 
as oil from the near east comes into 


ray: 


greater supply. 









Radiators 
Boilers 
Water Heaters 


Refrigerators 
Oil Tanks 





details today 


COLORS: Chrome emi 
Gloss White + Gloss Black 





Black, White and 
Wer (Oil and Waterproof) a” 


INSTANT 
PAINT! 


Plumbing and Heating 
Contractor’s Friend 


Used Across America 


Excellent for Painting or Touching Up 


Piping and Cocks 


For better work and profit! No mixing, 
no clean-up, no compressor or hose 
needed. Just shake the can and — a 
New type can with new guarantee SE 

non-clogging inner mechanism. Com- EE BU 
plete your jobs the modern way. 
Ask your jobber for Sprayon today! 


Attention Representatives! Some select terri- 


tories still Write for money making 


CHAMPION BRONZE POWDER 
& PAINT CO., Inc. 


F 2101-2121 N. Elston Ave., 
Chicago 14, Ill 





In addition to supervising the Hol- 
land plant, Mr. Ludwig has been in 
charge of the company’s plant in 
Cooksville, Ontario, and recently was 
appointed manager of the Milwaukee 
Valve Co., now a subsidiary of A-P 
Controls. 


Shell Development adds 
to West Coast property 


A FIFTY PER CENT expansion in the 
Emeryville, Calif., laboratory and of- 
fice facilities was recently accomplished 


by the Shell Development Co., New 


PROPELLED 


AEROSOL BOMB 
PRINCIPLE 







York, N. Y., when the research afhli- 
ate of Shell Oil purchased Western 
Electric and Pacific Telephone and 
Telegraph properties. 

The deal, in which Shell Develop- 
ment has signed an agreement to buy 
three buildings and 4.3 acres of land 
adjoining its present site, has been ap- 
proved by the California Public Utili- 
ties Commission. 

Needed to handle growing require- 
ments of research and development in 
the oil and chemical industries, the new 
addition is the company’s fifth major 


expansion program. 








"=> Versatile! aol 





Convectors 
Furnaces 


Air Conditioning Equip. 
Oil Burners 
And 101 other uses 


ie Attractively i 


Fin Pipes “a 
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= Economical 
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KING ENGINEERING CORP. 


top ae 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 





® Ann Arbor, Mich. 
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Z ] THE BUSINESS 
D) maceune For FUE" 
) oneuener, HEATING 


| ancoworriontne MEW 





FUELOIL & OIL HEAT is a 
complete magazine-—a jour- 
nal of discussion in which all 
the “How and Why" ques- 
tions, and current items of 
interest are examined and ex- 
plained. Our own Staff (five 
editors, three assistants) and 
competent outside writers, 
give readers everything on 
oilheating and fueloil, includ- 
ing markets, industry trends, 
technical developments, in- 
stallation and service data, 
technical procedures, new 
products, news of men, or- 
ganizations and companies, 
editorial comment, etc. Our 
men have long been foremost 
in battling for Oilheating 
Industry Progress. 


We have some plus services 
for advertisers: A Mailing 
Service for those who wish to 
send out catalog material, 
literature, etc., to augment 
their display advertising; a 
free sample list of jobbers; 
free lists of manufacturers’ 
agents and representatives; 
the monthly Merchandising 
Newsletter for executives of 
our advertisers’ organiza- 
tions; technical and merchan- 
dising advice, etc. 


FUELOIL & OIL HEAT is a member 
of ABC (Audit Bureau of Circulation) 
and BPA (Business Publication Audit of 
Circulations — formerly CCA — Con- 
trolled Circulation Audit). 
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Readers and Advertisers, who have ; 
used March as a “Super - Early 
Spring Sales Push” month have : 
found that it sets the pace for an un- f 
usually active and profitable year. u 
1955 is starting out pretty good. ti 
Hard work and advertising in , 
MARCH can make it YOUR BEST 





YEAR!! 


FORMS FOR THE|M 
CLOSE FEBRUARY 18th. w 


FUELOIL & OILJHE 


2 West 45th St., New York 36,N.Y. ° 
A. G. WINKLER, Adv. Mgr. 








Midwest: 224 So. Michigan Ave., Room 4% - 
Michigan-Ohio: Jim Becker, 177 No. Ma : y 
‘Ang 


Pacific Coast: Don Harway, 1709 W. sth 5 











February 
1955 









Advertising in our pages stimulates 
sales for those wishing to sell equip- 
ment, materials and supplies in this 
$2! Billion (annual) oilheating and 
fueloil field. Our readers include man- 
ufacturers, dealers, jobbers, installa- 
tion & Servicemen, fieldmen, sales- 
men, etc. They all buy in MARCH; 


and what they read now helps sales 





later in the year. 





EIMARCH Issue 


h. Wire, write or phone 
early! 


.Y¥.} © (MUrray Hill 2-4786) 
LEE STEEDLE, Ass't. Adv. Mgr. 
m 2005"*990 4 (WAbash 2-9548)—Jack Metzel 


, Moi '*¢t, Oberlin, Ohio (OBerlin 4-2814) 
oth Ste” Angeles 17, Calif. (DUnkirk 2-8576) 


FOR PROFITS! 








Special Days & Weeks 
March, 1955 


March 
1-31 .. .Cheese, One-Dish meals with 
1-31 .. .Red Cross Membership and Fund 
Campaign. 
1-10 .. Brands Week, National advertised — 
Chain Variety stores 
2 .. .Texas Independence Day. Legal Holiday 
in Texas 
4 .. .Presidents' Day 
5-13 .. .4-H Club, National 
6-12 .. Scout Week, Girl 
6-12 ...Ad Week, National Want 
7-12 .. . Television Servicemen's Week, National 
8 .. .Fast of Esther (Jewish) 
8 .. .Purim. Religious Vv ewish) i of Lots 
10 to April 10 Easter Seal appeal 
13-19 .. Camp Fire Girls Birthday Week 
13-19 .. Rice Week, National 
14-19 .. .Linen Week, Irish en 
15. Andrew Jackson's irthday. Legal 
Holiday in Tennessee 
17 .. .Evacuation Day. Legal Holiday in 
Suffolk County, (Boston) Mass. 
17 .. .St. Patrick's Day 
18-25 .. .Youth Week, Jewish 
18 to April 2 Dried Fruit Weeks 
19 .. .Red Cross Sabbath 
20 .. .Red Cross Sunday 
20-26 .. .Salesmen's Week, National 
20-26 .. .Wildlife Week, National 
25 . .. Annunciation. Religious Holiday 
25 ...Maryland Day. 
27 to April 2 “ples Week, National 
27 to April 2 Tobacco Distribution Week, 
National 
28 .. .Mother-In-Law Day, National 


March is also the month during which most 
manufacturers in the oilheating and fueloil 
field secure about 11% of the year’s new 
dealer, jobber and “o.e.m." customers 
(our readers have a lot of time to read, 
investigate, think, and act on new orders, 
during this windy month); factories ship 
an average of 5'/2% of the year's total 
oilheating equipment, parts, etc., during 
March; and the dealers sell and install 
about 4% of their year's total oilheating 
business this month. 


The dealers also sell and deliver from 14 
to 16% of the year's fueloil during March, 
and obtain about 7% of their annual in- 
come for service calls, replacement parts 
and materials, etc. 
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V No Outside Bag 
UV No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Tuterested? Want more details? 


MASTER-CRAFT SUPPLY CO., INC. 


Contact your jobber or write us today. 
Dept. FO HAVERSTRAW, NEW YORK 


V Leak-proof Dust Filters 

V Double Filter Protection 
VCompact - Light in Weight 
V Easy to Handle 





with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 























Oilheating the milder States 
(Begins on page 51) 


company services it through the years 
and holds the oil account. 


In that way you overcome the selling 
inertia of the small heating dealer with- 
out offending him and yet you get oil- 
fired equipment sold. I would only con- 
sider this arrangement in fairly small 
markets because it lacks the organized 
promotional pressure that a larger op- 
eration needs. 


Your secretary has asked that I say 
something about competing with other 
fuels. There’s not much new on this 
because we've worked it pretty hard 
since away back when. But it will al- 
ways be potent, just as any competitive 
subject must be. 

In the consumer surveys that a lot of 
organizations, including our own, have 
conducted since the end of World War 
ll, we've learned what people gen- 
erally think about the fuels. If they 
prefer gas their strongest reason is that 
they think it’s cleaner than oil. This 


STEEL BOILERS 


with a 


Reputation 


V & E Products, Inc. 
Schuylkill Haven, Penna. 





is rarely true today, but it can be and 
30 years ago it often was. 

A properly adjusted oilburner is 
clean. It doesn’t smoke, and it doesn’t 
puff-back. But that ties into what we've 
been saying. It needs occasional adjust- 
ing and servicing by a mechanic who 
knows oilheating. In most areas the 
burner gets that kind of care. 

There was another situation that 
bothered us years ago. Some folks still 
remember it and hold it against us. 
When a conversion oilburner was to be 
installed in a cast-iron warm air fur- 
nace that was originally built for coal 
we faced a possible trouble source. The 
cast-iron sections had been assembled 
with a low-temperature cement in the 
joints, just right for coal. But with oil- 
firing temperatures of 2,000° this old 
cement was soon dissipated, the joints 
became leaky and some unburned gases 
got into the ducts and into the house, 
causing a film on the woodwork. 

An oilheating specialist would never 
have put burners into those furnaces 
without taking them all down and re- 
assembling them with high tempera- 


ture cement that was made for oil. 
Then there was no trouble. But inex- 
perienced dealers then, and sadly 
enough a few today, took the short cut. 

So the first principle in competing 
with gas is to keep oilheating clean, 
both actually and psychologically. Not 
only must we have no smoke from the 
chimney, but no grimy trucks and 
grimy drivers delivering fueloil to the 
home. Most of you keep your gasoline 
stations all shined up—do the same for 
fueloil. 

Some folks when interviewed about 
fuels think that gas is more conven: 
ient. That might be true but it usually 
isn’t. If you are competing with gas in 
your community, you'd better be sure 
to use automatic deliveries. Any high 
school child can operate the degree-day 
system. Your office girl can do it in very 
little time each day. Then no customer 
has to watch his tank, and your fuel 
supply becomes as automatic as gas. 

Folks who prefer gas have some other 
minor points, but if you can take care 
of those two main ones they haven't 
much left. 
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HYDROVALVE CO. 


1319 UTICA AVE. ° BROOKLYN 3, N.Y. 
BUckminster 4-1330 | 


for easier, money savin 
oil burner servicing . . . 


WRITE FOR OUR NEW CATALOG TO-DAY! 





February 


1955 ° 
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FERTIL-ADE THE ORIGINAL true Liquid Fertilizer for 
| Fuel Oil Truck Application 


AMNOUNCES the 1955 PROVEN PROFIT PROGRAM 
Fertilizer - Insecticides - Weed Killers 


Exclusive, Protected, Franchises available to agressive dealers - Two trucks necessary 
Write or Phone Today for details 


SMITH EQUIPMENT AND SUPPLY CO. 


Don’t make the mistake of believing 
that many folks will steer shy of gas 
because it’s dangerous. Everyone 
knows that it can blow up, but “It 
won't happen to me.” Since the Na- 
tional Safety Council started keeping 
records back in 1907, 
more than a.million persons have been 


considerably 


killed in motor accidents but no one 
stays out of cars on that account. 
The biggest factor in selling oilheat- 
“Get out 
We've become so ‘opiated’ 


ing against gas is simply 
and sell it.” 
in this industry with our concepts of 
supply and demand that we sort of ex- 
pect things to happen regardless of 
what we do. We give too much weight 
to elementary economics. If gas is 
cheaper, some of us think everyone 
will buy it, and vice-versa. We've had 
many examples to disprove that. The 
man who sells anything is the man 
who's constantly out giving people rea- 
sons to buy it. Remember again—this is 
the fueloil business, not the gasoline 
business. With fueloil, you create the 
demand, and that creates the supply. 

In looking over this paper, I may 


have gone at the whole thing backward. 
First I told you how valuable it is to 
the petroleum jobber to get a strong 
heating oil volume. I might have 
stopped there and left everyone feel- 
ing just fine. But I went on to bring 
the details, some of the weaknesses, 
more of the strengths. So now it looks 
like it would still be a good idea but, 
worse luck, someone is going to have 
to think. 

Yet I sincerely believe that if you'll 
take an evening when you get home 
and weigh this whole picture you'll 
conclude that a good fueloil volume is 
more than worth the effort. Get your 
feet wet in this oilheating business: 
treat it entirely differently from the 
way you do gasoline. You'll build a 
financial stability and a community 
stature that, I can promise you, will 
worry all of your competitors. 


, 
“9° 


Edward L. Stauffacher will succeed 
H. E. Brandli as president of Cities 
Service Oil Co. (Pa.), principal mar- 


keting subsidiary of the Cities Service 





in Selling 





Attain Greater Success 


Specialty salesmanship in our day with emphasis 
on burner selling by W. A. Matheson, long a lead- 
ing figure in the Heating Industry. 
Binding, 6 x 9, 260 pages. Price $4.00. 


FUELOIL & OIL HEAT | 
2 W. 45 St., New York 36, N. Y. | 





OPERATES ON 
PATENDED 
CAM -WEDGE 


Blue Cloth PRINCIPAL 


WRITE US 








als 


UNIMATIC CORPORATIO 


ROUTE 22 & KOEHLE AVE., UNIC SEY 


1615-21 N. Central Avenue 
Chicago 39, Illinois 
Phone: NAtional 2-0027 








system in 13 northeastern states and 
the District of Columbia. Brandli, who 
joined the organization 43 years ago, 
will retire but will continue his activi- 
ties on a consulting basis. He is chair- 
man of the onc for the New York- 





Stauffacher Brandli 


New Jersey District, a member of the 
Board of Trustees of the National 
Petroleum Marketers Assn., a past 
president of the Oil Trades Assn. of 
New York, and also president of the 
Cities Service Oil Co. of Argentina. 
Stauffacher has been with the com- 
pany for the past 30 years; he became 
marketing vice president with head- 
quarters in Chicago in 1950. 


“HARBOT” BX CABLE CONNECTORS 
WILL NOT VIBRATE LOOSE 
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OIL BURNER: %7*crggzromser 
- PACKAGE 


complete with engineering, assembly fixtures and Underwriters listing assistance. 
We are well financed, market conscious and thoroughly experienced with new com- 
petitive designs. You can assemble this burner with its die-cast aluminum housing, 
new simplified mounting and attractive design at your facilities to produce the low- 
priced gun-type burner in the industry. SPECIAL PROGRAM FOR ORIGINAL 
EQUIPMENT MANUFACTURERS. You may purchase certain parts locally if desired. 
Choice locations in the U. S. and abroad. Write for complete program. Box 1209, 


FUEL OIL & OIL HEAT, 2 West 45th St., New York 36, N. Y. 














FIRE BOX We 


fueloil & oilheat 


CLASSIFIED ADVERTISING 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


wis 





Neo Advertising Agency Commissions. No discounts. 


MOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 





“K” FACTOR CALCULATOR. Handy, compact slide-rule, Eliminates cumber- 
some charts. Speedy. Accurate. Single setting gives both K-factor and degree 
day of usable oil. Only $5.50. Degree Day Systems, Dept. FO, 3930 58th 
Sereet, Woodside 77, New York. 


SALESMEN GET THE MOST OUT OF YOUR CALLS. Your customers may 
be able to use our product. As long as you are already talking to them why 
not see if they can use our fuel oil sludge-solvent. May handle as a side line. 
Exceptionally profitable for you. Your commission on a single drum would be 
$55.00. This is repeat business so you can see how lucrative it can be. For 
information write Box 1157. 


DECALS—Service, nameplate or truck lettering and trademark decals made to 
your order, Easy to apply, uniform, distinctive, economical for small or large 
needs. Write for catalog. Mathews Co., 827 S. Harvey, Oak Park, III. 


SAVE UP TO 60% ON YOUR CONTROL REBUILDING. No control obso- 
lete with us. Write for price list. You will be amazed at the saving. Our 10th 
year rebuilding controls for the trade. Distributors wanted. Atlantic Burner 
Supply Co., Inc., Ozone Park 16, New York. 


FUEL OIL METER TICKETS printed with your advertisement in two colors, 
delivered to you in 30 days or less. Write for our catalogue and samples of 
Budget Coupon Books and our Special Budget Envelope. All types of printing 








Use “CRESCENT PARTS” Service 


Serving $?. Louis Trade Area 


“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


Crescent Parts and 
} Equipment Co., Inc. 


MAIN OFFICE 
825-831 S$. Boyle Ave. 
St. Louis 10, Me. 
AR AMEE 
1140 St. Louis Ave. 
Eest St. Losis, iil 








OIL—GAS—STOKER 
Parts & Controls 


Installations Matertais 
BA conten Se 


Heating Speotaition 














for the fuel oil dealer. Cromwell Printery, Inc., 61 Hudson Avenue, Albany 1, 
New York. 


TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
into cash. Mail list and price to Box 885. 


NATIONAL DISTRIBUTOR who can finance own exclusive sales program for 
oil burner with patent air cone—the only device of its kind—which drives 
fan air to center of oil mist. Burns from inside out to produce a larger, hotter 
“Holoflame,”’ assure positive ignition and keep nozzle cool to prevent clogging. 
Can supply patterns and tools for your production of 3 models from 4 to 10 
gph, or precision machined parts for your assembly line, or U.L. and Com. 
Stds approved burners, with or without controls, at exceptional prices drop 
shipped to your customers. Inquiries invited from regional distribucors, furnace 
and boiler manufacturers. Write Box 1205. 


NEW QUICKIE CROCUS FILE for cleaning and refinishing delicate, hard t 
get silver contact points on thermostats, protectorelays, stack safeties. Relays 
and controls. 33 for $1.00. K. Stevenson Co., 813 10th St., N. Fargo, North 
Dakota. 


NOTICE TO MANUFACTURERS’ REPRESENTATIVES: An opportunity to 
become the exclusive factory representative in various territories to sell the 
most efficient and competitive gas and oil furnaces is now available. This is 
really a once in your lifetime connection. Contact Box 1211. Give territory 
desired. 


FOR SALE—Oil heating business and appliance store. Central Iowa. Town of 
3500. Bottled gas, soft water service, radios, phonograph records. Fully equipped 
TV service department. $25,000 inventory. One-half down. Established 25 years. 
Owner retiring. Write Box 1212. 


WHOLESALE SALES REPRESENTATIVES WANTED in all 48 states. Sole 
distributor of universally known Swedish manufacturer of complete line of 
combustion testing instruments for the fueloil heating industry starting with 
sales-organization now. We will have merchandise in warehouse for immediate 
deliveries, advertising our products nation-wide. Exclusive territories guaran- 
teed. Terrific sales possibilities given. Agents on commission basis, actually 
selling to the wholesale trade of oilheating equipment and accessories are in- 
vited to contact by letter John Bronner, Inc., 985 Park Place, Brooklyn 13, 
New York. 





WANTED 


Fuel Oil Business in Metropolitan Phila- 
delphia Area. Must be 750,000 gallon mini- 
mum. Willing to purchase real estate & 
equipment, if necessary. Give full details. 
Box + 1210, Fuel Oil & Oil Heat, 2 West 
45th Street, New York 36, N. Y. 





